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>» POINTING to perfection—as did the ancient Greeks in their then 
modern culture—twentieth century engineers and executives, active in the 
Gas Control Field, prefer Reynolds’ Gas Control devices. . . . For nearly half 
a century Reynolds’ Regulators have been first-in-the-field, irrespective of 


competitive comparison. . . . Moreover, Reynolds’ Regulators combine 
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engineering efficiency that gives a more responsive device in Gas Control. 
. . « Smoothness, sureness and satisfaction mark these products. Modern 
manufacturing and engine hs as steadily advanced the advantages of 
Reynolds’ Regulators. i. | t's inte te’ specify Reynolds’ Regulators: they 
reassure reliability—insur&%4 gainst imperfection. 
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BRANCH OFFICES: REPRESENTATIVES: 


421 Dwight Building Eastern Appliance Company 
Konsas City, Missouri *¢ Boston, Massachusetts 


Second Unit, Santa Fe Building William A. Ehlers 


Dallas, Texas East Orange, New Jersey 


REYNOLDS GAS REGULATOR CO. 
ANDERSON, INDIANA, U.S.A. 


RECOGNIZED GAS CONTROL SINCE 1892 
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S$ everal of the important features of the EMCO PRESSED 
STEEL TYPE METER cau be seen in the illustrations below. 


Diaphragm easily removed by loosening clamp- 
ing band screw, and removing clamping band. 


Drain pipes are provided which drain all four 
diaphragm chambers at their lowest point. 


Rocker shaft and diaphragm bearings made 
accessible by removing diaphragm pan from 


rock shafts. 


Top cover easily removed, exposing tangent, 
tangent arm, and adjustments. 


Strong heavy flag rod, capable of taking all 
driving strains without deflection. 


Flag and flag rod sturdily built to withstand 
stresses due to large diaphragm area. 


Tested at double the working pressure for 
safety. 


Light, strong, pressed steel case reinforced and 
stiffened by cast iron valve plate. 


Moving parts carried in rigid valve plate, assur- 
ing proper alignment under heaviest pressures. 


Extremely compact case, requiring very small 
floor space. 


Construction reduces leakage risks and elimi- 
nates fire hazards. 


Positively accurate, whether measuring the 
flow to a pilot light or up to full capacity. 


No complicated calculations or empirical 
corrections, thus preventing consumers 
dissatisfaction. 


PITTSBURGH EQUITABLE METER CO. 


MERCO NORDSTROM VALVE CO 


MAIN OFFICES PITTSBURGH. PA 
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Pipe joining is really fast with Dresser Couplings! Time 
studies made on various sizes indicate that, using two 
workmen, assembly time may be estimated at from only 6 
minutes on a 6” I.D. size, to 12 minutes on a 20” O.D. size. | 
This includes all operations involving handling of the | 
coupling parts after delivery alongside the trench. | 
Dresser simplicity makes this speed possible .. . per- 

| 


mits at the same time use of unskilled labor... reduces 
total construction costs! 


* SPRESIER 


MANUFACTURING CO., BRADFORD, PA. 


In Canada: Dresser Mfg. Company, Ltd., 60 Front Street, West, Toronto, Ont. 


NOTE TO READER—This is the twelfth 
in a series of advertisements dramatizing 
one engineer's experience with his first 
Dresser-coupled line. For the complete 
story, write for Bulletin 351. 
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BLAW-RNOXA 
GAS CLEANERS 


BLAW-KNOX DIVISION OF BLAW-KNOX COMPANY - FARMERS BANK BLDG. - PITTSBURGH, PA. 
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ENERAL PETROLEUM originally selected the 
two CLARK 4-cylinder, 400 H.P. 2-cycle-angle 
compressors shown on the opposite page; and sub- 
sequently ordered two more of these units for the 
extension of their new natural gasoline plant at 


Wilmington. 


The CLARK “Super-2:Angle” is chalking up new 
records for economical installation and economical 
operation. These units are enjoying a sensational 
national success because they are equal to hori- 
zontal compressors in power and efficiency, yet 
accomplish 5 substantial savings, viz: (1) Shipped 
assembled, they cut transportation and erection 
costs: (2) They require much smaller foundations: 
(3) Require less floor space, smaller buildings: 
(4) They save fuel, due to CLARK Super-2-Cycle 
Fuel Injection; (5) They save on maintenance, due 
to extreme mechanical simplicity. 


The 4-cylinder 400 H.P. size is the most econom- 
ical size that can be installed, giving lowest dollar 
cost per 1,000 cubic feet of gas delivered. In 
economy this unit is not only superior to any other 
size, but to any other unit on the market. 


We will gladly furnish the complete engineering 
facts and figures on the CLARK “Super-2-Angle”, 
furnished in 2, 3, 4 and 6-Cylinder sizes, ranging 
from 200 to 600 H.P. 


CLARK BROS. COMPANY, Olean, New York, U.S.A. 
Export Office: 30 Rockefeller Plaza, New York. Midcontinent 
Sales Offices and Warehouses: Tulsa, Okla., Houston and Dallas, 
Texas. West Coast Office: Smith-Booth-Usher, 2001 Santa Fe 
Av., Los Angeles. Foreign Offices: 72 Turnmill St., E. C. 1, 
London, England; 4 Str., General Poetas, Bucharest, Roumania 


Rear View. of One of 
the CLARK ‘’Super- 
2-Angles’’, Wilming- 
ton Gasoline Plant 
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CLARK Super-2- 

Cycle Angle Com- 

pressor, 4-Cylinder, 
400 H.P. Size 


GAIN In 1937 
A COOLING TOWER 


9 MILES LONE 


Again in 1937 over two miles of Aerator 
Type Cooling Towers were constructed 
by The Fluor Corporation for the oil and 
gas industries. Installed in sectional units 
of varying lengths, these Aerator Type 
Cooling Towers are giving uniform and 
economical cooling service in nearly 
every section of the country. 


The year’s sales record was not accom- 
plished by super-selling efforts or by an 


unprecedented demand. It was rather 
the direct result of an established and 
increasing preference for Fluor design, 
engineering, construction and operating 
principles. 


For space economy, for water economy, 
for good appearance, be sure with Fluor. 
Your request for a new bulletin, T-337, 
brings valuable engineering, descriptive 
data on the Aerator Type Cooling Tower. 


AERATOR TYPE 
* EOOLING TOWERS 


THE FLUOR CORPORATION, LTD. Main Ojfice and Plant: 909 East 59th Street, Los 
Angeles, California @ Mail Address: P.O. Box 128, Station K, Los Angeles, California @ 909 McCormick 
Building. Chicago, Illinois @ 703 Fairfax Building. Kansas City, Missouri @ 934 Merchants & Manufacturers 
Building. Houston, Texas @ 30 Rockefeller Plaza, New York City. N. Y. @ 719 McBirney Bidg., Tulsa, Okla. 
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Permanent 
repair of leaks 
in Bell and 
Spigot Pipe 


joints. 


THE NATIONAL SUPPLY COMPANY 
DAYTON COUPLING DIVISION - - TOLEDO - OHIO 
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AST iron pipe, a product older than most American 
& cities, keeps pace with Progress toward the City of the 
Future. No period in the long history of cast iron pipe 
manufacture has been so fruitful of product improvement 
as the past 20 years. This applies to pipe and joint design, 
to metallurgical advances, production methods and quality 
control. Within this period, for example, great strides have 
been made through research in the modern laboratories of 
the industry. Cast iron pipe has been the standard material 
for underground mains for nearly three centuries. That it 
is the standard material today is evidence that pipe founders 
are keeping abreast of Progress. 


heeping abreast of PROGRESS 
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Recent installation of mechanical joint cast iron pipe for 
a gas main. Cast iron pipe has served the gas industry since 
the first distribution system and meets modern operating 
pressures with the modern bottle-tight mechanical joint. 
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THE CAST IRON PIPE RESEARCH ASSOCIATION, THOMAS F. WOLFE, RESEARCH ENGINEER, 1013 PEOPLES GAS BUILDING, CHICAGO, ILLINOIS 


CAST IRON PIPE 


THE STANDARD MATERIAL FOR UNDERGROUND MAINS 
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ONE MAN REPAIRS BREAKS 
IN CAST IRON PIPE 


og [2 to 20 minssl€s 


WITH 
SKINNER 
SPLIT COUPLING CLAMP» 


AS MEN everywhere are using these sturdy, dependable 

clamps... not only because of the tremendous time saving 

(12 to 20 minutes for one man, compared to 3 or 4 hours for 
two or three men with the old-fashioned cast iron split sleeves)... but 
also because these clamps stop the original leak, become a permanent 
installation, and provide a degree of flexibility which prevents future 
breaks at the same point. 
ILLUSTRATION ABOVE shows ease of installation, even close to an el- 
bow! No shutdowns necessary. For pressures up to 600 Ibs. with ample 
excess strength guaranteed. 
CROSS SECTION shows how sturdy, malleable iron main rings inter- 
mesh and exert terrific pressure on triangular gasket . . . sealing the 
break directly and permanently. Note Monei metal sheath band at top 
and hard vulcanized gasket tips, which prevent contact with soil and air. 
Write today for prices on this economical Skinner clamp. 


NEW! _\ 


Now you can get 
Skinner Split 
Coupling Clamp 
adapted to the RE- 
PAIR OF BREAKS 
AT SERVICES! 
Write for further 
information on this important development, 


which offers definite savings. 
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THE ONLY 2 CONTRACT 
ABSORPTION PLANTS 
BUILT IN CALIFORNIA IN 1937 
WERE ENGINEERED * DESIGNED 


AND ERECTED BY 


BELOW: Night view of plant 
erected for Rancho Gasoline Cor- 
poration 5 miles north of Grapevine, 
California. Capacity: 20,000,000 
cubic feet of natural gas per 24 hours 
at 450 pounds gauge and 15,000 
gallons of 26 pound Reid gasoline. 


ABOVE: Belridge Plant No. 4. 
Erected at North Belridge, Califor- 
nia for the Belridge Oil Company. 
Capacity: 80,000,000 cubic feet of 
natural gas per 24 hours at 450 
pounds gauge and 75,000 gallons 
of 20-27 pound Reid gasoline. 


~ PARKHILLEWADE 


CONSULTING AND 
CONSTRUCTION ENGINEERS 
973 NORTH MAIN STREET 
LOS ANGELES CALIFORNIA 
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g compressor-units, Cooper -Bessemer keeps pace with 
modern requirements ... and keeps ahead with refinements! 

Here are two big reasons why the Type G-MR gives you better 
value in purchase price alone: 


All iron castings are of Meehanite Metal! _ 1833-+-1938 


Triple - action, Streamline Scavenging sweeps the power 
cylinders free of all burned gases—fills those cylinders 
with fresh air—and gives a more intimate mixture of fuel 
and air. Thus, Streamline Scavenging assures more power 
per unit of fuel burned! 


Type G-MR is built in two, three and four cylinder sizes, to suit 
your needs ... rated 75 hp. percylinder at a nominal speed of 300 KEEPING PACE 
rpm. Ask our representative for details of this finer compressor! WITH INDUSTRY 


105 YEARS OF 


THE COOPER-BESSEMER CORPORATION 


640 estan erst STREET... LOS ANGELES, CALIFORNIA 


Wash Spring St., Shreveport, Lo 201 East Ist St., Tulsa, Oklahoma Magnolia Bidg., Dallas, Texas Esperson Bidg., Houston, Texas 
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Mount Vernon, Ohio PLANTS Grove City, Pennsylvania 
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ae THE BARRETT COMPANY a, 


40 Rector Street, New York, N. Y. 


BARRETT PIPE LINE ENAMELS, BARRETT PIPE LINE 
PRIMER, BARRETT FLUXES AND THINNERS, BARRETT 
WATERWORKS ENAMELS, BARRETT COUPLER COM- 
POUND, BARRETT PIPE LINE FELTS. 


Barrett Pipe Line Enamels are a 
result of Barrett’s long experience 
in waterproofing underground and 
underwater structures of all kinds. 
They provide dependable protec- 
tion at low initial cost and low 
cost per year of service. They are 
tough and adhesive, and practical- 
ly unaffected by moisture, soil acids 


Reproduction of the photomicro- 


graph (above) shows the inter- and stray electrical currents. Prop- 
locking of the flakes of the in- . ° 
ternal reinforcement used by erly applied, Barrett Enamels will 
Barrett. By laminating with the . . 

waterproofing agent they give increase the useful life of any 
Barrett Pipe Line Enamels un- . 

usual Mis v8 and resistance to underground pipe. 


soil stresses—an exclusive Barrett 
feature 


BARRETT PIPE LINE PRIMER 


Barrett Pipe Line Primer meets the most exacting require- 
ments for a dependable primer. Its base, the waterproofing 
agent, is the finest coal-tar pitch. Free from ground pig- 
ments or fillers, Barrett Pipe Line Primer provides a non- 
porous film that is elastic and will withstand extremes of 
contraction and expansion without crazing. Its use assures 
intimate cohesion with subsequent coal-tar pitch base pro- 
tective coatings. 


BARRETT PIPE LINE ENAMELS 


Barrett Pipe Line Enamels are composed of straight run 
Coal Tar Pitch—the most stable bituminous material known 
for underground service—reinforced with a 
non-porous, laminating, flake-type mineral (an 
exclusive Barrett feature). Barrett Pipe Line 
Enamels are uniform and highly resistant to 
water absorption and mechanical distortion 
(soil stress). They are practically impervious 
to soil acids, alkalies, electrolysis—singly or 
in combination—and are easily applied under 


specifications issued by Barrett to insure best results. Less 
tonnage of material is required to cover “unit area” to speci- 
fied thickness of coat. 


BARRETT FLUXES AND THINNERS 


Barrett Primer Thinner and Barrett Enamel Flux are made 
from the same base products as other Barrett protective 
coatings. They are used when temperature or application con- 
ditions require and a little goes far. Supplied in 5-gallon cans 
and 50-gallon drums. 


BARRETT WATERWORKS ENAMELS 


Barrett Waterworks Enamels are produced from the same 
type of materials as Barrett Pipe Line Enamels—modified 
to meet the special requirements of protecting the lining of 
water pipe. These linings are practical protection against 
tuberculation and decreased capacities resulting from it. 


BARRETT COUPLER COMPOUND 


Barrett Coupler Compound, made from the same type of 
materials as Barrett Enamel, is softer (lower melting point). 
It makes an effective seal for expansion joints, and provides 
a satisfactory corrosion-preventing coating for bolts and nuts 
after the couplers have been set in place and tightened. 


BARRETT PIPE LINE FELTS 


Shielding materials are used to prevent mechanical distortion 
(soil stress). Tar-saturated asbestos felts have been found 
generally more satisfactory for this purpose than other ma- 
terials commercially available. These Barrett products are 
available in suitable widths and lengths to permit economical 
mechanical application. 


BARRETT ENGINEERING SERVICE 


The Barrett Company will gladly furnish complete informa- 
tion on both manual and mechanical appli- 
cation of Barrett Primers, Enamels, Felts and 
other Anti-corrosion Products for pipe line 
protection. Barrett engineers are at your 
service for consultation and suggestions on 
any pipe protection problem. 


PIPE LINE 


ENAMELS 


Me ; 


am 
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Why the trene 
SEAMLESS 


because NATIONAL SEAMLESS 


Offers greater all-round reliability 


Has high tensile strength 
ls exceptionally uniform 


Has unusual ductility 


ls adaptable to any type of joint 


Has no welds — no long line of 


possible weakness 


HESE are the reasons why pipe line 
operators and engineers are growing 
more and more partial to seamless pipe— 
and specifying NATIONAL Seamless Line 
Pipe—for gas, oil, and gasoline lines. 

Technical experts agree that the seam- 
less process produces line pipe superior to 
that made by any other method. A section 
of NATIONAL Seamless Pipe is a balanced, 
homogeneous unit, pierced and _ rolled 
from a solid billet of steel, with no long- 
itudinal line of potential weakness. Since 
only the finest open-hearth steels are used, 
its integrity is of the highest — you get 
pipe of uniform wall strength throughout. 

In many of America’s most important 
lines, you'll find NATIONAL Seamless Line 
Pipe consistently giving satisfactory ser- 
vice under a wide variety of conditions. In 
every consideration, it has proved thor- 
oughly reliable. 

Whenever you have a problem concern- 
ing line pipe, consult our research and field 
service staffs. [heir recommendations are 
based on the best standards of up-to-date 
line pipe practice. 


NATIONAL TUBE COMPANY 
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Columbia Steel vison San F decane: ino Coast Distributors * 


< WELDS y 
VELOS 


United States Steel Products Company, New York, Export Distributors 
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The Verw Last Word in Cooking Appliances 


BETTER 
RESULTS 


MANUFACTURED BY CRIBBEN & SEXTON C 
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@® The new 1938 Universal Gas Range is definitely the 
leader of the gas range parade. In styling it is smart, dis- 
tinctly different, refreshingly original — with a striking 
beauty of design that sets it apart:from the common run 
of ranges. The 1938 Universal, with its “flush to the wall 
construction,” has the irresistible sales appeal of eye- 
compelling attention—it is America’s most beautiful gas 
range. Improved devices—super-insulation—new Simmer- 
Save Burners—a new giant Super-Simmer-Save of 12,000 
B.T. U. rating—a heat control that sounds the chime of 
the gong when oven comes to desired heat—new appoint- 
ments— massive, rugged skyscraper construction—all this 
and more ‘the Universal presents to the Gas Industry. In 
every respect the 1938 Universal elevates gas cookery to 
its highest plane of convenience and modernity, establish- 
ing a new and higher standard of cooking performance. 
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By FRANKLIN R. FETHERSTON 


Secretary-Treasurer 


Liquefied Petroleum Gas Association 
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strange distresses, with assurance that a “grow- 

ing pain” is causing the trouble, but will soon 
be over and forgotten. Strangely, the sufferer sur- 
vives and the advice is found to be good. The same 
Symptoms appear in industries as well as in indi- 
viduals, for a young industry is just as susceptible 
to this ailment. Upon reflection they also find that 
others have passed through the same experiences 
and have often blazed a trail that may be followed 
safely. 


Y ctrans is often pacified, upon complaint of 


The Liquefied Petroleum Gas Industry is in a 
sense a youthful member of the Compressed Gas In- 
dustry. It has grown with such rapidity that it is 
not surprising that it has had to endure some dis- 
tresses. It is fortunate, however, in having so many 
close relations who have its interests at heart. Those 
relatives have built the stability of the family upon 
fundamentals that are common to all. 


Potential hazards exist where any commodity is 
handled under pressure. Therefore, standards of safe 
practices are essential, and must be the rule and 
guide for all the family. They must apply uniformly, 
because regulation by various authorities is in- 
evitable, and in many respects is quite desirable; 


but lack of uniformity within the family may result 
in regulations so divergent and contradictory as to 
strangle progress entirely. 


We have seen new developments in many indus- 
tries recently, and one in particular which threat- 
ened to divide the liquefied petroleum gas group. 
The proponents of a new method of distribution, 
considering their problems different, expressed a 
desire for independent efforts to consider their 
immediate interests. This is one kind of “growing 
pain.” 


MONG honest and reasonable men, however, 
Ai sueh distress is soon relieved. The liquefied 

petroleum gas industry maintains its place 
beside its brothers in the compressed gas family, 
and works for the promotion of the same funda- 
mental principles of safety in all of the phases of 
use and handling of its products. 


The story is as old as the hills that tells of the 
father that handed his sons a bundle of sticks to 
break and then demonstrated the weakness of the 
individual. The moral, however, will always be 
appropriate. | 
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The flowmeter 
goes modern... 


Advanced design ... greater simplicity ... maintained 
fine accuracy... e A thoroughly modernized instru- 
ment which has promptly become a favorite in the 
industry! Every part is accessible for cleaning and 
adjustment. Float lever can be adjusted without dis- 
turbing the other working parts. By simply removing 


top, a low pressure test can be run and float action 
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METRIC-AMERICAN Round Case Indicating Flowmeters 
installed at natural gasoline plant — in the line between 
absorbers and heat exchangers. 


observed. e The Round Case Flowmeter consists of a 
modified U-gage with mercury seal, and a sturdy, 
attractively-designed case to enclose indicator and 
dial. A steel float, actuated by the rise of the mercury, 
is attached by lever to a horizontal bearing shaft 
which extends through an adjustable lapped stain- 
less steel stuffing-box into the case. The differential 
gage is constructed of forged steel throughout. e Com- 
plete data furnished on the applications and operation 
of METRIC-AMERICAN Indicating Flowmeters. Or 


Recording and Integrating Flowmeters. 867 
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GAS Presents This Month 


OU will remember, perhaps, that we announced 

last month that the February issue of GAS 
would be devoted in great part to the Liquefied Pe- 
troleum Gas Industry. And it is well that this spe- 
cial issue is making its appearance this month, as 
the bottled gas men have been particularly active. 
Many of them have just returned from a meeting 
in New York at which was formed a more unified 
association under a new name—the Liquefied Petro- 
leum Gas Association. (Sea Page 82). And at an- 
other January meeting the Compressed Gas Manu- 
facturers celebrated their silver jubilee. (Page 75). 
For an appraisal of the industry turn to page 15, 
where you will find the comments of Franklin R. 
Fetherston, this month’s “guest editor.” 


The articles devoted to activities in this industry 
begin on page 39 and end just about where the 
book does, somewhere around page 100. Just to 
give you an idea of what this section contains, allow 
us to touch lightly upon the topics discussed between 
these two points. 


There are three articles on the general subject of 
“what to do to increase business.” The first of these 
was contributed by two gentlemen from Philgas, 
Messrs. A. B. Cameron and K. W. Rugh, who pre- 
sent a well worked out plan by which bottled gas 
load may be developed through the water heating 
market. The second in this group deals with the 
competition of cheap electricity, which is prevalent 
in the southwestern part of the United States in 
the Boulder Dam territory. One might think that 
this would greatly affect gas service in that area. 
Harold W. Wickstrom gives an abundance of facts 
and figures on this situation. The third article in 
this series concerns advertising. Does it pay a 
small utility to advertise? Edward A. Grens has an- 
swered this question for you. 


Something relatively new under the sun is the 
air-conditioning of railway cars—even newer is the 


use of propane for this purpose. C. G. Callow of 
Waukesha Motor Company describes the develop- 
ments made by his company along this line. 


In the field of refinery processes, we present two 
articles: the first, by Henry N. Wade of Parkhill- 
Wade, Inc., outlines what has been done with bu- 
tane and propane in producing gasoline; the second, 
by Dr. U. B. Bray of Union Oil Company describes 
the use of propane in the manufacture of lubricat- 
ing oils. 

The employee of a small butane plant must neces- 
sarily be a much more all-round gas man than the 
man working for a large utility, whose duties are 
usually quite specific. Just what the small plant 
serviceman should know and be able to do is related 
by John K. Koeneman of Southwest Gas Corpora- 
°C 

To top off our butane-propane section we offer a 
Directory of Liquefied Petroleum Gas Manufac- 
turers. 


UT the issue is not devoted entirely to butane- 

propane activities. Turn to a story (Page 18) 

on the Pacific Coast Gas Association’s ten years of 

consecutive advertising. There is also a discussion 

(Page 22) of “Blue Flame Week,” a recent and 

unique promotional activity of the Public Service 
Company of Northern Illinois. 

Next month there will be many association meet- 
ings to report. Among February events will be the 
A. G. A. Eastern Natural Gas Regional Sales Con- 
ference, the Midwest Regional Gas Sales Conference, 
and the Southern Gas Association meeting. In 
March will be the A. G. A. Industrial Gas Sales 
Conference, the annual meeting of the Liquefied 
Petroleum Gas Association, and the Spring Sales 
Conference of the Pacific Coast Gas Association. 


More Than 5600 Copies This Issue 


HOUSTON 
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“GAS COOKERY 
is my RELAXATION” 


AGNESS UNDERWOOD, famous feature writer 
of the Los Angeles “Herald-Express” has an avo- 
cation never before revealed to her public—cooking. 
% So enamored is she of her new gas range that, 
although she has a maid, she spends most of her 
Sundays and days off. personally preparing delect - 
able dishes for the friends who throng her home.- 
vy “I have always loved to cook,” she confesses. 
“Now it is more fun than ever. Gas is quick and 
clean. Temperature-control is as easy as tuning in 
the radio. Automatic regulation eliminates failures. 
Gas cookery is perfectly simple... simply perfect.” 
tr Visit your Gas Company or Appliance Dealer for 
a demonstration. Learn how easily the monthly pay- 
ments on a new gas range will fit your budget. 


HE cooperative load-building 
program conducted jointly by 
gas companies through the Pa- 
cific Coast Gas Association, has en- 
tered its 10th consecutive year. In 
point of continuity and sustained ob- 
jectives, this ad- 
vertising plan un- 
questionably _ sets 
an all-time record 
for our industry. 

In fact, it is 
doubtful whether 
any other industry 
has ever carried on 
a similar coopera- 
tive campaign for 
a decade, “without 
a break.” 4 

This is indeed, a A. C. JOY 
favorable commen- 
tary on the spirit prevailing within 
our 45-year-old association, one of 
America’s oldest and most active trade 
groups. 

Credit for this cooperative achieve- 
ment belongs chiefly to Clifford John- 
stone, long managing director of the 
Association, who has worked zealous- 
ly to maintain interest and support. 
If congratulations are due the public 


ONE OF A SERIES of 
domestic advertise- 
ments appearing in 
women’s magazines. 
Each advertisement is 
built around the theme 
of an “interesting per- 
sonality.” The exam- 
ple shown features a 
newspaper writer. 


utilities, they should go to our far- 
sighted managements who, through 
their financial backing, year after 
year, have made this program possi- 
ble; and no less to fellow advertising 
men who have served with me on the 
Committee. Most active of these has 
been J. S. Spaulding, advertising di- 
rector of Southern California Gas 
Co. 

Our program for 1938 includes reg- 
ular insertions in 21 regional maga- 
zines, with special advertisements in 
three others—a total of 24 publica- 
tions. One of the special insertions is 
a two-page, four-color insert in Cali- 
fornia Homes Plan Book—an annual 
publication of home plans retailing 
for $l,of which 15,000 copies will be 
distributed. 

This plan book, reaching prospec- 
tive home builders and modernizers, 
supplements, in the domestic field, 
four magazines particularly interest- 
ing to housewives: Sunset, California 
Parent-Teacher, Parent-Teacher Jour- 
nal and California Federation News, 
in which we shall continue to advertise 
the four principal domestic uses of 
gas: cooking, heating, water heating 
and refrigeration. 
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PACIFIC COAST 
CONSECUTIVE 


By A. C. JOY 


Chairman, Cooperative Advertising Committee 
Pacific Coast Gas Association 


Continuing our program of business 
and trade journal advertising, the 
Committee has approved the follow- 
ing schedule for 1938: 


Trade Journal Schedule 


ARCHITECTURAL BUILDING 
California Arts & 
a, ae 12 pgs. 
Architect & Engineer..... 12 pgs. 
California Homes 6 pgs. 
APPLIANCE DEALERS 
Western Home Furnisher..12 pgs. 
Western Plumbing & Heat- 


ing Journal..1 pg., 11—% pgs. 
COMMERCIAL COOKING 
Pacific Coast Record & 

Western Restaurant 12—%4 pgs. 
Western Hotel Reporter 6—24 pgs. 
Keelers’ Pacific Hotel Re- 

We inciw eb aee does 6—24 pegs. 
Pacific Coast Restaurant 

SEE. iets ores ss 2—24 pgs. 


COMMERCIAL BAKING 
Western Baker & Pacific 

es .csGub betes Gens 12 pgs. 
MANUFACTURING; FOUNDRIES; 
STEEL 

Western Machinery & 

DE Skies cidwes sss 12—% pgs. 
CANDY MFGRS.; FOUNTAINS; 
LUNCH COUNTERS 

Western Confectioners & Ice 


Cream News....... 12—2%% pgs. 
BEAUTY SHOPS 
Beauty Magazine...... 6—% pgs. 


LAUNDRIES; DRY CLEANERS 
Pacific Laundry Journal & 
Dry Cleaner....... 12—24 pgs. 
MISCELLANEOUS 
California, Magazine of 
Pacific Business....8—% pgs. 
Building Standards 
Monthly ....1 pg.; 11—% pgs. 
Monthly ....1 pg.; 11—% pgs. 
Code Book — Pacific Coast 
Plumbing Inspection As- 
sociation 


1 pg. 


The combined circulation of all the 
magazines, domestic and business, ex- 
ceeds 320,000. Since most publications 
have more than one reader for each 
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GAS ASSOCIATION ENTERS TENTH 
YEAR OF ADVERTISING PROGRAM 


circulated copy, we estimate the total 
coverage will reach nearly 1,000,000 
persons. Multiplying this coverage by 
number of insertions, we estimate 
further that the campaign will make 
approximately 10,000,000 impressions 
during 1938—all designed to promote 
use and sale of modern gas appliances 
and equipment. 

Helpful to manufacturers and deal- 
ers, this advertising cests them noth- 
ing, being paid for by the gas com- 
panies. It represents, of course, only 
one division of a broad sales-promo- 
tion campaign in which the gas com- 
panies annually invest hundreds of 
thousands of dollars, including their 
own individual advertising and “deal- 
er helps.” 

Our cooperative advertising makes 
possible effective use of media which 
have too broad or general coverage 


for economical use by individual 
utilities. 
One interesting characteristic is 


that nearly all the advertisements fea- 
ture actual gas installations. Special 
copy with photographic illustrations 
is prepared for each trade journal di- 
vision. An example: in Western 
Baker we use pictures and text de- 
scribing actual commercial baking 
plants. Nearly every advertisement in- 
cludes a testimonial by the manage- 
ment on the advantages of gas fuel. 

This plan involves a lot of research 
and field work, as well as the produc- 
tion of more than 60 separate adver- 
tisements each year. In our opinion, 
however, it greatly enhances the effec- 
tiveness of the messages. 

An important division of the cam- 
paign is the “Gas News Service,” 
which supplies pictures and technical 
articles to editors. By exerting ex- 
treme care to make the articles prac- 
tical, authentic and of definite inter- 
est to the readers, we have obtained 
splendid cooperation from publishers. 
Nearly 200 articles, many illustrated, 
publicizing gas fuel and equipment, 
were printed last year as a direct re- 
sult of this activity. 

The domestic series of advertise- 
ments appearing in women’s maga- 
zines, is a distinct departure from last 


year’s “Jones Family” series, in which 
we used posed pictures of motion pic- 
ture celebrities, through the coopera- 
tion of Twentieth Century-Fox. 
Even more effective, we feel, is the 
1938 theme of “interesting personali- 
ties’”’—each advertisement featuring a 
home-maker —a woman with a gas 
equipped home who engages in out- 
side activities of interest to other 
women. Subject of the January copy 
was a mother of three, active in music 
and club work and widely traveled, 


b “by GUESS” 
Vege 


SEE’S CANDIES, INC, San Francisco 
— pe G. aca awn Mgr.) al- 
though only two years old, operates eleven 
stoves, Studio view shows gas-fired kettle. 


gas-fired candy furnaces, aids See’s candy 
makers to maintain rigid quality standards. And 
because that famous “homemade flavor” never 
varies, this fast-growing firm has achieved enviable _ 
success. ++ Both the Los Angeles and San Francisco 
studios, supplying nearly 50 See's stores, are com-— 
pletely gas equipped. The management accleims not 
only the controflability, but also the cleanliness and 
low cost of gas. + Your factory, too, will profit by 
et ncnua ane idee aa 


- ECONOMICAL 


* CONTROLLABLE 


- DEPENDABLE 


--- another steam boiler to gas, 


for proof —consult them without charge. — be 


my OUICK 


I like my gas 
appliances because they enable me to 
indulge my hobbies.” 


whose statement reads: “ 


The second advertisement (shown 
on page 18) features an opposite type 
—a newspaper woman whose avo- 
cation is cooking, and whose home also 


has gas heating and water heating 
equipment. 
Others in this new and different 


series, which we believe will maintain 
exceptional reader-interest throughout 
the year, are now in preparation. 


another owner to modern methods 


Reduced costs, new cleanliness, convenience 
and dependability — these are some of the 

“dividends” realized by The Elite, Inc.,Cleaners 
and Dyers of Pasadena, on a modest invest- 
ment in gas-fired equipment. + The 40 h_p. 
Scotch Marine boiler illustrated was modem- 
ized by installation of Venturi-type burners 
to use natural gas, with an automatic contro! 


on 

to make comparisons and learn 

pide tan fed cn 4a totes 
> 


Now the “Elite's” steam plant is as modern as 
its building (Pasadene, Calif ) 


E MODERN Fut 


- CLEAN - CONTROLLABLE - DEPENDABLE - ECONOMICAL 


Samples of advertisements used in the Pacific Coast Gas Association’s campaign. The 
advertisement on the left is directed to the candy making industry, the one at right con- 
cerns the conversion to gas of a cleaning and dyeing establishment. 
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GAS Camera Welcomes Informal 


Pictures of Industry Personalities 


PREPARING FOR competition with Gas House Bowling League teams, com- 
posed of Lone Star Gas System employees in Dallas, Texas, the Executives’ 
team, pictured above, does a bit of strenuous practicing. Members (left to 
right): T. J. Uhl, assistant secretary, Lone Star Gas Co.; W. F. Wright, vice- 
presideat and operating manager, Dallas Gas Co.; L. L. Dyer. comptroller, Lone 
Star: Chester L. May. executive vice-president and general manager of Com- 
munity Natural Gas Co.-Texas Cities Gas Co., and D. A. Hulcy. executive vice- 


president of Lone Star Gas Co. 


PRESENT AT THE CELEBRATION for the driving of the first pile for the 
Industry's building at the 1939 New York World's Fair were (left to right): 
F. E. Sellman, Servel, Inc.; Maximilian Moss, Brooklyn Union Gas Co.: W. T. 
Rasch, American Gas Products Corp.: C. W. Berghorn, secretary, Gas Exhibits, 
Inc.; Louis H. Skidmore, Skidmore & Owings, John Moss Associate; A. J. 
Gonnoud, Kings County Lighting Co.: G. A. Humphrey. General Gas Light 
Co.; N. T. Sellman, Consolidated Edison Co.; K. R. Boyes, A. G. A. Secretary; 
Hugh Cuthrell, Brooklyn Union Gas Co, and A. K. Morgan, Morgan, Hamel & 
Engelken. Mr. Cuthrell is president of Gas Exhibits, Inc. (See story on Page 21). 


1’ _ 


THE BLUE FLAME Week Preview 
Dinner sponsored by the Public 
Service Co. of Northern Illinois, 
Southern Division, finds (above) 
Arthur Schneider, C. W. Bradley 
vice-president in charge of sales 
L. C. Stephens, Southern Division 
manager, and C. §. Schildgren 
enjoying an after-dinner smoke. 
Blue Flame Week was conducted 
during December to stimulate gas 
appliance sales. (See story on 
page 22.) 


Pittsburgh Ecuitable Meter Co. and Merco Nordstrom Valve Co, gather for President Col. W. F. Rockwell's dinner, Dec. 27. 


Officers and department heads of 
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Standard Gas and Elec. Sets 
Building Budget at $31,000,000 


TANDARD Gas and Electric Co.’s 

preliminary construction budget for 
1938 will total $31,392,873 for operating 
companies in the system, not including 
The California Oregon Power Co., and 
Mountain States Power Co., budgets for 
which have not yet been approved by 
the respective boards of directors, ac- 
cording to Bernard W. Lynch, president 
of the company. 

Preliminary construction budgets for 
the individual operating companies in 
the Standard Gas and Electric Co. sys- 
tem are indicated as follows: Louisville 
Gas and Electric Co., $2,447,767; North- 
ern States Power Co., (Minnesota) and 
subsidiaries, $6,810,740; Northern States 
Power Co., (Wisconsin) and subsidiaries, 
$918,925; Oklahoma Gas and Electric 
Co., $2,861,257; Philadelphia Co., (Pitts- 
burgh, Pa.), $12,543,598; San Diego 
Consolidated Gas & Electric Co., $1,572,- 
016; Southern Colorado Power Co., 
$221,714; Wisconsin Public Service 
Corp., $3,310,699; Empresa De Servicios 
Publicos De Los Estados Mexicanos, 
S. A., $127,550. 

The amount of $12,543,598 indicated 
as the preliminary construction budget 
for Philadelphia Co., includes expendi- 
tures contemplated by all of the sub- 
sidiary companies of Philadelphia Co. 
Included in this amount are estimated 
expenditures by Duquesne Light Co., of 
$8,276,690, and Equitable Gas Co., of 
$1,134,300. 
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Central Service Corp. 
Manages Utilities Power 


The newly organized Central Service 
Corp., Chicago, Ill., is now taking over 
the supervision of operating and man- 
agement activities of the Utilities Power 
and Light Corp. of Chicago. The arrange- 
ment was made in January following 
legal approval rendered by federal Judge 
William H. Holly. The services of the 
Central Service Corp. were obtained for 
an annual fee of $405,215. 

The service company is headed by 
Daniel C. Green, former president and 
director of the Middle West Corp. of 
Chicago. 

Acting in conjunction with the operat- 
ing departments of Utilities Power sub- 
sidiary properties, the service company 
will supervise engineering, accounting, 
financial, rates, secretarial, taxes, and 
purchasing operations, Since Utilities 
Power will continue to operate only 
nominally as a holding company, Central 
Service will take over its personnel. 


Wilmington Gasoline Co. To 
Erect Absorption Plant 


William C. McDuffie has been named 
head of the recently organized Wilming- 
ton Gasoline Co., which plans to erect 
an absorption plant in the Wilmington- 
Long Beach, Calif., area. Wet gas will 
be treated and sold to gas companies. 
Union Pacific Railroad may supply the 
wet gas, according to reports. 

Mr. McDuffie was former receiver for 
the Richfield Oil Co. Directors are Mr. 
McDuffie, F. C. Long, R. C. Enderly, H. 
R. Leonard, Leonard J. Eales, and 
Carleton B. Wood, 
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Gas Industry Breaks Ground 
For Worlds Fair Building 


ROUND was broken on January 

18 for the $750,000 structure at 
the New York 1939 World’s Fair 
which will house the exhibits of the 
gas industry. This is the first indus- 
trial building to start construction on 
the fair grounds. Ceremonies accom- 
panied the ground-breaking in which 
exposition officials, gas utility execu- 
tives, gas appliance manufacturers, 
officials of the American Gas Associa- 
tion and Association of Gas Appliance 
& Equipment Manufacturers, and 
others, participated. 

At a luncheon in the Administration 
Building given by Grover A. Whalen, 
president of the World’s Fair, to the 
board of directors of Gas Exhibits, 
Inc., Mr. Whalen declared that the gas 
industry was doing a commendable 
work in combating the forces of re- 
cession by going forward at this time 
with the gas exhibit building. 

During the ground-breaking exer- 
cises, which consisted of driving the 
first pile for the building’s founda- 
tion, Hugh Cuthrell, vice-president of 
the Brooklyn Union Gas Co. and pres- 
ident of Gas Exhibits, Inc., referred 
to the ceremony as “an act of aggres- 
sion against recession” committed by 
the gas industry. Mr. Whalen also 
spoke at the ceremony. 

While the speaking was in progress, 
a dummy representing “Old Man Re- 
cession” “fainted” suddenly. An emer- 
gency truck dashed up and the crew 
applied an inhalator, but the effort 
was in vain. A stethoscope could dis- 
cover no sign of life. The public an- 
nouncer system broke into Chopin's 
Funeral March, and “Old Man Reces- 
sion” was dumped head first into the 
hole prepared for the first pile. A 
bugler sounded taps, two fair girl 
guides released a ribbon attached to 
the pile; and the 90-foot “stick” of 
Southern pine was lowered into the 
ground. The eight-ton hammer of the 
pile driver descended, and “Old Man 
Recession” began a long journney into 
the substrata of Flushing Meadow 
Park. 

Among those who joined in the cere- 
monies, other than Mr. Cuthrell and 
Mr. Whalen were W. T. Rasch, vice- 
president of Gas Exhibits, Inc., and 
president of the American Products 


Corp., New York; N. T. Sellman, 


treasurer of the exhibiting company, 
and assistant vice-president of the 
Consolidated Edison Co. of New York, 


and C. W. Berghorn, secretary of Gas 
Exhibits, Ince. 

Other members of the board of Gas 
Exhibits, Inc., prdsent were A. J. 
Gonnoud, president, Kings County 
Lighting Co., Brooklyn, N. Y.; George 
A. Humphrey, general manager, Gen- 
eral Gas Light Co., Kalamazoo, Mich.: 
H. N. Ramsey, president, The Wels- 
bach Co., Philadelphia, and F. E. Sell- 
man, vice-president, Servel, Inc., New 
York City. 

Gas Exhibits, Inc., is a non-profit 
group formed by leading gas appliance 
and equipment manufacturers and gas 
utilities in all parts of the United 
States which will plan and develop the 
part which the gas industry will take 
at the New York 1939 World’s Fair. 
Headquarters of the organization are 
at 60 East 42nd Street, New York. 


McGowen Names Herring 
A.G.A. Personnel Com. Head 


During 1938 the Committee on Per- 
sonnel Practices of the American Gas 
Association will be headed by Paul W. 
Herring, who recently received his ap- 
pointment from President N. C. Mce- 
Gowen, 

For the past 13 years Mr. Herring 
served as assistant to vice-president in 
charge of public and industrial relations, 
with responsibility as to employment, 
training, employee representation, sug- 
gestion system, safety and medical ac- 
tivities, also customer relations activities 
with respect to general service (com- 
plaints). Last August Mr. Herring was 
made director of Employee Relations of 
his company. 

Organized less than two years, the 
Committee on Personnel Practices is 
made up of specialists in the field of 
industrial relations. The 1937 report of 
the committee contained comprehensive 
studies on training, employee retirement 
systems, employee finances and life in- 
surance plans. 


New Gas Franchise Made In 
Waller County, Texas 


Sam G. Harrison, Houston, Texas, oil 
operator, has secured a 50-year fran- 
chise from Waller County, Texas, for 
laying lines and mains for natural gas 
service within the county. 

Construction for the new lines is ex- 
pected to start within the year. Gas will 
be piped to the towns of Katy and Brook- 
shire and to several industrial plants 
nearby in the southern part of Waller 
County. Source of the gas will be the 
Katy field located between Katy and 
Brookshire. The project will involve 
hi some 25 miles of 4- or 5-in. pipe 
ine, 
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So Colcieule Sluc Name Week 


NORTH SHORE HOTEL | 
EVANSTON 
Starts Tuesday, Dec. 7—Ends Saturday Night 


Billy Woods ... . Sears of Seage snd Radio that you've heard, 2d- 
mired, and sow can see absolutely free. Don't miss this great show! 
See the Mew 1938 Gas Appliances Demonstrated 
Here is your opportunity also to see the new 1938 Gas Appii- 


ae ee aed demonstra- — 
tions, refrigerator and clothes dryer demonstrations—you'll want 


OR the purpose of stimulating gas 

appliance sales, the Public Service 
Co. of Northern Illinois in coopera- 
tion with appliance manufacturers 
and local dealers conducted during the 
week of December 6, 1937, a unique 
promotion plan entitled “Blue Flame 
Week.” The plan was designed to 
cover as much of the 6,000 square 
miles of the Northern Illinois com- 
pany’s area as possible. For that rea- 
son exhibitions were held in three dif- 
ferent communities, Evanston, Forest 
Park, and Chicago Heights. 

As a build-up to Blue Flame Week, 
a publicity campaign was conducted 
through the newspapers (the total 
newspaper publicity was 1200 column 
inches), display cards, truck posters, 
hand bills, and other display material. 
Special meetings were held that em- 
ployees of the company might become 
thoroughly acquainted with the pur- 
poses of the project. 

Gas appliance manufacturers and 
dealers constructed display booths in 
which cooking demonstrations were 
one of the feature attractions. To 
ensure a crowd at all times, prizes of 
cooked food were offered daily as 
well as daily drawings for prizes 


OTTO AND NOVELODEONS | 


Blue FlameWeek 


Sponsored by the PUBLIC SHIGE COMPANY: OF: URINE RETO 2 chepermtian SON: 


JOIN THE CROWDS!— DECEMBER 7-11, panes 
. iweuwevceanecduaduneduedoddoa 
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ranging froma tur- 
key to a gas refrig- 
erator. 

One of the fea- 
tures of the Chica- 
go Heights exhibit, 


A TYPICAL newspaper 
advertisement used by 
the Public Service Com- 
pany of Northern Illi- 
nois in promoting “Blue 
Flame” week. 


‘ 


which drew 7500 
people, were the 
beauty talks by Ja- 
net Moore who 
stressed the angle of hot water and 
its relation to beauty. The Forest Park 
exposition was successful in produc- 
ing a comedy in which players from 
the utility company presented a clever 
playlet built around an old-fashioned 
kitchen and a new, modern gas kit- 
chen. On this program a magician 
acted as master of ceremonies. 
Children who attended the exposi- 
tion received gas-filled balloons which 


GAS- February 1938 


: Blue Flame Week 


Illinois Company Stages 
Unique Promotional Series 
Throughout Its Territory 


were released outside the exhibit and 
a prize was offered to the child whose 
balloon traveled the farthest. Balloons 
were identified by a postcard attached 
to each one. The company has re- 
ceived reports of balloons traveling 
as far as West Virginia and Pennsyl- 
vania. 

More than 7100 people registered 
at the Evanston exposition where the 
cooking and ironing demonstrations 
were popular. Entertainment by radio 
stars was offered at intervals each day 
of the exhibit. 

The gas appliances on display 
at the expositions included cooking 
ranges, water heaters, elaborate dis- 
plays of home heating units, installed 
garage heaters, incinerators, laundry 
equipment, including a heated clothes 
dryer and ironer, heavy duty ranges 
and equipment for hotels, restaurants 
and the commercial service industries, 
automatic toasters for sandwich 
shops, hair dryers for beauty parlors 
and a host of newly developed scien- 
tific home aids seldom seen by the gen- 
eral public. Registered visitors who 
attended these publicity displays num- 
bered more than 22,000 persons. 


Over 22,000 visitors inspected the gas appliance displays which were set up in conhec- 
tion with “Blue Flame” week. 
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MODEL 2022 BK CT 


with Built-In Gas 


e _| CIRCULATING HEATER 


and Incinerator 


4 ON WOM 
MILLION WOMEN | cose 
ZI BURNS YOUR TRASH 


* 
EXTRA-LOW-TEMPERATURE 


OVEN 
More than a million western women own Wedgewood on -. semen 
Gas Ranges. They have chosen a Wedgewood be- . a 
cause it does everything a woman expects of her . 
range. It adds beauty to her kitchen and flavor to her SPEED-PLUS-SIMMER 
. BURNERS 

menu. It has exclusive features that help her prepare + 
better meals with much less effort. The outstanding AUTOMATIC LIGHTING 

,; * 
preference is for this Wedgewood Masterpiece that HEAVY INSULATION 


‘cooks her food, heats her rooms and burns her trash''! ig maven FUEL 


* 
FULLY PORCELAINED 


a THE MODERN GAS RANGE 
MAKES FRIENDS FOR GAS 
wT 


JAMES GRAHAM MANUFACTURING CO. ® SAN FRANCISCO, LOS ANGELES, NEWARK, PORTLAND 


Two Months Ago We Said “Look 
Forward to the Most Brilliantly 


Styled and Mechanically Modern 


Ranges Ever to Bear the DETROIT 
JEWEL and GARLAND Names.” 


HERE THEY ARE— 
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WEVE KEPT a PROMISE! 


Breath-taking beauty of design; a new “high” in cooking efficiency; fuel econ- 
omy that’s never before been even approached; a long list of customer-appeal 
features! They're all combined in the new 1938 Detroit Jewel and Garland gas 
ranges at prices which give these two famous lines the greatest dollar value in 
history! They'll be the easiest-to-sell ranges you've ever handled. Each of these 
four great ranges is offered in a series of types and sizes to meet the exact TABLE MODEL WITH COVER.TOP: 
requirements of every customer. Many features are incorporated as required 
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SENIOR TABLE MODEL: .Has the advantage of being 
adaptable either as a built-in model or individually as 
a back-flush-to-wall range. Regular equipment includes 
simmer burners in all top burners, oven heat control, 
fully insulated ovens, and drawer-type smokeless 
broiler. Available with separated top or 4-burner top, 
both with elevated broiler; or with 6-burner top and 
pastry oven. 


by the new “Super Range’ specifications. 


Detroit Jewel and Garland will be 1938's standard of gas range value and per- 


formance. Write, wire, or phone for complete information. 


DETROIT-MICHIGAN STOVE COMPANY e DETROIT, MICH. 


oiT JEW 


SENIOR DELUXE BUILT-IN MODEL: The 
brilliantly modern square design and ab- 
sence of overhanging parts permit this 
range to dovetail perfectly with modern 
“planned” kitchen layouts, and insure a tight, 
close fit with built-in cupboards and cabinets. 
Available with separated top or 4-burner 
top, both with elevated broiler: or with 
6-burner top and pastry oven. Regular equip- 
ment includes simmer burners in all top 
burners, oven heat control, fully insulated 
ovens, and drawer-type smokeless broiler. 


JUNIOR TABLE MODEL: May be used 
either as a built-in model or as an 
individual range with back-flush-to- 
wall. Regular equipment includes 
oven heat control, fully insulated 
ovens, and drawer-type smokeless 


broiler. 


utility drawers. 
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Provides full size oven capacity while 
requiring but small floor space. Has 
folding cover-top over iop burners, 
flush-type cooking top, fully insulated 
ovens, oven heat control, drawer-type 
smokeless broiler, and two spacious 
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View of the stage in Public Service Company of Colorado’s Gas Hospitality House. 


Many Visit Colorado Utility's 
Gas Hospitality House 


By VERA CARTER AULT 


Home Service Director 
Public Service Company of Colorado 


N AN effort to establish a more 

conscious public enthusiasm for 
gas service, the Public Service Co. of 
Colorado, Denver, Colo., has _ estab- 
lished the Gas Hospitality House, a 
completely modern sales auditorium. 
Strictly an educational activity, Gas 
Hospitality House is operated in an 
attempt to instill in the public mind 
an active appreciation rather than a 
passive acceptance of gas. 

Working toward creating a more 
active market for the sale of gas 
ranges, automatic water heating and 
air - conditioning, Gas Hospitality 
House presents customer educational 
programs five afternoons each week. 
Programs are introduced by musical 
entertainment and an instructive talk. 
A Modern Range demonstration con- 
cludes each program. Twice each week 
a 15-minute radio broadcast is in- 
cluded in the regular schedule. 

Since its opening August 27, 1936, 
the Hospitality House has been vis- 
ited by approximately 30,000 people. 
The auditorium will accommodate 90 
people for any one performance. 

The auditorium has been built to 
enable a dramatic presentation of gas 
appliances. The 17-foot stage consists 
of a modern kitchen screened by a sil- 
ver curtain. Colorful walls, steel cabi- 
nets, and interesting decorative treat- 
ments serve as a background for the 
three major appliances— range, re- 
frigerator, and dishwasher, each of 


which may be individually spotlighted. 

Water heater service is dramatized 
by a model bathroom on the left of 
the stage with a proscenium column 
which is used as a water heater dis- 
play. The proscenium at the right 
contains a gas meter with a large 
clock-face dial. The meter measures 
the gas consumed by the kitchen ap- 
pliances and in this way stresses the 
economy of gas. An air conditioner 
has been installed in an alcove on the 
left side of the room. 

In addition to display material the 
auditorium is equipped with a sound 
movie projector and screen as well as 
facilities for radio broadcasting. Ex- 
cellent acoustics are provided by the 
soft grooved fiber board which covers 
walls and ceiling. 

= 6D 


Industrial Gas Consumption 
Gains 10 Per Cent in 1937 


According to Hale A. Clark, chairman 
of the Industrial Gas Section, American 
Gas Association figures show that for 
the year 1937, the gas utilities sold 
1,090,310,000,000 cu. ft. of industrial and 
commercial gas. These figures, which in- 
clude both manufactured and natural 
gas, disclose a gain of 10 per cent over 
the preceding 12-month period or double 
the rate of increase in industrial pro- 
duction and commercial activity as re- 
ported by the Federal Reserve Bank. 

Industrial and commercial gas custo- 
mers, back in 1929, amounted to 452,000 
but the records show that today they 
total 1,017,000. 
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Doherty to Receive Lucas 
Medal for Discovery 


OL. HENRY L. DOHERTY, well 

known for his work in the fields of 
science and engineering, will be pre- 
sented with the Anthony F. Lucas gold 
medal on February 16. The award will 
be made by the American Institute of 
Mining and Metallurgical Engineers in 
recognition of the colonel’s discovery that 
natural gas pressure is vitally important 
in mining petroleum. This disclosure is 
expected to save the oil industry mil- 
lions of dollars. 

Formal presentation of the medal to 
Colonel Doherty will be made at the 
Institute’s annual dinner. A committee 
of 15 leaders of the petroleum industry, 
headed by John R. Shuman, vice-presi- 
dent of Humble Oil Co., recommended 
Colonel Doherty for the award. Given 
in memory of the late Captain Lucas, 
discoverer of the “Lucas Gusher” in 
1901 at Spindletop, Texas, the medal has 
been conferred on but one other person, 
s Edgar Pew, vice-president of Sun Oil 

0. 
Prior to Colonel Doherty’s discovery, 
producers allowed the natural gas dis- 
solved in the oil in a virgin well to 
escape. Loss of the pressure, which 
rendered the crude oil buoyant and mo- 
bile, made it impossible to mine more 
than 25 per cent of the oil in a well. 


Smith Succeeds Tonkin as 
Manager of Hope Co. 


Glen D. Smith is the new manager of 
the Hope Natural Gas Co., Parkersburg, 
West Virginia. Smith, former sales man- 
ager of the Hope Co., succeeded Wade 
Tonkin, retiring head, the first of this 
year. 


Tonkir’s retirement marks the end of 
a 35-year period during which he had 
been connected with the gas business in 
Parkersburg. Prior to 1902 when he be- 
came associated with the Hope Co., the 
former manager was employed by the 
Buffalo Natural Gas Co. and the Ohio 
City Fuel Supply Co. 


Dana Barnum Again Has 
Standard Presidency 


Dana D. Barnum was re-elected to the 
presidency of the American Standards 
Association at the December meeting of 
that body. Mr. Barnum was former 
president of the Boston Consolidated Gas 
Co. and the American Gas Association. 


During the past year the association 
has drawn 16 national groups into the 
organization. This is the largest mem- 
a increase for a single year since 


Complete History of Gas 
Industry Announced 


Covering the 120-year period of ex- 
istence of the gas industry, the first and 
only complete History of the Gas Indus- 
try is now available in a 300-page vol- 
ume. Copies may be obtained by writ- 
ing to Louis Stotz, c/o American Gas 
Association, 420 Lexington Avenue, New 
York, N. Y. Single volumes are priced 
at $3.50, while 10 or more can be pur- 
chased for $3.00 each. 
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THE WEBSTER ENGINI =ERING COMPAN 


Division of 


SURFACE COMBUSTION CORPOSATION 


Pacitic Coast Distributors 
ANGELES—-S AWN FRANCISCO 


Mechanical Equipment Co. - Houston 


TOLEDO, OHIO. 


NA@TWORAL GAS BQUIEPMENT, IN C.—LOSG 


F. J. Evans Engineering Co. - Birmingham ‘Gas & Heating Specialty Co. - Dallas 
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Lone Star’s $750,000 Construction 
Program Soon to Be Completed 


ONSTRUCTION costing nearly 

three-quarters of a million dol- 
lars is now nearing completion for 
Lone Star System properties. Activ- 
ities include more than 25 miles of 
main line pipe construction, a new 
2550-hp. compressor station, a new 
river crossing, and a division meter 
shop and warehouse at Abilene. 

New pipe lines include a 19-mi., 18- 
in. line into Buffalo field, Leon Coun- 
ty, Texas, tapping two newly devel- 
oped gas domes. The new line will 
join the company’s present system 
at a point about 16 miles east of Long 
Lake. 

A 6-mi., 6-in. tie-in line between 
Malakoff and Trinidad has been com- 
pleted. This will amount to a double 
supply line to the system east of 
Dallas. The short line ties in the 
190-mi., 20-in. transmission line be- 
tween Long Lake and Dallas to the 
Dallas-Athens line. 

To assure uninterrupted service to 
communities served by Community 
Natural Gas Co., a 2-mi., 8-in. line 


was built to tie into the company’s 
18-in. line A to the Panhandle and 
the northern end of the old Stam- 
ford and Western System at Chilli- 
cothe. 

Near Shamrock, Texas, Lone Star’s 
2550-hp. compressor plant will soon 
be completed. The new plant will in- 
crease delivery potential of the Pan- 
handle line by a maximum of 35,- 
000,000 cu. ft. daily and aid gas re- 
covery from the Wheeler County field. 
A booster plant became necessary 
when wastage prior to enactment 
of the state conservation law reduced 
field pressures. 

The Brazos River was newly 
crossed near Rhineland. The cross- 
ing consists of two quarter-mile, 6- 
in. parallel lines on the river bottom, 
converging on each side of the river 
into the regular 8-in. line U. 

A new warehouse at Abilene will 
enable Community Natural Gas Co. 
to consolidate warehousing, meter 
repairing, and general shop activities 
that are now scattered. 


To Pipe Gas to Fair Grounds 
In San Francisco Bay 


Arrangements have been made to take 
gas to the Golden Gate International 
Exposition on San Francisco Bay, at an 
investment anticipated to be around 


$65,000. This will mean an adequate - 


supply of gas for every part of the 
exposition island. 

One of the exhibits that is in contem- 
plation consists of a dozen modern homes 
complete in every detail. These will all 
be piped for gas service and the most 
modern of gas appliances are to be in- 
stalled. 

There is also under consideration a 
gas exhibit that will display appliances 
of virtually every character not only for 
home but for industry. While there has 
been no conclusion as to what will be 
done, several coast gas companies have 
discussed the proposed exhibit in confer- 
ences and it is possible that an exhibit 
will be installed that will represent a 
cost of about $150,000. 
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American Utilities Attract 
Australian Visitors 


C. M. Longfield of Melbourne, Austra- 
lia, and F. A. Gaydon of Sydney, Austra- 
lia, following attendance at the Soil Cor- 
rosion Conference in Washington, D. C. 
last November, have just completed an 
extended tour of the United States. 
After the close of the conference, Long- 
field and Gaydon visited the public utili- 
ties in many American cities. Their last 
stop was in Los Angeles where they in- 
spected Southern California Gas Co. 


Mr. Longfield is a member of the State 
Electrical Commission of Victoria, and 
heads a body of men representing all 
the public utilities. Mr. Gaydon is elec- 
trolysis officer of the Australian Gas and 
Light Co. of Sydney, and serves as a 
member of Mr. Longfield’s commission. 


Natural Gas to Be Piped 
To Bristol, Virginia 


Natural gas will be available in Bris- 
tol, Va., by March 1, J. C. Blair, presi- 
dent of the Industrial Gas Corp. of 
Bristol, announced recently. The fran- 
chise was granted to the company in De- 
cember, but the actual laying of pipe 
lines did not begin until the middle of 
January. 

At an estimated cost of between $40,- 
000 and $50,000 the natural gas will be 
piped in 10 miles from the Early Grove 
gas field in Washington and Scott coun- 
ties, Va., to be distributed to industrial 
users, public buildings, public schools, 
and colleges in Bristol. The new line 
will be capable of handling approxi- 
mately three and one-half million cu.ft. 
of gas per day. 
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Minnesota Northern Gets Line 


The Minnesota Northern Natural Gas 
Co. has received a one-year permit from 
the city council of St. Paul, Minn., to 
extend its line from the Ford plant to 
the Waldorf Paper Products Co., a dis- 
tance of three miles. Work on the 
project is. expected to start March 1. 
Construction has been estimated to cost 
about $70,000. 
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United Gas Home Economist 
Uses Unusual Utensils 


Mrs. Carroll Miller, home economist 
of the United Gas Corp., Laredo, Texas, 
has been conducting a series of demon- 
strations in the company’s territory 
showing that foods cooked in a natural 
gas range oven, even with the use of 
such inefficient utensils as an old cof- 
fee can, will still retain their full flavor. 

In her demonstration Mrs. Miller 
cooked string beans and baked potatoes 
in a coffee can, rice in a lard can, a 
prime rib roast and ginger bread in a 
tin cake pan. She also stewed prunes 
in a syrup can, and cooked carrots in 
a tea can. A fruit jar was used as a 
pyrex in preparing okra and tomatoes. 
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Lone Star Relinquishes 
Northwest Management 


Lone Star Gas System has turned 
active management of Northwest Cities 
Gas Co. over to representatives of the 
bond holders. Northwest Co. operates gas 
plants in Walla Walla and Yakima, 
Washington; Pendleton, Astoria, and 
Eugene, Oregon; and Lewiston, Idaho. 

Since 1929 when Lone Star acquired 
common stock of Northwest, the former 
utility has supervised company opera- 
tions. Officers and directors, all Lone 
Star organization men, resigned to be 
succeeded by local officials in the North- 
west. 

The change in management was 
effected because new legislation and in- 
crease in cost of operation had made it 
necessary in the interest of customers 
and owners for the company to reorgan- 
ize its capital structure. 


Natural Gas Included in New 
Chattanooga Franchise 


The board of commissioners of Chat- 
tanooga, Tenn., has granted a new 30- 
year franchise to the Chattanooga Gas 
Co. Commissioners passed the franchise 
only after adoption of an amendment 
stipulating that actual construction work 
on a system for natural gas must begin 
within 18 months. The alternative is re- 
version to the old franchise which ex- 
pires in 16 years. 

When the gas franchise ordinance was 
introduced several weeks ago, gas com- 
pany officials announced that they plan- 
ned to bring natural gas to Chattanooga. 
Expenditure for such a project was es- 
timated at about $1,500,000. 


IG 
©’ GENERAL CONTROLS WHC 
Yl $LOW-OPENING GAS VALVE 


SYNCHRONIZED COMBUSTION CONTROL 
For years, engineers have found the GEN- 
ERAL Type B-55 SLOW-OPENING GAS 
VALVE to be the most satisfactory auto- 
matic control of gas-fired industrial fur- 
naces and boilers. This new B-55 is a com- 
pact model for domestic applications. 
Overall dimensions and operating charac- 
teristics now make possible mounting within 
a modern boiler, furnace or conversion 
burner casing. 


OPERATION. The series B-55 adjustable open- 
ing speed is extremely desirable where conditions 
of variable ignition, combustion and gas pressure 
exist. Fast shut-off is fixed. Valve closes with the 
flow and bleeds gas into furnace only during open- 
ing period to give a flare-pilot effect to ignite 
main flow of gas. 


Available with or without damper control, operation 
of which is separate from main valve stem. The 
main valve will close even though the damper arm 
may be held up by an external object. Damper set 
to open slightly ahead of gas flow to assist in 
proper ignition. 


EXCLUSIVE ADVANTAGES. The 8-55 is 
two-wire, current-failure . . . requires no 
oiling or servicing, year-in and year-out. |= 9 e 25 Oe acct } ee ‘ 
With only two moving parts, its operation ; Bn a AND FURNACE 
is simple and dependable. Easily installed— a ee as » we 

union nut construction permits adjusting 
damper arm to any position in 10 seconds! =f 
Listed as standard by Underwriters’ and | 
Associated Factory Mutual. | 


The METROTHERM 


Adjustable heat acceleration gives this 
beautiful silver and chrome thermostat 
maximum sensitivity and quick response to 
temperature changes. Accurate bimetal 
thermometer. FOR LOW OR LINE VOLT- 
AGE. 


The THERMOPILOT 


Automatic thermocouple pilot of 
proved dependable operation. If 
pilot light fails, the Thermopilot 
opens circuit to main gas valve. 
Automatically resets itself when 
pilot relighted. Flexible thermo- 
couple tube. 


FOR CONVERSION 
BURNER, BOILER 


Ew 


APPLICATION 


New 1938 CATALOG 


For full information on the new B-55 valve or the 
entire General Controls line, write nearest branch 
office for new catalog 
A-I|. Complete engi- 
neering data and wiring 
diagrams. 


CONTROLS 


1370 Harrison, San Francisco, Calif. 
450 East Ohio St., Chicago, Illinois 


GENERAL G 


iin: Me 1505 Broadway, Cleveland, Ohio | 
—as 267 5th Ave., New York City, N. Y. 
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Yankton Franchise Won By 
Sioux City Gas Co. 


N JANUARY 31 the title of the 

Yankton Gas Co., Yankton, S. D., 
was transferred to the Sioux City Gas 
and Electric Co. The transfer was made 
after the Securities and Exchange Com- 
mission at Washington had approved the 
application of the Sioux City company 
to purchase the Yankton outfit through 
its subsidiary, the South Dakota Public 
Service Co., which distributes natural 
gas to a number of South Dakota com- 
munities. 

According to G. A. Neal, vice-presi- 
dent and general manager of the Sioux 
City company, $18,000 was paid by his 
firm to acquire the outstanding securi- 
ties of the Yankton company from IIli- 
nois owners. Operations will be assumed 
in February. 

Negotiations are now under way with 
the Northern Natural Gas Co. for the 
laying of 25 miles of pipe from Vermil- 
lion to Yankton. This action will event- 
ually result in a change from manufac- 
tured to natural gas for Yankton, The 
estimated cost for this change is $120, 
000. The present franchise of the Yank- 
ton Gas Co. from the city of Yankton 
for the supplying of manufactured gas 
has about six years to run. 
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F. J. HOENIGMANN 


G. E. KEENEN 


Cribben & Sexton Co. Names 
Three New Officers 


The Cribben & Sexton Co., Chicago, 
Ill., recently announced the election of 
Frank J. Hoenigmann as vice-president 
in charge of sales, George E. Keenen as 
vice-president and eastern manager, and 
David H. Rowe as assistant treasurer. 

Prior to his election, Mr. Hoenigmann 
had served as general sales manager of 
Cribben & Sexton since 1930. First con- 
nected with Cribben and Sexton in 1926, 
George Keenen has, until his new ap- 
pointment, served as the company’s 
eastern sales manager. Starting with the 
company in 1919 as a timekeeper in the 
payroll department, Mr. Rowe has ad- 
vanced since that time to auditor, comp- 
troller and now assistant treasurer. 


A.G.A. Restaurant Men to 
Hold Sales Conference 


The A.G.A. Hotel, Restaurant and 
Commercial Sales Conference for 1938 
will be held in New York City at the 
Belmont Plaza Hotel, Monday and Tues- 
day, May 23 and 24. This is the annual 
gathering of gas utility men and appli- 
ance manufacturers interested in the pro- 
motion, sales and servicing of hotel, 


restaurant and lunchroom cooking, as 


well as other commercial gas apparatus. 
Representatives of gas companies, serv- 
ing both natural and manufactured gas 
to all parts of the country will be pre- 
sent. Hale A. Clark, Detroit City Gas 
Co., is chairman of the Industrial Gas 
Section under whose auspices the con- 
ference will be held 

Modernization of commercial kitchens, 
a national program that has been aided 
and promoted by the gas utilities in re- 
cent years, is gaining momentum, It is 
estimated that close to $9,000,000 will be 
spent in modernizing hotel kitchens alone 
this year. Commercial and industrial gas 
sales have been at an all time high for 
the past two years. 
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Executives of S. R. Dresser 
Visit Pacific Coast 


Merrill N. Davis, vice-president in 
charge of sales for S. R. Dresser Manu- 
facturing Co., Bradford, Pa., and Hec- 
tor P. Boncher, sales manager of the same 
company, visited the Pacific Coast dur- 
ing January. Included in their itinerary 
were tours of inspection of the various 
utility offices on the coast. During their 
sojourn in California, Messrs. Davis and 
Boncher visited Frank Mosher of San 
Francisco, who is in charge of sales on 
the Pacific Coast for the Dresser Co. Mr. 
Davis was recently elected president of 
the Association of Gas Appliance and 
Equipment Manufacturers. 


Shreveport Has New Gas 
Generator for Block 


A gas generator to supply electric cur- 
rent has been installed in “Johnson 
City,” a block of business enterprises 
owned by Leon Johnson on Centenary 
Boulevard, Shreveport, La. 

A Lycoming gas engine was installed. 
The block’s total load, including a mo- 
tion picture projector, lights, fans, air- 
conditioning unit for the theatre, is 48 
kw. an hour. The generator has a ¢ca- 
pacity, with both motors of 60 kw. Gen- 
eration of too much power is checked by 
an automatic gage which cuts ovt alter- 
nate motors. 
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- Plan Convention Program for 


Natural Gas Department 


Convention committees of the Natural 
Gas Department, American Gas Asso- 
ciation, were to meet in Dallas, Texas, 
late in January to arrange the pro- 
gram for the Natural Gas Department 
convention, which will be held in New 
Orleans, La., in May. 

J. C. Barnes, advertising manager of 
the New Orleans Public Service Co., 
Inc., is chairman of the general ar- 
rangements committee, by appointment 
of Robert W. Hendee, chairman of the 
Natural Gas Department. 
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L. Ashford Promoted 


Langston Ashford has been appointed 
operating superintendent of Southwest- 
ern Gas and Electric Co., company pres- 
ident A. Lieberman of Texarkana, an- 
nounced recently. Mr. Ashford has been 
located at Longview, Texas, where he 
was in charge of engineering and dis- 
tribution construction in the East Texas 
oil field. 
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H. R. Sterrett Chairman of 
Refrigeration Committee 


R. STERRETT, president of the 

e New Haven (Conn.) Gas Light 
Co., has been made chairman of the 
American Gas Association Refrigeration 
Committee for 1938, 
according to an an- 
nouncement from 
the A.G.A. 

The Refrigeration 
Committee, a subdi- 
vision of the Com- 
mercial Section, 
sponsors campaigns 
to promote the use 
of gas-operated re- 
frigerators. Such 
campaigns are con- 
ducted in collabora- 
tion with the 
Association of Gas 
Appliance and 
Equipment Manufacturers, and Servel, 
Inc., manufacturers of Servel Electrolux 
gas-operated refrigerators. 

Since 1929 Mr. Sterrett has been affili- 
ated with the New Haven Gas Light 
Co., and became its president in 1935. 
At the begining of his business career, 
he became associated with subsidaries 
of the United Gas Improvement Co., and 
has held various engineering and execu- 
tive positions with the Philadelphia Gas 
Works Co., Counties Gas and Electric 
Co., Ardmore, Pa.; and the Des Moines 
Gas Co., Des Moines, Iowa, of which he 
was president. Mr. Sterrett was also 
president of the Midwest Gas Associa- 
tion. 


H. R. STERRETT 


Oklahoma Gas Firm Merger 
Receives Court Approval 


The Oklahoma Natural Gas Co. has 
been given the legal right by the district 
court of Oklahoma County, Okla., Judge 
Ben Arnold presiding, to purchase the 
Industrial Gas Co. of Oklahoma. Legal 
approval of the merger followed a test 
suit to determine constitutionality of the 
purchase. Judge Arnold held that the 
sale did not violate the Oklahoma con- 
stitutional provision which prohibits sale 
or merger of “parallel or competing 
lines” of public utility companies. 

The Industrial Gas Co., now a part 
of the Oklahoma Co., operated in Okla- 
homa City and its environs. Its gas 
supply has been secured from the South 
Oklahoma City field from which distribu- 
tion was made to meat packing plants 
and utility power plants in that city. 


Deadline Set for Havre 
Distribution Line 

Havre, Mont., which for nearly a year 
has been pushing a movement for intro- 
duction of natural gas, has _ received 
word from PWA officials that contracts 
with those who propose to furnish the 
distribution system must be approved by 
PWA by February 1 and construction 
of the 10-mile system must be commenced 
by May 1. Construction of 14 miles of 
pipe to connect the city with the Bowes 
field must be commenced as soon as gas 
is produced. 

The city called for new bids after 
rescinding a contract which had ~been 
awarded previously. 


GAS-February 1938 


COUPLE 

LEAD 
ATTACHING 

<«—NUT 


SIMPLICITY 


COIL 
To operate depress reset but- & 
ton and ignite pilot burner MAGNET 


ARMATURE 


DUST PROOF 
PACKING 


STAINLESS STEEL 
SEATING SPRING 
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PILOT TAP 
FOR 100% 


SHUT OFF RUBBER 


SEAT 


HEAVY CAST 
BRASS BODY sgyNTHETIC 


RUBBER SEAT 


FLOW 
INTERRUPTER 


RESET 
BUTTON 


Cross section view of 500 series BASO 
—Note synthetic rubber seats for 
use with Butane and Propane gases. 


-_ 


Extreme simplicity of installation. Pilot burner is located inside 
of combustion chamber. Valve body is located outside of com- 
bustion chamber. Flexible couple lead is attached to BASO 
body by a single nut. 


The pilot flame in contact with the thermocouple generates a 
current which is conducted by the couple lead to the electro- 
magnet in the BASO body. Electromagnet holds valve open 
against a strong spring as long as the pilot flame is burning. 


SYNTHETIC 


THERMOCOUPLE 
FLAME 


THERMOCOUPLE 


CORROSION 
RESISTANT 
CASE 


COUPLE LEAD 


BASC available in pipe sizes from 4” 
to 114" in the valve models. Switch 
models available for both high and 
low voltage. 


POSITIVE 


When the pilot flame fails the valve 
closes with a positive snap action 


Built by an old established man- 
ufacturer of accessories for the 
gas appliance industry. 


MILWAUKEE GAS SPECIALTY CO. 


MILWAUKEE, ~ WISCONSIN 


Pacific Coast Representative: HARRY V. PAYNE, 3834 Third Ave., Los Angeles, Calif. 
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Industrial Gas Section of 
A.G.A. Convenes in March 


HE annual A.G.A. Industrial Gas 

Sales Conference will be held at the 
William Penn Hotel, Pittsburgh, Pa., 
March 7 and 8. Hale A. Clark, Detroit 
City Gas Co., will act as chairman of 
the Industrial Gas Section. 

Several symposiums will be given dur- 
ing the conference. The program com- 
mittee which is under the chairmanship 
of Franklin T. Rainey, Ohio Fuel Gas 
Co. has chosen representatives from 
many companies to participate in the 
presentation of the symposiums. Sub- 
jects to be presented at the conference 
include: soft metals, kilns, non-ferrous 
furnaces, food manufacturing, tempera- 
ture controls. propane and butane com- 
petition, forging and glass melting. 

Members of the program committee 
who will aid Mr. Rainey include: John 
H. Warden, Oklahoma Natural Gas Co., 
Tulsa, Okla., Vice Chairman; Irving D. 
Ross, The Peoples Natural Gas Co., 
Pittsburgh, Pa.; John P. Brosius, Equi- 
table Gas Co., Pittsburgh, ré.: 'W. F. 
Miiler, Public Service Co. of Northern 
Illinois, Maywood, Ill.; Joseph F. Quinn, 
The Brooklyn Union Gas Co., Brooklyn, 
N. Y.; Thomas E. Wood, The Manufac- 
turers Light -& Heat Co.; Pittsburgh, 
Pa.; O. C. Warren, Birmingham Gas Co., 
Birmingham, Ala.; and Charles W. Gale, 
Knoxville Gas Co., Knoxville, Tenn. 


U. S. Pipe and Foundry Co. 
Makes Personnel Changes 


Changes in personnel of the United 
States Pipe and Foundry Co., Burling- 
ton, N. J., were announced recently by 
D. B. Stokes, vice-president of the organ- 
ization. H. A. Hoffer, former eastern 
sales manager of the Philadelphia office, 
is now acting as assistant general sales 
manager with headquarters at Burling- 
ton, N. J. Formerly located in the Chi- 
eago Sales Office, J. B. McFarland has 
been appointed publicity representative, 
with headquarters in the Burlington of- 
fice. Mr. McFarland succeeds R. M. 
Shaw, Jr., who resigned as _ publicity 
manager to enter business for himself. 


Other personnel shifts include H. L. 
Nelson, former Pittsburgh sales agent, 
who is now eastern sales manager with 
headquarters in Philadelphia. Succeeding 
Nelson as Pittsburgh sales agent is S. E. 
Linderman, former Washington repre- 
sentative. 


Gas Industry Will Exhibit 
At Bakers Convention 


Sponsored by the Industrial Gas Sec- 
tion, Hale A. Clark, chairman, of the 
American Gas Association in coopera- 
tion with The Peoples Gas Light & Coke 
Co., Chicago, an instructive display of 
modern commercial gas equipment will 
be presented at the National Convention 
and Exhibition of the Associated Bakers 
of America. The convention will be held 
at the Hotel Sherman, Chicago, Il., Feb- 
ruary 21 to 24. 


Displays in the gas exhibit will include 
the new commercial gas refrigerating 
unit, gas heated deck ovens, automatic 
gas water heaters, deep fat fryers, gas 
steam boiler applications, etc. The ex- 
hibit will be organized by the Commit- 
tee on Displays at National Industrial 


Expositions, Industrial Gas Section. P. 
Ziegelbauer, Detroit City Gas Co., heads 
this committee, and Thomas J. Galla- 
gher, The Peoples Gas Light & Coke Co., 
Chicago, will be in charge of the booth. 


Ohio Fuel Gas Co. Names 
Hagerty as New Official 


J. D. Hagerty has been appointed as- 
sistant superintendent of the Springfield 
plant of the Ohio Fuel Gas Co., Frank 
S. Williams, Springfield commercial 
manager of the company announced re- 
cently. Hagerty, formerly a_construc- 
tion contractor in Wooster, Ohio, will 
now maintain the plant and lines of the 
company in the Springfield district. 


C. Y. Freeman Gen. Counsel 


Charles Y. Freeman has been elected 
general counsel of Public Service Co. of 
Northern Illinois. The appointment was 
effective January 1. 


CALENDAR 


February, 1938 


A. G. A. Eastern Natural Gas Regional 
Sales Conference—William Penn Hotel, 
Pittsburgh, Pa., February 3-4, 

Midwest Regional Gas Sales Conference 
ae House, Chicago, Ill, February 
10-12. 

Southern Gas Association—Hotel Adol- 
phus, Dallas, Texas, February 16-18. 

New England Gas Association — Hotel 
Statler, Boston, Mass., Feb. 24-25. 


March, 1938 
A. G. A. Industrial Gas Sales Conference 
—William Penn Hotel, Pittsburgh, Pa., 
March 7-8. 
Liquefied Petroleum Gas Association, Inc. 
Annual Meeting—Hotel Jefferson, St. Louis, 
Mo., March 21-22. 


Pacific Coast Gas Association, Spring 
Sales Conference—Los Angeles, Calif., 
March 24-25. 

April, 1938 

A. G. A. Distribution Conference—Neth- 
erland Plaza Hotel, Cincinnati, Ohio, 
April 4-6. 

Pacific Coast Gas Association, Spring 


Technical Conference—Los Angeles, Calif., 
April 7-8. 

Midwest Gas Association—33rd Annual 
Convention, St. Paul, Minn., April 11-13. 

American Chemical Society, Division of 
Gas and Fuel Chemistry—Dallas, Texas, 
April 18-21. 

Missouri Association of Public Utilities— 
Jefferson Hotel, St. Louis, Mo,, April 20-22. 


May, 1938 

Pennsylvania Gas Association—Sky Top 
Lodge, Sky Top, Pa., May 3-5. 

A. G. A. Natural Gas Department—New 
Orleans. La., May 9-12. 

International Petroleum 
Tulsa, Oklahoma, May 14-21. 

A. G. A. Commercial and Hotel and Res- 
taurant Sales Conference—Belmont-Plaza 
Hotel, New York, N. Y., May 23-24. 

A. G. A. Production and Chemical Con- 


Exposition— 


ference—Hotel Pennsylvania, New York, 
N. Y., May 24-26, 
June, 1938 


Canadian Gas Association—3lst Annual 
Convention, Royal York Hotel, Toronto, 
Ont., Canada, June 9-10. 

Seciety of Chemical Industry, Annual 
Meeting of all Sections—Ottawa, Canada, 
June 20-22. 

New England Gas 
Conference—Viking Hotel, 
June 23-24. 

September, 1938 
Pacific Coast Gas Association—45th An- 


nua! Convention, Santa Barbara Biltmore 
Hotel, Santa Barbara, Calif. Week of Sep- 


tember 12. 
October, 1938 
A. G. A. Twentieth Annual Convention— 
Atlantic City, N. J., week of October 10. 


Association Sales 
Newport, R. L., 
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Oklahoma Supreme Court 
Orders New Rate Hearing 


OR THE second time the Oklahoma 

Supreme Court, on January 25, re- 
versed an order of the Oklahoma Cor- 
poration Commission and ordered a new 
hearing in the rate case of the Commun- 
ity Natural Gas Co. and its parent hold- 
ing company, the Lone Star Gas Co. of 
Dallas. 

The Commission’s order, if it had been 
upheld, would have effected a savings 
of about $300,000 for consumers in nine 
county seats in Oklahoma. 

The court’s opinion of January 25 
vacated a refund order of $168,901 con- 
tained in the Commission’s last rate 
order. That order called for a reduction 
of 10 cents per thousand cubic feet 
for gas delivered to the city gates of 
nine county seat cities by the Lone Star 
Gas Co., for distribution by the Com- 
munity Natural Gas Co. 

The supreme court decision sets aside 
the Commission’s rate reduction order 
and directs a new hearing, declaring 
that the corporation commission evaded 
the legal issues involved when it failed 
to take new testimony after the first 
rate order was reversed and remanded 
by the supreme court, in July 1934. 


January Meeting Held by 
Midwest Gas Sales Council 


The Midwest Industrial Gas Sales 
Council of the Industrial Gas Section of 
the American Gas Association met in 
~* uaa at the Palmer House, Chicago, 


Included in the prorram were the fol- 
lowing talks: “Luminous—Non-Luminous 
Flame Burners for Industrial Furnaces’”’ 
by A. M. Capper, manager Furnace Divi- 
sion, Continental Roll & Steel Foundry 
Co., Coraopolis, Pa., “Convertible Die- 
sel- Gas Engines,” by Robert Rankin, 
Chicago Pneumatic Tool Co., Chicago, 
Ill., “Building Industrial Gas Sales” by 
Henry O. Loebell, Natural Gas Pipeline 
Co. of America, Chicago, Ill., and “Re- 
cent Developments in Continuous Porce- 
lain Enameling Furnaces” by Porter W. 
Hay, Public Service Co. of Northern IIli- 
nois, Harvey, IIl. 


Columbia Gas & Electric Co. 
Files Under Holding Act 


Columbia Gas & Electric Co., one of 
the largest gas and electric utility sys- 
tems in the country, with approximately 
40 subsidiary companies, registered on 
January 13 under the Holding Company 
Act. Columbia has been simplifying its 
corporate structure for some time, elim- 
inating a number of intermediate hold- 
ing companies. 

Columbia subsidiaries operate in Ohio, 
New York, Pennsylvania, Maryland, Vir- 
ginia, West Virginia, Kentucky, Indiana, 
and Michigan. 
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Shaw, Publisher, Dies 


E. R. Shaw, charter member of the 
Associated Business Papers, Inc., and of 
the Audit Bureau of Circulation, and 
publisher of Power Plant Engineering, 
who had been ill for several months, died 
at Tucson, Ariz., on January 13. Burial 
was at Corfu, N. Y. 
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20s The merchandise manager knows there 
is as much difference as day and night 
between selling an all-porcelain-enameled 
appliance and one which carries an organic 
(paint, lacquer and so-called “baked enamel”) 
finish. In porcelain, there is high profit— 
customer satisfaction—repeat sales.....Be- 
cause of porcelain enamel's inherent native 
qualities: cleanliness, durability and ever- 
lasting beauty. 


a 
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Lusterlite enamels ore recognized by all manu- 
tacturers of ranges and heaters as being the 
one porcelain which is strikingly beautiful—con- 
sistently uniform—endlessly durable. Ask your 
manufacturer if his appliance is finished with 
Lusterlite enamel. Remember: the more Luster- 
lite on the appliance—the more profit for you. 


Chicago Vitreous Enamel Product Co. 
1405 South 55th Court + Cicero, Illinois 
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Read these two pages chosen 
at random from the 92-page, 
hard-cover book “HOW TO 
INCREASE YOUR SALES.” The pages 
selected happen to be from the chapter: 
‘The Right Slant on Salesmanship.” The 
entire book is equally constructive. As 
the foreword says: “This book is not 
about porcelain enamel. This book is 
about selling.’”’ Note these chapter head- 
ings: ““What People Buy” ... “Why 
People Buy” ... “How People Buy.”’ 
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REE 


Farther on in the book there is a con- 


structive analysis of the four buying rea- 
sons: “Gain,” “Safety,” ‘““Convenience”’ 
and ‘‘Pride’”—and how each reason can 
be found and capitalized by your sales- 
man. ‘““How to Handle Objections”... 
‘““How to Close”... and other chapters 
are equally constructive and helpful. 
Send for your free copy of this book 
—today. You will want every mem- 
ber of your sales force to read it— 


thoroughly. 


PORCELAIN ENAMEL INSTITUTE, Inc. 
612 North Michigan Avenue, Chicago 
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35 


A month by month presentation 


of experiences on the sales front. 


Salesmanship Best Taught 
Through Specific Problems 


NSTRUCTIONS to your salesmen 

tuned to actual conditions they 
face in the field is the only successful 
method of building a producing organ- 
ization rapidly. Authority for this 
statement is a man whose record of 
training men commands respect. The 
story he told ran as follows: 

“Most good sales managers realize 
the importance, even the necessity of 
a training program for their sales- 
men and every sales manager who 
undertakes the job should have a pat 
on the back. 

“Even though it is a struggle for 
him, even though he misses fire half 
the time, he is better off than the 
sales manager who attempts nothing 
to perfect his sales force. 

“Training salesmen is a big job. It 
requires a tremendous amount of 
work on the part of the man who un- 
dertakes it. This man should not only 
be a topnotch salesman himself, but 
he should know selling principles and 
be able to convey them to his men in 
terms of firing line conditions. 

“Therein is where most training 
instructors miss fire. They get too 
far away from a practical application 
of the principles of firing line condi- 
tions. 

“To give you an illustration, a sales 
manager who has just instituted a 
training program, asked me to sit in 
on a meeting and give him a few 
pointers if I thought they were 
needed. 

“His subject was on how to get an 
interview and most of his time was 
spent talking to his group which, in 
itself, is not good. The men should 
be given ample opportunity to speak 
and should be encouraged to express 
their own ideas. 

“The sales manager’s talk was very 
general, mixed with good humor, and 
concluded with a rousing inspirational 


exhortation. At the end of the talk, 
one of the men in the group asked for 
a few specific examples of the kind of 
opening remarks that would get an 
interview. And that was where the 
sales manager sputtered. 
“Fortunately, it has not taken this 
sales manager long to realize that if 
he does not take the trouble to work 
out examples of specific applications 
of the principles presented at any 


meeting, he certainly cannot expect 
his men to do it. And he has also 
learned that selling principles are 
grasped more quickly by his men 
when specific applications are given. 
This means, of course, that his sales- 
men become producers more rapidly 
than would be possible if they had to 
verify the selling principles they had 
learned by hard knocks in the field. 

“There are plenty of good books 
which cover the principles of selling 
and from which a good course in 
salesmanship can be constructed. But 
it is not enough. The training in- 
structor must learn to demonstrate 
specific methods of applying the prin- 
ciples to the specific problems his men 
face in the field.” 


To Sell—Spend Your Time 
Face to Face With Buyers 


UCH has been written about 

selling. And so much of that 
which has been written pertains to 
the “don’ts” of selling that some of 
us might rightly wonder if there are 
any ‘“do’s.” 

However, the “do’s” are just as im- 
portant as the “don’ts” and, according 
to a group of successful salesmen who 
volunteered opinions, the thing most 
essential of all to a good selling 
record is “spending the maximum 
amount of time face to face with 
buyers.” 

Simple and truthful though the 
formula is, there are, perhaps but 
very few salesmen whose time is so 
carefully organized that every possi- 
ble minute is spent with prospects. 

A careful survey has been made by 
a large Eastern sales organization 
which shows that, on the average, 
salesmen spend less than 15 per cent 
(or 3.6 hours) of every 24 hours face 
to face with buyers. On the other 
hand, the survey revealed that the 
high producers were spending almost 
double the average time (or about 6 
hours out of 24) with buyers. 


9? 


“Sometimes a newcomer to the field 
of selling,” said one of the salesmen 
questioned, “will make a pretty good 
record right from the start. This is 
usually because that salesman is 
spending most of his time face to face 
with buyers, the one and perhaps the 
only thing that will overcome lack of 
experience. 

“If this strategy makes money for 
the inexperienced, what could it do for 
the man who knows the answers? Of 
course, a man cannot spend all of his 
time face to face with buyers. The 
salesman must eat; there are personal 
matters that require attention; time 
for planning and study must be ac-- 
counted for; and getting from buyer 
to buyer takes time. But the point is 
that almost any salesman could bet- 
ter organize his time to allow more 
hours to spend with buyers. 

“The best way to examine such a 
possibility is to record honestly the 
exact amount of time you are spend- 
ing in various activities. This, of 
course, should be done for a period of 
at least a week or more in order to 
draw an accurate average.” 


36 


CSLBggv£6 
SN SHAKE, BOSS! SHAKE"! 
I JUST PuT OVER A BIG : 
L& OEAL FOR YOU! YOU PRINT Bay 
S"F 200 THOUSAND LABELS FOR 

‘’ THE BARKO DOGFOOD COMPANY 
AND “THEY CREDIT YOU 
WITH 26 CASES OF DOG 
BISCUITS’ FEED YouR 
DOG THE REST OF 
HIS LIFE ! 


ASS ° ° 

\S 

\ : . 
Ae | 
vrre 


4A 


~ RM MONWSVhaass 


! 


~~ S) 


os 


IRSSSSSSSSSS SSG SSS 
. > . =— x, 


| LWIsH THE OLO las 
MAN WOULD TURN Eo=d HAD A CASH 


AY, YX \ \ 
COULD SEE HIS FACE-/since we printed): |] 


THAT YOUNG SALES- \) ooctens, AND = THEM POTATOES 
: V WE'RE STILL “THE BAZOOKA 
$ BE with us yu HAD 
° G' SETI 
Ss > THEIR BILL 
2 Ge ez WITH! _ 


ee 


oe S, SS 
eet = 


\ 


a 
\ 


fetes? We HANEN'T 


ore 
-—. 
> 
wt 
Pe ea 
owe 
a 
0 


THOSE ELECTION “a 7 = WITH SOME OF 


— ie Fee. 
i — — 


* 7 . 
“4% 
~~Z 
"aay 
4 


Pw DDO MS ae 


GETTING A GIGGLE AS 
THE Cum SALESMAN 
GALLOPS INTO “THE 
OFFICE WITH ANOTHER 
TRADE DEAL — 


Forget a Prospects Name 
And He Forgets to Buy 


HAT’S in a name? According 

to a group of salesmen who 
were questioned on that point, there’s 
a great deal. Getting the prospect’s 
name and pronouncing it correctly 
was established by the consensus of 
this group as so elementary that it 
is amazing to think that the rawest 
recruit could overlook it. “And more 
important,” it was unanimously 
agreed, “remember the _ prospect's 
name and use it.” 

A prospect may not become openly 
rebellious upon hearing his name mis- 
pronounced or upon realizing that you 
have not taken the trouble to learn 
it or have forgotten it, but he certain- 
ly resents it and the salesman is placed 
at a sharp disadvantage. : 

The most important sound in the 
English language to any man is the 
sound of his own name. Most people 
do not take the time and trouble to 
remember names, but a salesman can 
hardly afford to disregard the im- 
portance of doing so. It’s a simple 
matter to learn a prospect’s name be- 
fore he is approached, and to call him 
by name is a subtle compliment—and 
a very effective one. 

This principle is so obvious that 
a salesman might wonder why anyone 
should bother to discuss it. Yet every 
salesman who, during the group’s 
talk, committed himself on the im- 


portance of getting a prospect’s name 
correct and remembering it was able 
to recall instances in his own ex- 
perience where he had failed to 
practice the principle with sad re- 
sults. 

“On one occasion,” said one of the 
salesmen questioned, “I not only mis- 
pronounced a_prospect’s name but 
later completely forgot it, losing a 
sale as a result. The woman had 
called in to ask about the new gas 
ranges and her name was written 
down and passed to me. It was one 
of those difficult names—hard to re- 
member and easy to mispronounce. 
Persons with that kind of name are 
usually particularly sensitive about 
them, because they are so frequently 
misspelled, mispronounced, and for- 
gotten. 

“After greeting the prospect and 
calling her by name (which I wrongly 
pronounced), I spent an hour trying 
to break down her indifference—a 
thing I couldn’t understand at that 
time, since she had called into the 
office to ask about the new ranges. 
In the course of my presentation I 
attempted to call her by name again 
and found that I had completely for- 
gotten it. I asked her what it was 
and she insisted that her name didn’t 
matter. That’s all I ever got out of 
her. There’s no doubt in my mind 
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but that the misuse of her name was 
the root of my troubles.” 

To get the prospect’s name is fun- 
damental to selling. But that is not 
enough. The salesman should learn 
to use the name correctly and remem- 
ber that each time he uses it he pays 
the prospect a subtle compliment. 
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So. Counties Co. Celebrates 
“$1,000,000” Sales Year 


Celebrating the second consecutive 
year in which appliance sales totaled 
more than a million dollars, 120 officers, 
directors, and employees of the South- 
ern Counties Gas Co. attended the 
twenty-seventh annual sales dinner of 
the corporation on January 20 at the 
company headquarters in Los Angeles. 


The company serves approximately 
170,000 meters in a wide spread terri- 
tory. 


F. S. Wade, president of the com- 
pany, stated in a talk that the com- 
pany added 6,834 domestic and com- 
mercial meters during 1937, and ex- 


pended $1,700,000 for extensions and 
improvements. 
Other speakers were Norman R. 


McKee, vice-president in charge of sales, 
who outlined the company’s sales promo- 
tion and new business policy for the . 
coming year; LeRoy Edwards, general 
counsel for the corporation, J. A. Som- 
ers, refrigerator specialist. Clyde H. 
Potter, commercial manager for the 
company, acted as general chairman and 
toastmaster. 


Pacific Coast Gas Revenues 
Mount 3.1°, in November 


Revenue of Pacific Coast gas com- 
panies increased 3.1 per cent in No- 
vember, 1937, over November of the pre- 
ceding year, according to statistics re- 
leased by Paul Ryan, statistician of the 
American Gas Association. Included in 
the survey were California, Arizona, 
Nevada, Oregon, Washington, and Brit- 
ish Columbia, Canada. 

Gas sales were up 0.7 per cent, and gas 
customers numbered 3.5 per cent more 
than a year ago in November. 

In California natural gas statistics 
during the month showed that revenue 
increased 2.6 per cent, gas sales 0.7 
per cent, and customers 3.7 per cent. 

For the 11 months ending November 
30, 1937, the report showed an increase 
in Pacific Coast revenue of 10.9 per cent 
over the same period in 1936. Gas sales 
during the 11 months increased 9.2 per 
cent. 


A. G. A. E. M. Gas Range 
Division Meeting Held 


Sales promotion plans were the chief 
topic of discussion at the recent meeting 
of the gas range division of the Associa- 
tion of Gas Appliance and Equipment 
Manufacturers, held at the Palmer 
House, Chicago, IIll., in January. 

The Association, which is headed by 
Merrill N. Davis, executive vice-presi- 
dent of S. R. Dresser Co., includes in its 
membership several hundred manufac- 
turers of gas appliances throughout the 
United States and Canada. 
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“New Momentum” Sales 
Drive Announced by Portland 


ASED on a 23 per cent gain in gas 

appliance sales in territory served 
by Portland Gas & Coke Co. during 1937, 
a total of 15,000 appliances, valued at 
$1,000,000, will be sold during 1938, ac- 
cording to “The New Momentum” busi- 
ness development program presented by 
John J. Winn, Jr., commercial manager, 
at the close of the company’s recent an- 
nual 4-day sales conference. 

Completion of the quota will mean the 
sales of 6,000 gas ranges, valued at 
$540,000; 5,000 water heaters, valued at 
$175,000; and 1,000 major house heating 
appliances,. valued at $230,000. Other 
heating appliances, gas-fired refrigera- 
tors, hot plates and miscellaneous equip- 
ment are expected to round out the re- 
mainder of the $1,000,000. 

Leading the 1937 appliance gains was 
the automatic storage water heater with 
134 per cent, followed by the conversion 
burner with 86 per cent. The increase for 
water heating equipment as a whole was 
48 per cent and for major house heating 
equipment 51 per cent. 

The 1938 drive will be backed by a 
powerful local advertising campaign 
stressing the economy, convenience and 
dependability of gas service. 

Attendance at the 4-day sales confer- 
ence included more than 100 Portland 
and district salesmen, supervisors, home 
economists and office workers, while sub- 
jects ranged from gas making to rate 
making. R. B. Elliott, sales promotion 
manager, was in charge. 


A.G.A.E.M. Reports Half 
Billion Sales Mark in 1937 


An increase during 1937 in the sale 
of gas appliances and equipment was 
announced recently by C. W. Berghorn, 
managing director and executive secre- 
tary of the Association of Gas Appliance 
and Equipment Manufacturers, at the 
Association’s offices, 60 East 42nd Street, 
New York. 

The total number of items sold, ac- 
cording to Mr. Berghorn, was approxi- 
mately four million at an estimated value 
of half a billion dollars. 

The Association, which began with 80 
charter members in 1935, now numbers 
400 manufacturers from all parts of the 
United States, organized into 12 main 
divisions. The president of the Associa- 
tion is Merrill N. Davis, the S. R. Dresser 
Manufacturing Co., Bradford, Pa. 


Lone Star Home Heating 
Photo Contest Closes 


After receiving hundreds of pictures 
for the 10-weeks home heating photo 
contest, Lone Star Gas System, Dallas, 
Texas, has chosen the winners of grand 
prizes in the contest, according to Will 
C. Grant, advertising director. Dr. Clar- 
ence E. Gilmore of Paris was awarded 
first prize of $100 for his picture of a 
three-year-old boy dressed in sleeping 
garments and backed up to the gas floor 
furnace grill between bed room and bath 

Photographs were received from many 
towns and cities on the Lone Star Sys- 
tem. Practically every type of heating 
equipment was used as subject matter 
for the entries. 


Comely Twins Are Theme 
of Unique Campaign 


T 4 AS and Electricity—Your Low 
Cost Twin Servants” has been 
the slogan which enabled the Louis- 
ville Gas and Electric Co. to give rep- 
resentation to both its gas and electric 
services. Originated as a radio stunt 
in the summer of 1936, the idea has 
now expanded to such an extent that 
the twins have become personified. 
The personification of the “twins” has 
been the most succecssful and adapt- 
able means of publicizing the low cost 
of both the Louisville gas and electric 
services and at the same time of cre- 
ating good will for the company. 

Although the “twin servant” idea 
was dismissed when the radio series 
closed, it was revived in the fall of 
1936 when it became necessary for 
the company to prepare a small broad- 
side for distribution with service 
bills, advertising both gas and elec- 
tricity. To carry out this scheme, a 
colorful cut-out of trim French maids, 
one labeled “Gas” and the other “Elec- 
tricity,” was designed. These broad- 
sides were delivered to every domestic 
gas and electric customer on the com- 
pany’s lines. Since the cut-outs had 
an appeal to children, their chances 
of escaping the wastebasket were fav- 
orable. This humanizing of the serv- 
ices pleased the customer and results 
were very satisfactory. 

Following the appearance of the 
“twins” on the broadside, the idea 
was adopted for 
newspaper adver- 
tising. Criticism 
and suggestions 
were welcomed by 
the company, and 
changes were made 
accordingly until a 
standard pair of 
“twins” had been 
selected. The next 
move in the cam- 
paign was to use 
the ‘‘twins’’ so 
often in all adver- 
tising that the pub- 
lic would immedi- 
ately associate 
them with the low 
cost of gas and 
electricity. 

The Louisville 
Company decided 
to personify the 
gas and electric 
“twins” for the Na- 


tional Home Show in Louisville, May, 
1937. In order to choose the best 
twins, the company ran classified ad- 
vertisements asking for identical twin 
girls. The contest continued for about 
one week. The final choice was a pair 
of clean-cut, sixteen-year-old girls 
who attended the local high school. 

The contest served as a build-up 
for the advertising program for the 
company’s booth at the National 
Home Show. Daily newspaper adver- 
tisements invited the public to meet 
the “Low Cost Twin Servants” in per- 
son at the show. Special costumes 
were designed, and the girls were 
given pointers concerning rates and 
other subjects about which they 
would likely be questioned. 

The “twins” attracted crowds to 
the booth where they distributed 
copies of the original “twin” cut-out 
broadside. Following the show, photo- 
graphs were taken of them for use 
in heating and refrigerating cam- 
paigns. 

Since the personification of the 
“twins” the Louisville Gas and Elec- 
tric Co. has copyrighted the use of 
the “Low Cost Twins” in photographs 
and sketches. At present it is planned 
to use the twin idea in all advertis- 
ing and for personal appearances at 
dealer demonstrations, according to 


Louisville company executives. 
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To the gas ulilily field 
LIQUEFIED PETROLEUM GASES 


iin shila explinittens 


A number of gas utilities, substituting butane-air or propane- 
air for manufactured gas, have realized greater profits. 
Lowered gas making costs permit adjustment of rates when 


necessary to meet competition. 


Other uses of liquefied petroleum gases warranting serious 
consideration by gas utilities are: (1) Replacing gas oil 
as an enricher for blue water gas, (2) For meeting peak 
or seasonal load demands, (3) As the means of rendering 
gas service in new, small city distribution 
systems, and (4) As “standby” in case of 
interrupted natural gas supply. 


In addition to modern, quality fuels, manufactured to exacting 
specifications, and of uniform heat value, Phillips offers: 
(1) Maximum experience in the successful and economical 
utilization of liquefied petroleum gases, (2) A large staff of 
experienced engineers, to assist and advise you, (3) The most 
complete manufacturing and transportation facilities avail- 
able, assuring you a dependable source of gas supply, (4) A 


reputation for service and results that must be upheld. 


Investigate the applications of these modern fuels for your requirements. 
A request will bring complete information. 
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PHILLIPS PETROLEUM COMPANY 
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Bottled Gas Load Building 


The Expansion of Domestic Service 
Through The Water Heating Market 


By A. B. CAMERON and K. W. RUGH 
Philgas Departnient, Phillips Petroleum Company 


HE bottled gas industry has 
reached that stage in its devel- 
opment where greater emphasis 
is being placed upon increasing the 
gas consumption per customer by fur- 
nishing fuel for domestic services in 
addition to cooking, and for the large 
volume commercial uses. In the earlier 
stages of its history, the industry has 
been almost wholly concerned with the 
securing of new customers. Rate struc- 
tures and sales programs were seldom 
devised with a view to securing the 
domestic water heating and refrig- 
erating load, and the industry has 
paid scant attention to the volume 
possibilities afforded by the commer- 
cial market, contenting itself generally 
with selling commercial fuel princi- 
pally for the “convenience uses” in res- 
taurants, road stands, and the like. 
The previous neglect of water heat- 
ing, refrigeration, and volume com- 
mercial loads has probably been caused 
in part, at least, by the industry’s ab- 
sorption with the securing of a large 
number of users. Prior to the last 
three years, very few marketers had 
taken time to study the incremental 
costs added to the basic costs of ren- 
dering service to an individual con- 
sumer who increased his consumption 
through the installation of other ap- 
pliances in addition to a range. The 
general feeling was that a cylinder of 
gas delivered to a consumer’s resi- 
dence cost the marketer some average 
amount and brought in as revenue 


K. W. RUGH A. B. CAMERON 


some average amount, and the differ- 
ence between costs and income divided 
by the number of pounds in the cylin- 
der determined the profit or loss per 
pound. | 
The greater interest now exhibited 
by bottled gas marketers in the water 
heating and refrigeration market can 
be credited partially to electric com- 
petition. The introduction by electric 
utility companies of promotional rates 
designed to further the cause of elec- 
tric cookery, water heating, and re- 
frigeration not only made the secur- 
ing of new bottled gas cooking cus- 
tomers more difficult, but also resulted 
in the loss of some existing customers 
who preferred to use one source of 
energy to supply all their basic do- 
mestic requirements or who felt that 
total cost would be reduced in this 
manner. Bottled gas marketers began 
to investigate the possibilities and to 
analyze their costs more closely, until 
today most of the more successful 


marketers have established rate sched- 
ules which permit effective competi- 
tion with electricity for the three 
major household uses. 

Most of the new promotional bottled 
gas rate schedules extend a lower av- 
erage rate to the domestic consumer 
only when at least one major gas con- 
suming appliance is installed in addi- 
tion to the range. The effect of the 
new rates is to produce a reasonable 
operating cost for the two or more 
appliances, a larger monthly consump- 
tion and larger total bill than before 
the installation of the second appli- 
ance, a smaller per pound but a larger 
aggregate net profit for the marketer. 
By confining the rate to those con- 
sumers who install an additional ma- 
jor appliance, it is possible to provide 
a satisfactory operating cost for the 
two appliances without endangering 
the profit position with respect to the 
large majority of consumers who will 
continue to use bottled gas only for 
cooking. However, since the history of 
gas and electric company rate struc- 
tures indicates that any special pro- 
motional rate introduced will eventu- 
ally tend to become a general rate, it 
is of the utmost importance to back 
up the introduction of a promotional 
rate with a vigorous advertising and 
sales program designed to rapidly in- 
crease the number of domestic cus- 
tomers utilizing gas in appliances ad- 
ditional to the range. 

Any study of the load building sub- 
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FIG. 1. 


ject, then, necessarily involves an in- 
vestigation of the following three 
questions: 

1. What prices must be established 
in order to satisfy the public and ef- 
fectively meet competition? 

2. What rates are economically 
sound ? 

3. What are the best means of cap- 
italizing each rate after it is estab- 
lished ? 

During the years 1934 and 1935, 
Philgas Department of Phillips Pe- 
troleum Co. conducted a series of ex- 
haustive studies of the bottled gas 
industry—a research of its present 
economics, markets, and competition. 
This research resulted in the obtaining 
of a much clearer conception of these 
elements of the industry than we had 
had in the past—a conception based 
upon facts and figures rather than on 
theories or opinion. Much of the in- 
formation obtained is applicable to the 
entire bottled gas industry and certain 
portions of it are presented here, par- 
ticularly those portions relating to 
water heating, to illustrate the method 
used in establishing a load building 
rate for water heating and the sales 
and advertising methods used to in- 
sure the use of the rate by many of 
the customers. 


Customer Survey 


The first step in this market re- 
search was the making of a very com- 
prehensive customer survey. During 
this survey, a personal call was made 
on every customer by a qualified com- 
pany representative and answers to 
some 60 questions were obtained from 
each. From this survey it was learned: 


How propane customers heat water (1935). 


1. There is a vast untouched mar- 
ket for automatic water heating. 


2. While a sizable part of the au- 
tomatic refrigeration market has been 
temporarily captured by the electric 
utilities, a large part of the local mar- 
ket remains to be cultivated and a re- 
placement market is developing each 
year. 

3. Customers have an active desire 
for these gas services, but they have a 
rather. definite idea of what they are 
willing to pay for them in dollars and 
cents. 

4. There is a large volume of busi- 
ness available in commercial and in- 
dustrial establishments—business now 
being handled by less convenient fuels 
for the sake of economy. Much of this 
business is in establishments now us- 
ing bottled gas for convenience pur- 
poses only. Additional volume loads 
can be developed from new customers 
not now served with bottled gas. 

It is obvious that the competition 
for these markets is a three-cornered 
affair: (1) less convenient but cheap 
fuels such as wood, coal, and oil; (2) 
electricity; (3) bottled gas. 

The less convenient fuels can easily 
be displaced if the superior advant- 
ages and conveniences of gas do not 
command too high a premium in op- 
erating cost. However, bottled gas op- 
erating costs have been badly out of 
line with these less convenient fuels 
for such purposes as water heating. 
This conclusion is inevitable from a 
study of the exhaustive tests recently 
conducted by Massachusetts Institute 
of Technology for the American Gas 
Association, as well as from field sur- 
vey findings. 
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In addition to this survey, an analy- 
sis of the gas load obtained from vari- 
ous classes of customers was made. 
This was done to determine to just 
what extent certain appliances were 
used and to what extent various char- 
acteristics pertaining to the family 
played a part in dictating the quantity 
of gas used or the manner in which 
that quantity was used. 

In the following pages are presented 
in graphic form some of the data ob- 
tained from the impartial statistical 
study. It should be kept in mind that 
the figures given are average for a 
large marketing territory and must 
be corrected for any individual lo- 
cality. 

Fig. 1 presents in pictorial form the 
story of how customers were heating 
water at the time the survey was 
made. This chart is divided into two 
sections, the first half of it dealing 
with the competitive water heating 
methods used by customers and the 
section at the right showing the pro- 
pane water heaters installed. 

At first glance, one might receive 
the impression that all of the propane 
heaters were installed in those cus- 
tomers’ homes included under the “‘No 
Competitive Method,” but such is not 
the case. The propane heaters were 
found in those homes having a com- 
petitive method of heating water as 
well as in those having no competitive 
method. The reason for this is that 
the cost of operating a propane water 
heater had in the past appeared so 
high to the customer, that, in order to 
bring the cost of heating water down 
to a figure which the customer felt 
was a reasonable cost for the service, 
heaters using cheaper but less con- 
venient fuels were being used. In 
many cases these heaters using less 
convenient but cheaper fuels were in- 
stalled after the propane heater, and 
the two of them were standing side by 
side, connected to the same tank. 

An analysis of the consumption of 
customers having a straight gas range 
and side-arm water heater and those 
having a straight gas range only was 
made, results of which are shown in 
Fig. 2. That analysis showed very 
clearly that the customers were using 
almost as much gas when they had 
only a straight gas range as when 
they had a straight gas range and 
side-arm water heater. It is quite 
generally accepted by experts in the 
gas industry that with reasonable 
rates for gas used in side-arm heaters 
(approximately $1.00 per 1,000 cu. ft. 
of 532 B.t.u. gas*) the annual con- 
sumption in the side-arm water heater 


*In this paper, comparisons to manufactured 
gas rates will be made on the basis of 1,000 cu. ft. 
of 532 B.t.u. gas. 
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will amount to about 40 per cent of 
the consumption in the range.** The 
statistics, which showed that the side- 
arm water heaters were not being 
used, also rather convincingly revealed 
that their cost of operation was too 
high. 

Referring to Fig. 3, bear in mind 
that in the majority of cases the lady 
in the household was the one answer- 
ing the questions. When no definite 
bill is rendered covering a period of a 
month, for a certain service in the 
home, the housewife has no ready 
means of determining just what that 
service costs her. She can, of course, 
estimate it by figuring up her expen- 
ditures for the service during the last 
month or the man conducting the sur- 
vey can attempt to obtain as true an 
answer as possible by questioning the 
housewife as to how often she pur- 
chases fuel for the appliance and in 
what quantity. 

While we might dispute the accur- 
acy with which the housewife might 
determine the cost of operating a com- 
petitive fuel water heater in the home, 
experience with a survey of this na- 
ture indicates that she has a reason- 
ably accurate figure in her mind. The 
cost of that service to the housewife 
is tied in very directly with the fam- 
ily budget and with the value which 
the family places upon the particular 
service. This fact is well established 
in the minds of many well known mar- 
keters and economists. 

It will be noted that 211% per cent 
of all domestic customers said they 
paid from $2.00 to $3.00 per month 
or more, and that 4214 per cent said 
they were paying from $1.00 to $2.00 
or more for hot water. Fifteen per 
cent said they paid less than $1.00 for 
this service. 

Fig. 4 presents a breakdown of Fig. 
» and shows the per cent of the total 
number of each particular type of 
water heater being operated for the 
various monthly costs. 

First, you will note a decided dif- 
ference as to the cost of hot water in 
the minds of those customers having 
an electric heater as compared to those 
having any other of the less conven- 
ient types. Referring back to Fig. 1, 
it will be recalled that only four-fifths 
of one per cent of all customers had 
an electric heater, and when one con- 
trasts the customer’s idea of the cost 
of hot water supplied by the electric 
heater with that supplied by either 
one of the less convenient means, it 
can be readily understood why so few 
electric heaters have been installed. 

Also, note how closely the cus- 
tomer’s ideas of the cost of operating 


**Rate Structure Committee Report of American 
Gas Association, 1934. 
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either of the three less convenient 
methods compare. Space does not per- 
mit the comparison of operating costs 
and relative efficiencies of these less 
convenient fuel water heaters, but re- 
gardless of the type of water heater 
used, it is the family’s thought that 
there is a certain definite reasonable 
cost which will be paid for operating 
the heater. Moreover, that cost is held 
within definite limits by certain types 
of families regardless of that heater’s 
efficiency and regardless of the amount 
of hot water that it will supply for 
any given amount of money. 

Check specifically the close compari- 
son shown between the customer’s idea 
of operating an oil heater as com- 
pared to the cost of heating water on 
separate kerosene and coal ranges and 
range attachments. This indicates that 
the customer has a definite idea of 
what her budget is now standing in 
hot water heating costs, and it reflects 
a close approximation of what any 
competitive service must cost in order 
to get any volume of this business. 

A large percentage of customers in- 
dicated a high operating cost for coal 
heaters. This probably reflects a cer- 
tain condition found in many homes 
of ample means where a servant is 
available for such jobs as firing the 
water heater. In such cases, conven- 
ience to the customer, in so far as put- 
ting fuel in the water heater is con- 
cerned, is of no consequence and since 
the hot water requirements are large, 
a coal boiler is used. 

In addition to telling what they 
were then paying for the hot water 
service in use, customers were asked 
what value they would place-upon au- 
tomatic hot water service. There 
would, of course, be some hesitancy on 
the part of customers to answer this 
question inasmuch as they knew that 
the questioner was a company repre- 
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sentative and that by voicing an opin- 
ion of the value of this service, they 
were perhaps placing themselves on a 
“prospect list” and probably subject- 
ing themselves to a later call by a 
salesman. In view of this, it was quite 
encouraging to have 25 per cent of 
the customers answer this question. In 
the first place, it demonstrated the 
fact that customers do place a value 
upon automatic hot water in the home 
and in the second place, a statistical 
presentation of their answers reveals 
the cost at which hot water must be 
delivered in the home in order to ob- 
tain any volume of business. 


Customer Reaction to Costs 


Serious consideration should be 
given to the picture as revealed by 
Fig. 5, showing “What 25 Per Cent of 
All Customers Say They Would Pay 
Per Month for Automatic Hot Water 
Service.” Practically 100 per cent of 
this one-fourth group of customers 
would pay from $1.00 to $2.00 or more 
per month and almost three-fourths 
of these customers would pay from 
$2.00 to $3.00 per month or more. The 
largest group of this 25 per cent of 
all customers signified their willing- 
ness to pay from $2.00 to $3.00 per 
month and there were practically as 
many committing themselves to more 
than that amount as there were to less 
than that amount. 

The reception given by customers 
to this particular question indicates 
that they have a very definite need 
and desire for automatic hot water 
service and that they are conscious of 
it. In addition, they have in their own 
minds built up this desire to the ex- 
tent that they were willing to pay 
more for automatic hot water service 
than they were paying at the time for 
their less convenient service. This is 
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FIG. 2. Comparison of annual revenue per customer according to type of appliance used. 
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FIG. 3. What propane customers say they are paying per month for hot water service 
(1935). Users of propane water heaters excluded. 


shown by a comparison of Fig. 5 and 
Fig. 3. 

In the foregoing comments, we have 
discussed the market for automatic 
water heater service and the charac- 
teristics of this market, as reflected 
by a customer survey conducted in 
those territories served by one com- 
pany. The results of this survey and 
some of the tentative conclusions 
drawn can be checked with the ex- 
perience of others. In an article en- 
titled “Domestic Automatic Water 
Heater Sales,”! Charles W. Merriam, 
Jr., commented in general on the sub- 
ject of automatic water heater sales, 
his conclusion being drawn from an 
analysis of the market which involved 
24 properties, ranging in size from 
500 to 10,000 meters. 


“The financial income of the class of 
customers whom we hoped to reach, 
namely, the great middle market bracket, 
would not, in fact could not, sustain 
$5.00 and upward gas bills per month 
for automatic hot water service, which 
were common charges in the upper mid- 
dle classes which we have so sparingly 
sold in the past. Our conviction was that 
the average added monthly operating 
cost must be brought down to $2.00 or 
less in order to get satisfactory mass 
distribution. Please observe the use of 
the word ‘added’—the inference being 
that the difference between the cost of 
the customer’s present mode of heating 
water and that of the fully automatic 
gas service must not exceed $2.00 on the 
average.” 


Further comment is made by Ern- 
est R. Acker in an article ‘How Mar- 
ket Research Determines What Can 
Be Sold to Customers.’ 


“From the facts developed, through 
discussion with a very large number of 
customers, we determined that the aver- 
age family in our territory did not place 
a value of more than $2.00 or $2.50 per 
month on automatic hot water service. 
and, if it were not obtainable at that 

1American Gas Journal, March, 1933. 

*Gas Age-Record, August 3, 1935. 


price, was entirely willing to substitute 
manual operation for economic reasons. 
This survey definitely indicated that if 
we wished to expand our automatic 
water heating business to reach a greater 
portion of the customers, then using 
tank water heaters and coal stoves, it 
would be necessary to reduce our rates 
for gas.” 

It has been determined that where 
companies in the gas industry have 
conducted surveys of this nature and 
have been in a position to put into ef- 
fect a rate designed to obtain the au- 
tomatic hot water business, the rates 
have been $1.00 per 1,000 cu. ft. or 
less. It has been found that in the 
great mass market an equivalent rate 
of $1.00 is a rather critical point and 
that when the rate is over. that 
amount, the customers more willingly 
turn to a cheaper and less convenient 
fuel, but that when the rate for gas 
is below that amount, customers more 
readily turn to this more convenient 
fuel—gas. 

No composite figures, which will in- 
dicate any trend regarding the satura- 
tion of automatic water heaters as 
compared to the rate which customers 
must pay for gas are available for the 
country as a whole. However, an an- 
alysis of the condition, in those prop- 
erties where promotional efforts have 
been placed behind the sale of auto- 
matic water heaters, will indicate that 
with a rate of $1.00 it is not unusual 
to find 15 to 25 per cent of the cus- 
tomers using automatic gas water 
heaters. This condition has been real- 
ized in the past when the efforts of 
the gas companies were more or less 
individual, and certainly with a con- 
certed drive on the part of the gas 
industry in placing automatic water 
heaters, and with the combined as- 
sistance of the advertising that this 
appliance and service is now receiv- 
ing, this saturation should increase 
materially. 
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Also, in the past, not too great an 
amount of attention has been placed 
upon the increased efficiency and econ- 
omy of operation of the automatic 
water heater which can be obtained 
by taking pains to install that heater 
in a manner most conducive to getting 
the utmost in efficiency from it. Dur- 
ing the past two or three years and 
especially at the present time, more 
and more attention is being paid to 
this particular matter and such atten- 
tion is paying dividends. 

Another study of water heater op- 
eration and cost which has been pub- 
lished in book form, and is available 
through the American Gas Associa- 
tion, is entitled “CComparative Water 
Heater Tests,” published in January, 
1935. It covers comparative water 
heater tests conducted at Massachu- 
setts Institute of Technology. From 
this very comprehensive report can be 
determined the comparative efficien- 
cies of all of the common types of 
water heaters operated with all types 
of fuels. 

Fig. 6, “Comparison of Gross In- 
come Returned From Various Groups 
of Customers,” shows rather strik- 
ingly the very low per cent of gross 
income received from a very large 
number of customers, each returning 
to the company a very small annual 
revenue, and likewise shows a small 
per cent of the total customers re- 
turning a very large per cent of the 
total gross income. Obviously, the goal 
to strive for would be to reduce the 
number of customers in the low rev- 
enue blocks, increasing the number in 
the larger revenue blocks, and by so 
doing even up to distribution of the 
per cent of customers and per cent of 
gross revenue, thus eliminating the 
wide divergence between those on each 
end of the scale. This is a most diffi- 
cult problem for any bottled gas dis- 
tributor to overcome, and only by an 
analysis of his market and the judici- 
ous application of rates, can he cor- 
rect this picture. The more extreme 
the difference between the per cent 
of customers and the gross revenue 
returned, the more uneconomic is his 
whole general price structure and cus- 
tomer load. Obviously, the more un- 
economic the marketer’s set-up, the 
more vulnerable he is to competitive 
influences. 


Establishment of Rate 


With the information furnished by 
the above survey, preparations were 
made to establish a rate for automatic 
water heating which would success- 
fully obtain a satisfactory gas load 
from this source. This rate must be 


(Continued on Page 85) 
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Cheap §lectrucity 


What Competition Does It Offer 
A Small Butane Plant Operator? 


By HAROLD W. WICKSTROM 
Consulting Engineer 


perienced by the owners and op- 

erators of small town butane 
plant distribution systems in the 
southwestern territory of the United 
States over the possible competition 
that might be ex- 
pected from the de- 
velopment of cheap 
electrical energy 
from Boulder Dam. 

Inasmuch as the 
Dam is now com- 
pleted and power 
has been generated 
and delivered for 
the last year or 
more, and butane 
plants are still op- 
erating, a study 
was made of elec- 
trical rate structures for the last 10 
years to determine their trends and 
to what extent they have encroached 
upon the gas load. 

The area under discussion is serv- 
iced by electrical utilities, namely, the 
Southern California Edison Co., The 
Nevada-California Electric Co., the 
Southern Nevada Power Co., in their 
respective districts. 

There are a number of butane 
plants operated in the small towns in 
this area; some by the large utilities 
such as the Southern California Gas 
Co., Southern Counties Gas Co., and 
others by small utilities such as the 
Southwest Gas Co., The Las Vegas 
Gas Co., and the Blythe Gas Co. 

The population of the towns served 
with butane range from 2500 to 8000 
and all are located in the desert re- 
gion where high summer tempera- 
tures are encountered, and the winters 
are short and relatively warm in the 
day time and cold at night. 

Due to the distance between towns 


~ OME apprehension has been ex- 
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in the district, there is a relatively 
high percentage of light commercial 
load for hotels, auto courts, and res- 
taurants which peaks in the winter 
but is year round base load. The do- 
mestic load drops to a minimum dur- 
ing the three summer months, as 
many of the women go to the coast 
during the school vacation period. 

These communities, however, are 
ideal for either gas or electricity serv- 
ice due to the local climatic conditions 
and to the absence of other cheap fuels 
such as wood and coal. Reasonably 
priced oil is available as the main com- 
petition to the utilities. 
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The gas plants in these towns were 
installed between 1928 and 1932 with 
the exception of the one at Blythe, 
which was put into operation in 1937. 
All are serving undiluted butane-pro- 
pane mix with a B.t.u. value of ap- 
proximately 3000 per cu. ft. Some 
billing is on the therm basis, some 
on the pound basis, and some on a 550 
B.t.u. gas basis. For convenience of 
comparison all of the rate comparisons 
will be made on a pound basis, using 
21,000 B.t.u. per lb. as heat value of 
the fuel and 3,415 B.t.u. equal to one 
kw. hr. and 100,000 B.t.u. equal to one 
therm. 


TABLE NO. 1 


Group 1—Electricity 


ae 1929—Combination Light and 
Cooking Rates 


Rate Therm 
Kw. hrs. per kw. hr. Equivalent 
(per month) (in cents) (dollars per therm) 


First 30 9.0¢ $2.64 
Next 120 4.5 1.32 
Over 150 2.0 586 


(2) 1935—Combination Light and 
Cooking Rates 


| 
| 


No Service 


Domestic Rates | 


Rate Therm Rate Per Therm. Equiv. | 
Kw.hrs. per kw. hr. Equivalent Pound dollars 
(per month) (in cents) (dollars per therm) (in cents) per therm | 
First 30 8.0¢ $2.34 First 100 lbs.@ 5c $ .237 | 
Next 150 4.5 1.32 Next 400 lbs.@ 4 .190 | 
Next 350 2.0 .586 Over 500 lbs. @ 3 142 | 
Next 1500 1.8 527 
Next 3000 1.7 498 
Next 5000 1.6 .469 
Next 10,000 1.5 44 
Over 20,000 1.3 28 


Domestic Rates 
Rate Per Therm. Equiv. 


(3) 1938 Rates are same as (2) above. | 


Pound dollars 
(in cents) per therm 
First 10 lbs. @ 10c $ .475 
Next . 90lbs.@ 5 237 
Next 400 lbs. @ 4 190 
Over 500 lbs. @ 2 .1425 


$1.00 minimum 
Commercial Rates 
First 1000lbs.@ 3.5c $ .166 
Next 1000 lbs. @ 3.0 .1425 
Over 2000lbs.@ 2.7 
$33.50 minimum 


(Continued on Page 44) 
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The tabulations (see Tables Nos. 1 
and 2) indicate the rate structures of 
both the gas and electric companies 
during the last 10 years with B.t.u. 
comparisons to make it easier to see 
the relative prices for equivalent 
amounts of energy. These rates are 
condensed and only important changes 
are shown. 

The tables give several comparisons 
of rates. Taking the last group (Table 
No. 2) as the most unfavorable com- 
parison to gas, it is possible to inter- 
pret the relative rates in terms of 
monthly bills to give a clearer picture 
of the actual competition. 
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1. Summer Domestic Consumer: A 
typical summer consumer using gas 
for cooking and water heating will 
burn approximately 30 lbs. of fuel at 
a cost of $2.06. For the equivalent 
therms of heat energy his electric bill 
at 3c per kw. hr. would be $5.40. As 
most of the fuel consumption in the 
summer is top burner use, the relative 
efficiency of gas and electricity is 
close, resulting in a lower monthly bill 
for a faster and more flexible service. 

2. Winter Domestic Consumer: A 
typical winter consumer using gas for 
cooking, water heating and space heat- 
ing will use 380 lbs. with a total gas 


F; TABLE NO. 1 
(Continued from Page 43) 
Group 2—Electricity Gas 
(1) 1930—Combination Light and 
Cooking Rates 
Rate Therm 
Kw.hrs. per kw. hr. Equivalent 
(per month) (in cents) (dollars per therm) a aniien 
First 30 13¢c $3.80 
Next 120 5.5 1.61 
Over 150 2.5 .73 
(2) 1935-1938—Combination Light Domestic Rates 
and Cooking Rates Bon AS — 
Rate Therm te Per erm. Ely. 
. Pound dollars 
Kw. hrs. kw. hr. E lent ; ; 
eomtendosene~ ‘in samee? itelieas oat hoon) First Ty @ ibe oe 
First 25 9.0 2.64 Irs S. C . 
Sait 150 0 ow Next 90 lbs. @ 5.5 .261 
Next 250 20 586 Next 50 lbs. @ 5.0 ot 
Next 1500 1.8 527 Next 400 lbs.@ 4.5 214 
Next 3000 1.7 A498 Over 400 lbs. @ 4.0 .190 
Next 5000 1.6 .469 $1.50 minimum per month 
Next 10,000 1.5 44 Commercial Rates 
Over 20,000 1.3 38 First 250lbs.@ 4.0c $ .190 
Next 750 lbs. @ 3.5 .166 
Over 1000lbs.@ 3.0 142 
$10.00 minimum per month 
Combination Domestic and 
Heating Rates 
First 10 lbs. @ 15c $ .71 
| Next 90 lbs. @ 5.5 .261 
| Over 100 lbs. @ 3.5 .166 
| Group 3—Electricity Gas 
| (1) 1929—-Combination Light and 
| Cooking Rates 
Rate Therm 
Kw.hrs. per kw. hr. Equivalent 
(per month) (in cents) (dollars per therm) No § ’ 
First 30 5.6¢ $1.64 dieaahiens 
Next 130 3.0 38 
Over 160 1.5 44 
(2) 1930—Combination Light and Nemaatin Rabic 
Cooking Rates 
Rate Per Therm. Equiv. 
Pound dollars 
No change. (in cents) per therm 
First 100 lbs.@ 5.25c $ .249 
Over 100 lbs. @ 2.00 .095 


(3) 1936 and Present—Combination 
Light and Cooking Rates 


Domestic Rates—No Change Except 
for Combination Cooking and 
Heating Rate 


Rate Therm Rate Per Therm. Equiv. 
Kw. hrs. per kw. hr. Equivalent Pound dollars 
(permonth) (in cents) (dollars per therm) (in cents) per therm 
First 30 5.6 $1.64 First 50 lbs. @ 5.25¢ $ .249 
Next 130 3.0 88 Next 50lbs.@ 3.00 .142 
Next 95 1.5 44 Over 100 lbs.@ 2.00- .095 
Over 225 _ 1.0 29 


a —————— 
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bill of $12.50 for the month on the 
basis of the all-gas domestic consumer 
rate. The same amount of electrical 
energy, monthly would be $29.97. 

In both these comparisons the first 
40 kw. hrs. per month at the highest 
rate are omitted assuming that this 
amount is used for lighting and would 
be added to either the gas or electric 
bill. This comparison brings up the 
question of relative efficiencies of gas 
and electricity in their consumption 
for domestic purposes. 

Theoretically some of the electric 
appliances can be made to show much 
higher operating efficiencies than com- 
parative gas appliances. However, in 
the butane gas field where the rates 
are higher than in the natural gas 
field, the appliances sold are the bet- 
ter types. 

The actual domestic user is not me- 
chanically minded, and experience has 
shown that to bring the electric bills 
in reach of the gas bills for the same 
type of house and family, economies 
of use and delays are encountered. 

There are, however, flat rate month- 
ly water heater inducements that have 
not been brought out here. These af- 
fect Groups 1 and 2 in Table No. 1. 
A typical example of these rates which 
are designed to induce home owners 
to make use of electric cooking by 
partially subsidizing the water heat- 
ing are as follows, showing the orig- 
inal rate and the revised plan: 


Original Experimental Electrical Water 
Heating Rate (1933) 


Tank Size Heater Size Rate per 

(in gals.) (in watts) Month 
24 1000 $2.00 
30 1000 2.50 
30 1500 3.00 
40 1500 3.50 
40 2000 4.00 
52 2000 5.00 
52 2500 5.50 
66 2500 6.50 
66 3000 7.00 


These heaters cut out when the 
range load exceeds 3 kw. This rate 
was revised in 1934 and specifically 
requires the use of an electric range 
to enjoy the water heater rates. 


Present Electrical Water Heating Rate 


Residents Tank Size Heater Size Rate per 
in House (in Gals.) (in Watts) Month 
2 18 1500 $2.00 

2 24 1000 2.00 

3 30 1000 2.50 

4 30 1500 3.00 

5 40 1500 3.50 

6 40 2000 4.00 

7 52 2000 5.00 

8 52 2500 5.50 

9 66 2500 6.50 

10 66 3000 7.00 


The recovery speeds on these heat- 
ers are slow and they cut out- when 
other load in the house reaches a peak. 
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In general, they are more expensive 
and less satisfactory than the gas 
water heater, and the advance in their 
use is due to comparison with defec- 
tive or obsolete gas water heaters, and 
to good advertising and salesmanship 
by the electric utilities. 

The foregoing presents what we 
have in the line of electrical competi- 
tion. It is interesting to see what ef- 
fect it has had on the gas industry. 
All of the gas plants in this area show 
improvement in number of meters, 
gross business in both gas and appli- 
ances, and a generally improved finan- 
cial condition. To illustrate this, a 
progress picture will be drawn in the 
activity in Group 4 (Table No. 2) 
which has had the most extreme com- 
petition. (See Table No. 3.) 

An analysis of Table No. 3 shows: 

1. A gradual gain in the number 
of meters since 1934. The slowing 
down in growth in 1936 over 1935 is 
due to a program of consolidation of 
meters in apartments and courts to a 
single master meter instead of in- 
dividual meters. This was due to the 
establishment of the lower block rate 
for this type of customer. This year 
was also the year that the new electric 
rates went into effect, and there was a 
general tendency to wait to see what 
the electric bills would be. Further 
rate reductions were promised; 1937 
shows the most rapid growth, which 
occurred in the fall of the year, sever- 
al months after the lowest electric 
rates were established. 

2. Sale of gas in pounds has a 
normal and steady growth. The low- 
ering of rates in January, 1936, is re- 
flected in the gross sale in dollars for 
that year, and the average per meter 
per month reached a low. That the 
change in rate structure was a good 
move reflects in the gross sales and 
number of meters in 1937, and the 
average per meter per month has also 
recovered to a more normal position. 

3. Merchandise sales, though not 
large, show a steady increase which 
means that old and new customers are 
installing gas equipment in the face 
of extensive sales campaigns by the 
electrical dealers and very liberal 
terms. 

It is evident from the figures sub- 
mitted that the small town butane 
plant can not only hold its own with 
serious electrical competition, but can 
advance. 

What are the reasons? Summariz- 
ing and concluding: 

1. Gas is the natural fuel for do- 
mestic use on account of its flexibility, 
speed, cleanliness and moderate cost. 

2. Gas appliances (with the excep- 
tion of refrigeration units) have a de- 
cided edge at the present time over 
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electric units. The best in quality in 
the gas line can be purchased at prices 
of the cheapest electric appliances. 

3. Gas is dependable and not sub- 
ject to service interruptions, which is 
an aggravating condition of the elec- 
trical systems in isolated areas due to 
possible interruptions because of 
transmission line failures. If adequate 
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standby service is provided by the 
electrical utilities, it will be evidenced 
in the rates. 

4. Finally, only part of the public 
can be high-pressured. The majority 
will wait and see and end up by using 
the most serviceable and reasonable 
commodities. These people are the 
bread and butter for the butane plant. 


TABLE NO. 2 


Group 4—Electricity 


(1) 1931—No Combination Light 
and Cooking Rates 


(2) 1936-February—Combination 
Lighting and Appliance Rates 


Rate Therm 
Kw. hrs. per kw. hr. Equivalent 
(per month) (in cents) (dollars per therm) 


First 40 7.2¢ $2.93 
Next 40 3.6 1.05 
Next 120 3.15 92 
Next 300 2.92 85 
Over 500 2.7 .79 
Commercial Rates 
First 5000 2.25¢ $ .66 
Over 5000 a7 .79 


(3) 1936-November—Combination 
Lighting and Appliance Rates 


Rate Therm 


Kw.hrs. per kw. hr. Equivalent 
(per month) (in cents) (dollars per therm) 
First 50 7.2¢ - $2.93 
Next 50 3.6 1.05 
Next 150 3.15 92 
Over 250 1.0 293 


(4) 1937-March—Combination 
Lighting and Appliance Rates 
Rate Therm 


| 

| Kw. hrs. per kw. hr. Equivalent 

| (per month) (in cents) (dollars per therm) 

| First 40 3.5¢ $1.02 

| Next 40 3.0 88 

| Next 170 2.0 586 

| Next 250 1.0 .293 
Over 500 »D .146 

| Commercial Cooking and Heating 

| Rates 

| First 500 2.0¢ $ .586 

| Next 4000 1.0 .293 

| Next 10,000 7 .205 
Over 14,500 5 .146 


Gas 


Domestic Rates 


Rate Per Therm. Equiv. 


Pound dollars 
(in certs) per therm 
First 26.2lbs.@ 7.14c $ .339 
Next 78.6 lbs. @ 6.68 .317 
Next 78.6 lbs. @ 5.72 272 
Next 78.6 lbs. @ 4.77 .226 
Over 262.0 lbs. @ 3.82 183 


$2.00 minimum 
Commercial Rates 


All gas used @ 2.86c $ .136 
$50.00 minimum monthly 


1936-January—Domestic Rates 


Rate Per Therm. Equiv. 


Pound dollars 
(in cents) per therm 
First 26.2lbs.@ 6.86c $ .326 
Next 52.4 lbs. @ 5.72 272 
Next 78.6lbs.@ 4.77 226 
Next 104.8lbs.@ 3.82 182 
Next 686.0 lbs.@ 3.43 .163 


Next 725.0 lbs.@ nocharge 
Over 1573.0 lbs. @ 2.48 118 


Commercial Rates 
All gas used @ 2.29¢ $ .109 
Minimum $84.00 per month 


Rates for Special Single Family 
Dwelling, all gas user 


First 26.2lbs.@ 6.86c $ .326 
Next 52.4 lbs. @ 5.72 272 
Next 26.2 lbs. @ 4.77 .226 
Over 104.8lbs.@ 2.48 118 


Special Apartment and Court Rates, 
all gas user 
First 26.2 lbs. (per apt. 
or bung. per month) 


@ 6.86c per lb. $ .326 per therm 


All over 26.2 lbs. (per 
apt. per month) 


@ 2.48 per lb. .118 per therm 


De —— ———— —— —— 


Active Meters 


New Gas Sales 
Year July Dec. Ave. Services (in lbs.) (Dollars) 


TABLE NO. 3. FOUR YEAR COMPARISON STUDY OF GROUP 4 (TABLE NO. 2) 


Merchandise Average 
Gas Sales Sales per Meter 
(Dollars) per Month 


1934 620 661 630 50 575,000 33,800.00 2,260.00 4.47 
| 1935 621 673 665 73 646,000 34,300.00 3,970.00 4.30 
| 1936 659 670 666 37 690,000 32,900.00 4,170.00 4.12 
1937 649 721 675 66 765,000 35,200.00 5,190.00 4.35 
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FIG. 1. (Above) The Waukesha Ice Engine out of its cabinet, right side. FIG. 2. (Be- 
low) A cut-away section of the engine, compressor, and driving mechanism. 


MARKET survey made by the 
A Waukesha Motor Co. in 1933 

revealed a very definite demand 
among the railroads for a new power 
source to operate refrigeration com- 
pressors in connection with the air 
conditioning of railway passenger 
cars. Prior to this time, railway air 
conditioning equip- 
ment in use on 
railroads was elec- 
trically operated, 
and the electrical 
energy required 
was derived from 
axle driven gen- 
erators. 

At this time 
there was a con- 
stantly increasing 
demand for faster 
train schedules, 
longer and more 
luxurious trains, all of which resulted 
in greater power demands from the 
one source of power, the locomotive. 
It was evident that if the heavy 
power requirements of air-condition- 
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ing equipment could be eliminated 
from the locomotive, this amount of 
power would be made available to 
train movement and would result in 
a greater number of cars being han- 
dled at a higher speed. 

With full knowledge of the rail- 
road’s requirements and operating 
conditions, Waukesha engineers devel- 
oped a mechanical compression sys- 
tem, hereafter referred to as _ the 
Waukesha Ice-Engine. 

An air conditioning unit designed 
to meet railway requirements should 
be independently powered, compact, 
reliable, quiet, economical, and fully 
automatic in operation. Being inde- 
pendently powered, it would be capa- 
ble of rendering service regardless of 
car location, train movement, or 
standby service. It must be available 
for air conditioning service 100 per 
cent of the time. 

Such a unit must be designed to 
withstand the terrific operating condi- 
tions which exist underneath the pas- 
senger car traveling as high as 100 
miles per hour, or more. It must be 
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Propane 


By C. G. CALLOW 


Salesmanager, Refrigeration Division, 
Waukesha Motor Company 


capable of withstanding the extremes 
of temperatures, atmospheric pres- 
sure, wind, rain and flood. 

It was evident from the first that 
a fully automatic internal combustion 
engine would be the best source of 
power for the air conditioning unit 
required, but this involved the selec- 
tion of a fuel which would be suitable 
to railway requirements and meet the 
approval of the Underwriters and Bu- 
reau of Explosives. 

After a thorough investigation of 
all available types of fuel, it was 
found that propane was the most suit- 
able fuel for the purpose. Propane 
offers a number of definite advantages 
as a fuel for use in internal combus- 
tion engines. They are as follows: 

1. At atmospheric pressure it re- 
mains in a gaseous state down to 
minus 51° F. 

2. It may be compressed to a liquid 
state for concentration and easy trans- 
portation or storage. One hundred 
lbs. of propane is the equivalent of 
10,000 lbs. of ice for air conditioning 
purposes, and a standard three-tank 
supply provides the ice engine with 
enough fuel for a run from Chicago 
to the Pacific Coast. 

3. It possesses all the advantages of 
natural gas as a universal fuel, due 
to its uniform composition, high ther- 
mal value, and favorable physical 
characteristics. 

4. It has an octane rating of 125, 
permitting compression ratios as high 
as 10 to 1, which results in high fuel 
efficiency and complete combustion 
(unobjectionable exhaust). 

5. It is delivered to the engine as 
a dry gas, which reduces crankcase 
dilution and carbon deposits to a min- 
imum. It is not uncommon to operate 
the ice-engine on propane for 750 
hours with a single oil change, which 
is equivalent to one oil change on a 
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Unit Developed to Power Railway 
Coach Refrigeration Compressors 


motor truck in 22,500 miles, figuring 


with an average speed of 30 m.p.h. 

6. It is ideal for automatic opera- 
tion, since it provides a uniform and 
automatic source of supply under all 
conditions and requires no carburetor 
choking for starting purposes. 

The fuel system used with the ice- 
engine is produced in one-, two-, 
three-, and four-cylinder cabinet sizes. 
Consecutive unloading of the cylinders 
is provided for by means of pressure- 
relief valves with definite settings of 
60, 45 and 30 Ibs. per sq. in. Natural- 
ly, the 60-lb. valve unloads first, and 
so on. A second gage indicator in- 
dicates which cylinder is supplying 
the fuel, so that the maintenance or- 
ganization knows which cylinders are 
empty and should be replaced. 

Automatic and manual shut-off 
valves are provided in the manifold. 
The line pressure is reduced from 
three to six ounces, and an excess 
flow valve is provided, so that if more 
than 100 cu. ft. of gas is allowed to 
pass the valve, the latter closes auto- 
matically. The purpose of this, of 
course, is to provide an automatic 
shut-off in case the flexible fuel line 
to the unit is severed. 

Each cylinder contains a main shut- 
off valve with an automatic check 
valve which will not permit any dis- 
charge of gas from the cylinder un- 
less the flexible hose connecting the 
cylinder to the manifold is in the cor- 
rect position. Vapor is drawn off the 
top of the fuel, so that no liquid en- 
ters the manifold, and a standard fuel 
regulator with an automatic shut-off, 
plus a gas carburetor, is included in 
the fuel supply. 

In developing this system the rules 
of the Interstate Commerce Commis- 
sion, the Bureau of Explosives, and 
the Fire Underwriters Laboratories 
had to be adhered to, and all of these 
organizations have given the system 
their approval. 

The Waukesha Ice-Engine for rail- 
way air conditioning consists of an 


engine compressor housed in a single 
cabinet which is mounted on the un- 
derframe of the car. Attached to the 
upper frame of the cabinet are four 
cushioned wheels which support the 
cabinet on a fabricated steel track ar- 
rangement which permits rolling the 
unit out from underneath the car for 
inspection, and in addition acts as 
an insulating medium to eliminate 
mechanical noises and vibration trans- 
fer to the interior of the car. 


As shown by the illustration of the 
ice-engine removed from its cabinet, 
it consists of a four cylinder engine 
driving a “V” type compressor. The 
engine operates on a compression ra- 
tio of 8.8 to one, which is permitted 
by the use of propane. It is equipped 
with a governor and has a speed range 
of 750 to 1300 r.p.m.; it also has a 
modulated device for controlling the 
speed within this range in accordance 
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with the cooling demands. Mounted on 
the bell housing is a compressor sup- 
port, and an extension of the engine 
crankshaft drives the compressor and 
condenser fan. This fan moves air 
through the condenser at a rate of ap- 
proximately 7000 cu. ft. per minute. 
This pressure type fan was necessary 
for the reason that railway cars must 
operate in both directions, and the fan 
sometimes heads into the wind, and at 
other times moves in wind direction. 
The engine is equipped with a high- 
tension magneto, oil filter, 32-volt sole- 
noid operated starter and a “V” belt 
drive with automatic tightener. 
Waukesha air conditioning units are 
furnished in three condenser combina- 
tions depending upon the type of serv- 
ice in which they are placed. Combina- 
tion No. 1 consists of the ice-engine 
and fuel supply and provides for air- 


(Continued on Page 68) 


FIG. 3. The ice engine, installed on railway car, rolled out and with cover removed 
for inspection. 
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Consumer Bulk Systems 


A Chronicle of Public Acceptance 
And Safety Advancements in 1937 


By ELLSWORTH L. MILLS, vice-president, The Bastian-Blessing Company 


of the individual consumer bulk 

systems described in GAS, 
March, 1937 and in the Supplement 
to the Handbook of Butane-Propane 
Gases, second edition, has progressed 
in a phenomenal 
manner during the 
last year. It is esti- 
mated that there 
are now in excess 
of 25,000 under- 
ground systems 
now in successful 
operation. Some of 
these installations 
have been in con- 
tinuous operation 
for more than five 
years. One com- 
pany has installed 
in a period slightly over one year, 
close to 8,000 systems in a compara- 
tively small area. 


In the early stages of this develop- 
ment, the large majority of operators 
confined their efforts to the warmer 
portions of the United States because 
of the ease of vaporizing the lower 
fractions of the gas. During the last 
year, however, underground systems 
have been installed in northern states, 
such as New York, Connecticut, Penn- 
sylvania, Indiana, Ohio, Michigan, 
Kentucky, Illinois, Kansas and Minne- 
sota. Another interesting sidelight 
on the subject is the increasing tend- 
ency of the above-ground systems 
marketers (bottled gas) to arrange 
their equipment so as to permit truck 
delivery and filling of cylinders on the 
premises of consumers. 
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National, State and Local Regulations 


During the year, much satisfactory 
progress has been made in adopting 
adequate rules and regulations. The 


National Fire Protection Association, 
the National Board of Fire Under- 
writers and the Underwriters Labora- 
tories have been definitely helpful in 
crystalizing the needs of the industry. 
The following rules and regulations 
are now available. Copies may be ob- 
tained by writing to the National Fire 
Protection Association, 60 Battery- 
march Street, Boston, Mass. 


N.B.F.U.—Pamphlet No. 58 for “The 
Design, Installation and Construction of 
Containers and Pertinent Equipment for 
the Storage and Handling of Liquefied 
Petroleum Gases.” (Note: This pamphlet 
covers stationary liquefied petroleum gas 
systems above and below ground except 
I.C.C. containers). 


N.F.P.A.—Code for “The Construc- 
tion and Installation of Liquefied Petro- 
leum Gas Systems Recommended for En- 
forcement by Fire Marshals or Other 
Regulatory Authorities.” (Note: This is 
a model code covering all types of in- 
stallations). 


N.F.P.A.—“Regulations for the De- 
sign, Construction and Operation of Au- 
tomobile Tank Trucks and Tank Trailers 
for the Transportation of Liquefied Pe- 
troleum Gases,” 


Pamphlet 58, after several years 
consideration, was issued in final form 
in July, 1937. These regulations are 
the result of many conferences and 
meetings between the industry and 
regulatory bodies. The rules are ad- 
mittedly not perfect in all respects, 
but they represent a long step forward 
in the right direction. Some of the 
present rules and regulations appear 
to be unreasonably harsh and severe. 
Such is always the case with a new 
industry. The industry however is 
heartily in accord with the present 
rules. It feels that as time goes on 
and a background of experience and 
safety is built up, some of the pres- 
ent rules might be modified to ad- 
vantage. 

The rapid growth of the industry 


throughout the nation has interested 
state and local authorities in safe and 
sane codes and laws to safeguard the 
public. State and local authorities 
have learned to look to the National 
Fire Protection Association for guid- 
ance on such subjects. To meet this 
demand, the Association issued in 
1937, a model code with the title listed 
in the above tabulation. This code 
was mailed to all state and local 
authorities as a guide in the prepara- 
tion of uniform local laws. The in- 
dustry is in favor of the adoption of 
uniform laws in all states. Such laws 
would prevent “pirates” and “chisel- 
ers” from installing inadequate and 
unsafe systems. After all, the intelli- 
gent marketers realize that in this 
day of rapid communication through 
newspapers and radio, that an acci- 
dent hurts business not only locally, 
but also over a very wide area. The 
industry, therefore, insists on the ne- 
cessity for sound, safe design, instal- 
lation and operation. 

As result of the industry’s efforts, 
many state and local authorities are 
taking the necessary steps to adopt 
the model code (or slight modifica- 
tions thereof) recommended by the 
N. F. P. A. The State of Texas is to 
be commended on being the first state 
to pass a comprehensive law on the 
subject. (The text of the law appears 
below). Under the Texas law, the 
Railroad Commission of the State of 
Texas has supervision over the manu- 
facture, installation and operation of 
liquefied petroleum gas systems, as 
well as other fuel, such as natural 
gas. 

The Underwriters Laboratories, 
with their many years of experience 
with gases, have done a splendid job 
in assisting marketers in the proper 
design of consumer bulk systems. 
Their engineers have cooperated un- 
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tiringly and patiently with newcomers 
as well as old-timers in working out 
efficient, economical yet safe details. 

Like all new industries, the liquefied 
petroleum gas industry has, of course, 
had to contend with the usual “calam- 
ity howlers.” It has listened to and 
borne patiently with them. Yet, they 
are helpful because they make us 
think, keep us alert to every sound 
improvement. They must not be taken 
too seriouly, because in many cases 
the “howling” is the result of inade- 
quate knowledge of the actual, prac- 
tical conditions. It should not be 
overlooked, however, that although 
comparatively new, the industry repre- 
sents millions of dollars of capital in- 
vestment and that no investor will 
deliberately allow his investment to 
he jeopardized by an unsafe or inade- 
quate installation. This statement is 
borne out by the fact that after more 
than five years of experience, there 
has been no report of an approved sys- 
tem causing an accident that was due 
directly to the fact that the system 
was an underground system. Of 
course there have been accidents re- 
sulting from the use of the gas—just 
as there have been accidents from use 
of natural and manufactured gas, gas- 
oline, oil, coal and wood. 

No unusual new developments have 
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occurred in the last year. Much study 
has been given, however, to the sim- 
plification and improvement of the 
operating and _ safety equipment. 
These studies will result in somewhat 
lower cost and increased safety and 
efficiency. Details of these new de- 
velopments cannot be given at this 
time because they are covered by pat- 
ent applications. 

There have been numerous claims 
of patent infringement, but at this 
writing, no suits have been filed. It 
is hoped that the parties in contro- 
versy may settle their problems out 
of court so that the industry may con- 
tinue to grow unhampered by long 
drawn out and expensive law suits. 


THE TEXAS LAW 


AN ACT—H.B. No. 1017. 


Amending Article 6053 of the Revised 
Civil Statutes of Texas of 1925 by em- 
powering and authorizing the Railroad 
Commission of the State of Texas to in- 
vestigate the use of malodorants by per- 
sons, firms, or corporations engaged in 
the business of handling, storing, selling 
or distributing natural gas and liquefied 
petroleum gases including Butane and 
other odorless gases for private and com- 
mercial use, or supplying the same by 
pipe lines or otherwise to any public 
building or buildings or the general pub- 
lic, and empowering the Commission to 
require such gases to be malodorized so 
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that they will indicate by distinctive 
odor their presence: partially defining 
such odorants or malodorants; -mpower- 
ing the Railroad Commission of Texas to 
pass upon the sufficiency of same and to 
issue rules and regulations for the en- 
forcement of this act and giving the 
same a force and effect of law; provid- 
ing that nothing in this act shall apply 
tc gas transported out of the State of 
Texas; providing regulations for the de- 
sign, installation, construction and op- 
eration of containers and pertinent equip- 
ment for the storage, handling and 
transportation of Butane or liquefied pe- 
troleum gases; making certain excep- 
tions; providing that nothing in this act 
shall interfere with the Motor Carriers 
Transportation Act; providing penalties 
for failure of any person, firm, corpora- 
tion or association and their officers to 
comply herewith; empowering the Attor- 
ney General to bring suits for such en- 
forcement and penalties; providing for 
the giving of notice to interested parties 
by the Commission of the proposed rules 
and regulations to be adopted and pro- 
mulgated and the filing of written excep- 
tions and objections on the part of such 
interested parties; and providing for the 
holding of hearings to consider such ex- 
ceptions and objections and providing 
for the publication of such rules and reg- 
ulations finally adopted; and declaring 
an emergency. 


BE IT ENACTED BY THE LEGISLA- 
TURE OF THE STATE OF TEXAS: 


Section 1. Amend Article 6053 of 
the 1925 Revised Civil Statutes, as en- 


(Continued on Page 76) 
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Status of Gasoline Production 
From Butane and Propane Gases 


URING the past two years sev- 
1) eral papers have been published 
bearing on the practical opera- 

tion of polymerization processes ; how- 
ever, much of this material has been 
prepared for the purpose of advocat- 
ing one or another 
of the commercial 
processes now 
available. Much of 
it is also confused, 
from the stand- 
point of the nat- 
ural gasoline man- 
ufacturer, by be- 
ing based on “‘com- 
bination” opera- 
tions, in which 
light products from 
oll cracking make 
up part or all of 
the feed to the polymerization unit. 

The purpose of this paper is to pre- 
sent, in an entirely general and disin- 
terested way, information regarding 
the present state of the polymerization 
art as applied to the conversion of the 
light materials which can be derived 
from stabilizer discard in the ordinary 
natural gasoline plant. From the 
standpoint of the natural gasoline 
plant owner, I will attempt to answer 
the following questions: 

1. What is the general purpose of 
polymerization ? 

2. What commercially successful 
processes are now available? 

3. How do they operate? 

4. How much and what do they 
produce? 

5. What is the plant investment 
cost? 

6. What is the operating cost? 

7. Under what conditions will a 
polymerization plant pay? 


HENRY N. WADE 


General Purpose 


The general purpose of polymeriza- 
tion is to at least partially conserve 
for use as motor fuel the materials in 
the stabilizer discard, which in many 


By HENRY N. WADE 
President, Parkhill-Wade, Inc. 


natural gasoline plants are either 
wasted or else used for low-grade fuel 
purposes. By the _ polymerization 
operation the butanes, and to some ex- 
tent propane, are partially converted 
into liquids having a normal gasoline 
boiling-range, and which consequent- 
ly can be economically stored and 
handled with normal facilities. 

In addition to conserving materials 
which might otherwise be wasted, it 
has been found that polymerization 
produces fuels having uniquely valu- 
able properties, which will be dis- 
cussed in the answer to question 4. 

Two general types of plant are in 
commercial use; the straight heat- 
pressure-time type plants, and plants 
in which a catalyst is used to assist 
in the conversion. 


The “Unitary Thermal Polymeriza- 
tion Process”* is representative of the 
first type; this process is owned and 
licensed by Polymerization Process 
Corp. through its licensing agent, M. 
W. Kellogg Co. This process was de- 
veloped jointly by Phillips Petroleum 
Co., Standard of Indiana, Standard 
Oil Development Co., The Texas Co., 
and M. W. Kellogg Co. The first com- 
mercial plant using this process is at 
the Alamo refinery of Phillips Pe- 
troleum Co., at Borger, Texas. This 
plant began successful operation 
around 1933, and has been increased 
in capacity several times since then. 

It is obvious that many modifica- 
tions of this type of operation are pos- 
sible, depending both upon the nature 
of the raw feed and upon the nature 
of the final products desired. One 
such modification is described in an 


* Operations of this process are discussed in an 
article by J. S. Carey in the November, 1936, 
issue of GAS, p. 20. 
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article by Ridgway, Wagner and 
Swanson in the November 4th, 1936, 
issue of National Petroleum News. 

The Dubbs Catalytic Process, is, so 
far, the only commercial application 
of a eatalytic process. This process is 
owned and licensed by the Universal 
Oil Products Co. The first commer- 
cial plant using this process for con- 
verting straight natural gasoline plant 
stabilizer discard was placed in opera- 
tion in March, 1937, at the McKee 
gasoline plant of the Shamrock Oil 
and Gas Corp. in the north Texas 
Panhandle. 


Schemes of Operation 


In order to make a heavy, gasoline- 
range hydrocarbon out of the light 
raw materials, propane and butane, it 
is obviously necessary to induce two 
or more molecules of the light ma- 
terials to join together, forming a 
new molecule containing more than 
three or four carbon atoms, and con- 
sequently having a higher boiling 
point than the original propane or 
butane. Unfortunately, the propane 
and butanes extracted from natural 
gas belong to the “saturated” or para- 
fin series of hydrocarbons, and are 
very inert chemically. On this ac- 
count, no direct method has yet been 
discovered for making the light paraf- 
fins combine together to form heavier 
ones. 

However, it has been found that by 
subjecting the light paraffins to heat 
and pressure for a suitable length of 
time, they are broken down into other 
types of hydrocarbons which are “un- 
saturated,” or contain more carbon 
relative to hydrogen than do the 
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5 | 


| Breaking Down Step 5 


Feed—Propane C:H;, (Saturated) + H,P,T = 


—Butane C.Hw (Saturated) 


Polymerizing Step 
| Ethylene CsH,. + Propylene C;H. 
| Or 
_ Propylene C;:H. + Propylene C;He 


TABLE No. 1 


—— — 


Ethylene C.H, 
( Unsaturated ) 
+ Methane CH, 


+ H,P,T = Propylene C;:H,. 


( Unsaturated ) 
+ Methane CH, 


— Pentanes CsHw 


Approx. Boiling Pt. 92° F.—Sp. Gr. 0.65 


— Hexanes C,H 


Approx. Boiling Pt. 130° F.—Sp. Gr. 0.72 


TABLE No. 2 
Charge : 28 a pl 
Pct. by Raw* Finished Yield Yield 
| Pounds Yield Yield Yield Pet. Pet. 
| Comp. Cubic Ft. Weight Gals. Gals. Pounds Total Butane 
C:Hs 31,000 56.6 3,600 2 he 
C.H1. 18,000 43.4 2,758 SS 
6358 480 408 2,460 38.7 89.3 
| C.Hs 143,000 61.5 16,620 ose sso 
| CH 68,000 38.5 10,410 | 
| 27,030 2030 1725 10,410 38.5 100.0 


*Appr. 63.5° A. P. I., 500° E. P. Raw Poly liquid, losing appr. 15 per cent in reducing 


E. P. to 440° and clay treating. 


paraffins, and which are relatively ac- 
tive chemically. The light unsatu- 
rated compounds so produced can then 
be made to combine with each other 
to form heavier compounds, either by 
a suitable continuation of the heat- 
and-pressure treatment, or by the use 
of a catalyst. 


Endless numbers and kinds of prod- 
ucts may be produced by the initial 
breaking-down step, depending upon 
the degree of the heat and pressure 
applied, and the time duration of the 
treatment. Likewise the nature of 
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Simplified flow sheet for installation combining the polymerization of un- 


saturated gases in a mixed gas, thermal decomposition and polymerization of the 
cracked material. 


— ——— 


the products of the final recombina- 
tion may be widely varied by the same 
factors. 


Without going into the almost in- 
finite mass of possible reactions which 
can and do take place, I will present 
one set to illustrate the general idea. 
(See Table No. 1). 


This is not intended to represent 
even a small part of the reactions 
which actually do take place; some 
idea of the tremendous complication 
of these may be gained from the fact 
that an analysis of the total final prod- 
ucts of an operation will show every- 
thing from hydrogen gas to extreme- 
ly heavy tars. 


Both the straight thermal process 
and the catalytic process, then, use 
the initial heat-pressure-time step for 
converting the paraffin feed stock 
more or less completely into unsatu- 
rates. In the simple thermal process 
the conversion of the light unsatu- 
rates into heavy ones is accomplished 
along with the initial breakdown in 
one operation; in the catalytic process 
the conversion is partly accomplished 
by treating the fractionated products 
of the break-down with a catalyst. In 
both processes the final step consists 
of fractionating out the undesired 
products, to yield a final liquid prod- 
uct of the desired boiling range. Both 
processes also require some recycling 


of materials in the thermal stage, 
since the reactions do not carry 
through to completion in a once- 


through process. The recycle material 
is derived from the fractionation fol- 
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FIG. 3. Flow chart of Dubbs combination catalytic polymerization process. 


lowing the primary conversion, and is 
made up of the unconverted paraffins 
and some of the unsaturates which 
are too light to retain in the final 
product. 


Fig. 1 shows a flow-sheet for the 
Unitary Thermal Process. The feed, 
consisting of stabilizer discard in li- 
quid form, enters through line (1), 
and together with the recycle stock, 
flows to storage tank (2). Pump (3) 
delivers the liquid through feed ex- 
changer (4), through the reaction 
coil (5) in the tube furnace, and into 
the fractionator (6). 


In this fractionator all materials 
which are too light for use in the 
final product, including the uncon- 
verted propane and butane, are taken 
overhead and delivered to the “gas 
recovery system,” (7), which can be 
of any suitable type, such as an ab- 
sorption or compression unit. 


The recovery system separates and 
discards to fuel all material lighter 
than ethylene, and makes two liquid 
products; on: consisting of uncon- 
verted propane and butane and the 
corresponding Cs and C4 unsaturates, 
and the other consisting of the heavier 
unsaturates which can be used in the 
final product. The first of these joins 
the incoming raw feed for recycling. 
The heavier product is fed to the 
primary fractionator below the feed 
tray, where it largely mingles with the 
bottom product from the column. 

The bottoms from the primary frac- 
tionator are fed to the gasoline frac- 
tionator (8), where the materials 


within gasoline boiling range are 
taken overhead and condensed to make 
the final product. The heavy materials 
are withdrawn from the bottom of this 
column, for use as gas-oil or fuel oil. 

Fig. 2 shows one of the many pos- 
sible modifications of the above sys- 
tem; in this case designed for making 
special products. Here the feed is put 
through a primary polymerizing step, 
and the gases produced in this step 
are cracked, put through a_ second 
polymerization unit, and the products 
are finally fractionated and partially 
recycled through an absorption re- 
covery system. 

Fig. 3 shows the flow sheet of the 
Dubbs process plant of the Shamrock 
Oil and Gas Corp. 
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The raw feed of fractionated butane 
first enters the storage tank (1) and 
is pumped by the feed pump (2) 
through the butane cracking furnace 
(3). Operating temperatures through 
the tubes of this furnace range from 
1000° to 1150° F., with pressures 
ranging from 800 to 1000 lbs. The 
primary breaking down and partial 
re-combination stops occur in this 
furnace, the time element being pro- 
vided by a large group of tubes on 
the outlet side of the furnace. 

From the cracking furnace the ma- 
terial passes in vapor form through 
reboiler exchanger (4) to the vapor 
cooler (5), and thence to the debutan- 
izer column (6). 

In the debutanizer column the 
primary separation is made between 
the heavy polymerized material formed 
in the cracking furnace and the light 
materials which require further poly- 
merization in order to get them down 
within gasoline boiling range. The re- 
boiler heat required for the operation 
of this column is secured by re-circu- 
lating liquid from the bottom of this 
column through a part of exchanger 
(4) and back into the bottom of the 
column, by means of reboiler pump 
(7). The top temperature of the debu- 
tanizer column is controlled through a 
conventional reflux circuit, so as to 
take overhead only those materials 
which are too light to retain in the 
finished gasoline. This light material 
leaves the column through transfer 
line (8), which carries it to the 
strictly catalytic part of the system. 

The first step in the catalytic treat- 
ment of these vapors consists of heat- 
ing them to a controlled temperature. 
This is done in the butane vapor 
heater (9). The heated vapors then 
pass to the group of catalyst towers 
(10). These towers are arranged so 
that the vapors pass downwards 


(Continued on Page 92) 
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TABLE No. 3. PHYSICAL PROPERTIES OF TYPICAL FINISHED POLY PRODUCT | 
A. S. T. M. Dist. General Qualities | 
Ce ae 99° F | 
|, ata ee 118 1. High Volatility—40 per cent over at 158°, | 
SO nce ape seme 124 against 20 to 25 per cent for ordinary gaso- | 
TS Seg vi 135 line. | 
ee See 146 
2. eee 158 2. High Octane Number—80 to 85 ON straight; 
PE CET ey & 174 blending value up to 110 depending on ratio 
OP iss stine ener 192 and blending stock. 
DP ci athce Geek 214 
Oe se nah coweed 251 3. Ease of Treating—Vapor phase clay treats to 
Oe uvcutinadwes 316 30 plus stable color and satisfactory gum (10 
eer re 374 mgm/100 ec). 
a Metenas anes 405 
. me. MER EET 98% 4. Composition—Predominantly paraffinic hydro- 
int eackkes 1% carbons from paraffin feed (propane and bu- 
BAP Batra 1% tane). Product averages 62 to 65° A. P. I. 
meee Vi 2c RR gravity. 
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A Small Utility Advertises 
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The Record of an Oregon Butane Co. 
Answers the Query, Does it Pay?” 


gas company, operating a bu- 
tane plant? 

This question is almost as vague as, 
“How high is up,” because the answer 
depends upon the gas company, its 
policies and (this is very important) 
the kind of advertising. It also raises 
another question, ‘“What is advertis- 
ing ?”’ 

I shall attempt a reply based upon 
the actual experience of one of our 
affiliates, Southern Oregon Gas Corp., 
which operates in four towns—Med- 
ford, Ashland, Grants Pass, and Rose- 
burg: populations, respectively—11,- 
000, 5,200, 4,700 and 6,500. 

These gas properties were taken 
over less than three years ago in a 
badly run-down condition. The old 
manufactured gas plants were con- 
verted to butane, for which we de- 
veloped new methods of handling and 
distribution (G AS, October, 1936, p. 
62), and started rehabilitation “from 
the ground up.” 

Immediately the company faced the 
urgent necessity of bettering public 
relations. The old manufactured gas 
had been unsatisfactory to consumers, 
and it was considered that the rates 
were too high for general use. Since 
the old company was not aggressive 
in its advertising and merchandising, 
consumers’ appliances measured by to- 
day’s standard, were inefficient. Ob- 
viously, the old company’s public rela- 
tions were not of the best. This was 
the situation inherited and immediate 
corrective steps were taken. 

As soon as the new equipment was 
working smoothly, a series of rate re- 
ductions, made possible by economies 
in management, production and distri- 
bution was effected. Each reduction 
was publicized by large space in the 
eight newspapers in the territory; 
mailings to customers; billboards; 
and publicity. 

The newspaper editors, sensing a 
new era in public service, and realiz- 
ing that the company intended to buy 


]) advertising pay the small 


By EDWARD A. GRENS 


Secretary-Treasurer 
Republic Mutual Service Company 


advertising space regularly, gladly co- 
operated by publicizing improvements 
and rate reductions in their editorial 
columns. Care was taken to keep them 
accurately informed of new develop- 
ments and to gain their confidence by 
personal contact and clear statements 
of plans and policies. It was not long 
until the newspapers were cooperating 
with us 100 per cent. 

The response from the public to 


rate reductions 

and improved prod- 

uct and service WEATHER 
FORECAST 


was immediate. In 
less than two 
years, an unfavor- 
able public rela- 
tions situation was 
converted to one of 
the best enjoyed 
by any gas com- 
pany on the Pacific | 


Coast. The method PREPARE 
may all be summed _& reaty for cotier days wich 2 


smart, low-cost, « 
console or radiant hn atcr 


Turn On Comfort 
a4 You need it 


As easily as you turn on rhe light, 
you can chase winter chill. Wiath- 
out tedious stoking, poking, wrst- 
ing of fuel handling you ll have 
healthful comfort, wher you want 
it—when you want un. Why delay? 
A telephone call will bring imam, - 
diate installation. 


up in one word, 
“sincerity.” The 
company has made 
liberal, permanent 
investments in the 
communities 
served; participat- 
ed in local affairs 
of public welfare 
and has taken pub- 
lic officials, busi- 
ness leaders and i a 
newspaper men in- 
to its confidence. 
Understatement 
has been the credo. 
In every instance, 
the company has 
delivered more 
than promised. 


MC DERNIZE— 
ECONOMIZE 


SOUTHERN 
OREGON GAS 
CORPORATION 


The company’s president, J. A. 
Ward, has been cordially received as 
one of the leading business men of the 
community. Other officers of the com- 
pany likewise spend much time in 
local business contacts and in further- 
ing civic enterprises. 

It is not these things alone. how- 
ever, which have created our present 
ideal public relations. It was early 
recognized that merchandising is one 
of the best ways to make friends, as 
well as to build load. 

By selling a customer a new, mod- 
ern gas appliance of first-rate quality, 
and by rendering good service there- 
after, a personal contact with the cus- 
tomer, impossible to attain in any 
other way, is achieved. If the appli- 
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“ Goofy arithmetic No! Because you actually earn 
the /owest available rate by using Gas for both cook 
ing and water heating. xy Hundreds of our customers 
are taking advantage of this important saving—en- 
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cooking plus mwure tricted bot water, automatically 
supplied for every houschold use. % Come in or ‘phone 


for information on comparative rates and savings 
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é‘ my 
both at special combination price Terms to Lor? 
> 
@ 
sail your purse ant 
your p Mode A @ 
wt 
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SOUTHERN OREGON GAS CORP. 


The advertisement (left) carrying a yas space heating message 
is inserted during inclement weather periods. 
example of one of the more recent cartoon advertisements. 
Every detail of the campaign is directed by an advertising 


At right: an 


agency. 
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ance pleases and gives satisfaction— 
as it will when properly selected, sold 
and serviced—the company makes not 
only a friend, but a booster, who tells 
his or her friends, thus enlarging the 
endless sales-circle. 

This brings us back to advertising, 
because effective advertising in suc- 
cessful selling is absolutely essential. 
The company has had remarkable re- 
sults from its merchandise advertis- 
ing, backing up a crew of capable 
salesmen. 

Aside from occasional institutional 
messages, announcements of rate re- 
ductions, etc., all of the company’s 
advertising is devoted to selling gas 
appliances—ranges, automatic water 
heaters, Electrolux refrigerators and 
space heating equipment of all types, 
from small circulating heaters and 
floor furnaces, to large central plants 
with winter or year-around air condi- 
tioning. Frequently we organize spe- 
cial sales campaigns, with combina- 
tion deals, premiums, special trade-in 
allowances, etc. 

When the Southern Oregon proper- 
ties were first acquired, there were 
no gas appliance dealers in any of the 
four towns. The company was forced 


Ia keeping with ovr 
policy of “making mod- 
ern comfort aad con- 
venmrence available to ai/ 
the people at lowest pos- 
sible cost, we will make 
an extra LIBERAL 
TRADE-IN ALLOW.- 


ANCE on your present 
water beater, of any type, 
age or cood:tions 


TERMS TO SUIT YOUR SUBGET 


‘ \ | 
.. with an AUTOMATIC GAS WATER HEATER 


UNRESTRICTED USE 


happily, permanently and economically. % Unrestricted use! Have 
all the hot water you want, when you want it, at the turn of a faucet. 
wt A Gas Automatic runs itself, and af present greatly-reduced rates 
for our Petroleum Natural Gas, the cost 15 less than you would spend on 
sweets for the children. t% Why aot enjoy this modern comfort and 
convenience at once? Probably you will never have to “wash ao 
elephant,” but the average family needs hot water 150 times daily— 
for bathing, shaving, kitchen and laundry. Ample hot water is “health 
insurance” too—and one of the greatest beauty aids available to the 
moderna woman. % Visit or ‘phone our office for details. Learn how 
easily you can have swrestricted hot water at astonishingly low cost. 
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to do its own merchandising, although 
consistent efforts were made to en- 
courage local dealers to cooperate. 
These efforts succeeded to some ex- 
tent, so that now all advertising car- 
ries the phrase, “See Your Appliance 
Dealer or Southern Oregon Gas Cor- 
poration.” 

In its first 18 months of operation 
the company sold (and retained on its 
lines) more new gas appliances than 
the old company had placed in its 
entire history of over 20 years! Con- 
sistent advertising has played a large 
part in the record of development. 
Sales for 1937 exceeded those of the 
previous year by 25 per cent, and the 
management confidently expects an- 
other substantial gain during 1938. 
In some instances it has been neces- 
sary to double the capacity in order 
to serve the ever-increasing load. 
From the growth of these properties 
during the past two years, there 
seems almost no limit to the potential 
market, even without taking into con- 
sideration the steady development of 
the communities—all of which are 
progressive and prosperous, with sub- 
stantial agriculture and natural re- 
sources. 

Merely the replacement of antiquat- 
ed wood and saw- 
dust-burning 
equipment, not to 
mention other com- 
petitive fuels, 
offers an attractive 
sales field. Nor are 
we overlooking two 
ee other important 

markets: addition- 
) al usage in homes 


CARTOON ADVER- 
TISEMENTS with a 
humorous approach 
have proved increas- 
ingly popular in the 
South Oregon Utilities 
territory. 


formerly using gas 
only for cooking; 
and replacements. 
It is felt that one 
of the most con- 
structive things 
that can be done, 


4s 


ORDER NOW for mere pennies-a-day operating cost 
Sesahid Siler ’ both for customers 
yy With a “Gas Automatic,” your hot water problems are solved— and the company, 


is to equip homes, 
public buildings 
and industries with 
modern, efficient, 
gas-saving appli- 
ances offered by 
the progressive 
manufacturers of 
today. 
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It is merely a good business policy 
to show customers how to reduce gas 
bills and also how to enjoy better re- 
sults. The company’s trade-in offers 
on old equipment and attractive terms 
provide a stimulus for this replace- 
ment volume. 

Advertising is planned for two-fold 
value: the promotion of appliance 
sales, which is of direct benefit to the 
merchandise department; and _ the 
maintenance of good public relations 
which, of course, is invaluable to the 
company. On this basis, the advertis- 
ing budget is pro-rated between “mer- 
chandising” and “operations.” 


Manufacturers’ Aids 


Occasionally advantage is taken of 
manufacturers’ offers to pay part of 
the cost of newspaper space featuring 
their appliances, to assist the com- 
pany in introducing lines new to the 
territory. In our experience, how- 
ever, the manufacturer, in preparing 
consumer advertising for dealer use, 
often overemphasizes the importance 
of his own trade name and technical 
details of his particular product, in- 
stead of trying to interest the reader 
from the reader’s selfish angle, and 
educate him on the advantages of 
modern gas fuel. 

Too often, we believe, the manufac- 
turer tries to combine in one adver- 
tisement or folder, two kinds of mes- 
sages: one for the ultimate consumer, 
and one for the dealers. This quite 
often results in “copy” that is over the 
heads of consumers, especially women, 
or ineffective from the standpoint of 
consumer interest and selling power. 

Many of the manufacturers’ mats 
are too large for our use, running the 
space cost too high, especially when 
our participation in the copy consists 
only of the company name at the bot- 
tom. Occasionally, manufacturers’ 
folders, imprinted with our name, as 
bill inserts are used, but more often 
we enclose folders, advertisement re- 
prints of bill-stickers of our own. 

One of the most effective things the 
company has done in advertising was 
on the occasion of the formal opening 
of the new buidling in Medford in 
1936. Through cooperation of the two 
Medford newspapers, special sections 
were published on the day of the 
opening. The daily paper had an 
eight-page section, in which we took 
full-page space and in which a large 
number of appliance manufacturers as 
well as other local business firms were 
represented. The weekly paper ran 
a special four-page section. 

We also arranged for broadcasts 
through our Medford radio station, 


(Continued on Page 98) 


THE PREFERENCE I$ 2 10 1 
FOR HACKNEY CYLINDERS 


@ Twice as many Hackney cylinders, as any 
other make, are in use, for the storage and 
transportation of Butane and Propane. This 
outstanding preference, by many users, is 
based on years of satisfactory experience. 


The illustrations above show model 10-233. 
Note the sturdy valve-protecting cover, welded 
to the top of the cylinder. The dependable 
Hackney method of manufacture provides 
cylinders of uniform strength. The proper 
balance between maximum strength and 
minimum weight has been secured. Uniform 


PRESSED STEEL 


strength and capacity are assured by pre- 
cision manufacturing and the careful selec- 
tion of raw materials. Heat-treating under 
positive temperature control, after complete 
fabrication, provides absolute dependability. 


The millions of Hackney containers, which 
have been giving efficient and economical 
service for over thirty years, are your assur- 
ance of complete satisfaction. Be sure that 
you have complete information about 
Hackney cylinders for Propane, Butane and 


Butane-Propane mixtures. Write for it today. 


TANK COMPANY 


208 S. La Salle St., Rm. 1185, Chicago; 1363 Vanderbilt Concourse, New York; 666 Roosevelt Bldg., Los Angeles; 1463 So. 66th St., Milwaukee 
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PARKAILLWADE 


INSTALLATIONS 


1. Butane installation for Spokane United Railways, Spokane, 


Wash. Installation includes conversion of entire bus equip- 

ment from gasoline to butane fuel, butane storage and dispensing units. 
View shows vertical storage tanks, total capacity 75,000 gallons, and 
unloading rack. 2. Typical ranch installation showing butane powered 


tractors. 5. Contractor installation showing fuel storage tanks and dis- 


pensing island for fueling trucks at Cajalco, Calif. for Grifhith Company. 
4. Vertical storage tanks, capacity 15,000 gallons, O. ae Field Gaso- 


BUTANE 
BUTANE 


line Corp., Huntington Beach, 

Calif. 5. Butane production unit 
Wasatch Oil Refining Company, Salt Lake City, Utah. 6. Fuel in- 
stallation, West Portal Mono Basin Project, Department of Water 
& Power, City of Los Angeles. 7. Domestic fuel storage equipment, 
Blythe Gas Company, Blythe, Calif. 8. Butane storage equipment 
installed at site of new 200 inch telescope at Palomar mountain for 


California Institute of Technology. 


PRODUCTION 
STAND 


BE Y 
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SOLVE BUTANE PROBLEM- 
—_——— “CONSTRUCTION-EQUIPMENT 


Ke 
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; 
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: HIS ORGANIZATION’'S experience with butane of the proposed installation to meet all safety regulations. Our 
. ; 3 , 

: problems and their solution beyond technical phases extends wide experience with the American Petroleum [nstitute a 
over a wide range. It includes the engineering, design and erec- American Society of Mechanical Engineers codes, the Safety 
tion of butane production units, the change- Orders as laid down by the State of Cali- 
) over of gasoline-powered busses, installation fornia Industrial Accident Commission and 
f of above and underground storage systems, fuel the regulations imposed by the National 
i systems for entire cities, stand-by plants, dis- Board of Fire Underwriters — accepted as 
: standard throughout the nation — point the 


pensing equipment and stations. Lt is a matter 


° ? ; : 7 
of pride to us that many of the country S larg- way to meeting all salety specifications. 


est and most important installations are the Whatever your butane problem may be. 


wor O1 Our organization. iy we invite correspone ence. e are prepare 
HW 4 . . ‘ 
to contract for snstallations anywhere in she 


Butane problems frequently go beyond , “ l 
the technical phases and become those of sat- PARKHILL WADE 


i < oe Lil; CONSULTING AND 
islying municipal authorities as to the abl ity CONSTRUCTION ENGINEERS 
973 NORTH MAIN STREET 
LOS ANGELES CALIFORNIA 


*eaTOARE SreRaGce ubitts 


United States and, without obligation, we 


will gladly submit proposals. 


* BUTANE DISPENSING EQUIPMENRT 
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The Manufactu e of Lubricating 
Oils with the Use of Propane Gas 


engines permitting the use of 

higher compression ratios and 
higher operating speeds demanded 
improved lubricating oils in order that 
the car operator might enjoy to the 
fullest extent the 
performance and 
long life which the 
manufacturer had 
built into the auto- 
mobile. During the 
early 1920’s, there 
were definite signs 
of improvements in 
automotive passen- 
ger car engines 
along the _ lines 
noted, and by the 
end of the 1920’s 
this indication was 
a reality. Thus, it became quite ap- 
parent to those interested in lubrica- 
tion technology that the ordinary old 
fashioned motor oils, which had been 
refined mainly for color and other 
nonessential points, would soon be- 
come inadequate for the new type en- 
gines. Perhaps most important in this 
connection was the realization that in 
the modern automobile engine of high 
power output, there is no place for 
carbon or sludge, and while these 
newer engines will continue to oper- 
ate, after a fashion, on oils which 
produce lots of carbon and sludge, the 
operator cannot use these oils and ob- 
tain the fullest degree of satisfaction 
which has been built into the car for 
him. 

In order to produce the highest 
type lubricants, the use of propane 
for a number of lubricating oil refin- 
ing operations was developed. It was 
hoped that propane would not only 
make possible improvements in the 
finest lubricating oils then being pro- 
duced from restricted crudes, but 


Katies ponte in automobile 


U. B. BRAY 


By DR. U. B. BRAY 


would also permit the economic pro- 
duction of the highest quality lubri- 
cants from asphalt-bearing crudes 
which are more universally available. 
The use of propane for this broader 
purpose was based on the thought 
that all crude oils contain substan- 
tially the same hydrocarbons and that 
the differences in crude lubricating 
stocks are due mainly to differences 
in the proportions of the various 
types of hydrocarbons. On this basis, 
it was assumed that certain lubricat- 
ing oils, which had been given practi- 
cally no refining treatment in the past 
and yet which had shown generally 
the most satisfactory results—namely, 
the high grade Pennsylvania oils— 
fortunately con- 
tained a large pre- 


Assistant Manager of Research, 
Union Oil Company of California 


contained at least some of the best 
materials which predominate in the 
Pennsylvania stocks but that the more 
asphaltic the crude oil, the more the 
asphaltic-type components predomin- 
ate. Thus, academically at least, it 
should be possible to recover the same 
high quality lubricating oil from any 
crude stock if no consideration is to 
be given to yields and costs of oper- 
ation, but the use of propane was de- 
vised in order to permit the economic 
production of the most desirable lu- 
bricating components from a _ wide 
variety of crudes. Today, propane is 
being used to refine more than one 
million gals. of lubricating stock per 
day, and the crudes range in charac- 


ponderance of the 
most desirable 


_>———_ --- 
4 


types of lubricants 100 
as those crude 
stocks came from 90 


FIG. 1 80 


Effect of molecular 
weight of saturated 


hydrocarbon solvent on ” 


volume per cent as- 
phalt precipitated from 


Posa Creek residuum 
10 volumes solvent at 
80° F. 


a. 


| 50 PER CENT BUTANE-50 PER CENT PROPANE 


ETHANE 
BUTANE 
PENTANE 
HEXANE 


the ground, but at 
the same time 
these crude stocks 


contained smaller 
but definite 


a  \ PROPANE 


amounts of all of 
the undesirable 
types of hydrocar- 10 


VOLUME PER CENT ASPHALT PRECIPITATED 
Ww 
°o 


bons. Likewise, it 
was believed that 


i 


mixed-base. or as- ° 10 20 


phalt-bearing stock 
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BUTANE GAS IS A 
"Nalanal” 


In PAYNE APPLIANCES 


@ Payne Floor Furnace. One of the most efficient 
and economical ever built. Vented construction 
eliminates excess moisture, sweating walls . 
provides warmth without stuffiness. 


@ Payne Console. A combination of artistic and 
engineering perfection that insures a flow of 
warm, pure, circulating air. Available in six 
attractive colors. 


Add versatility to the achievements of 


Payne Console Heaters and Floor Furnaces! 


These great units give outstanding satisfac- 


tion when operated with Propane or Butane 


(as as well as with Natura! Gas. 


Their efhciency and economy—their unfail- 
ing dependability — make them top-flight 


salesmen for Butane-Propane gas! 


The Payne factory will make any appliance 
adjustments necessary for the type of gas 


you sell. 


AUHHE 


FURNACE & SUPPLY CO.., INC. 


BEVERLY HILLS e CALIFORNIA 
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| PROPERTIES AND YIELDS OF OIL AND ASPHALT PRODUCED FROM POSO CREEK 

| RESIDUUM (TOPPED TO 66 SECONDS SAYBOLT UNIVERSAL VISCOSITY AT 100° F. 

| ON OVERHEAD STREAM) BY EXTRACTION WITH LOW-MOLECULAR-WEIGHT HYDRO. 
CARBON SOLVENTS 


(10 volumes of solvent at 80 F. 


| TABLE NO. 1. 
| 
| 
| 


| Revere ee? Yield of Yield of Priaaities of Extracted Oil. ? “‘Beebesties of & 
| Oil Asphalt Grav. Viscosity Asphaltic Residue 
| % by % by °API Say. Univ. Sp. Gr. 
volume volume at seconds at Color at M.P. 
Solvent Residuum Residuum 60°F. 100°F. 210°F. NPA 60°F. af 
| - —— - ————— -_ ee 
| Ethane 11.0 89.0 24.2 255 — 3% 0.98 — | 
| Propane (b.p. | 
-42 to -40°F.) 75.0 25.0 17.5 2,100 94 Opaque 1.063 176 | 
| Propane, 50% | 
| Butane, 50% 
| (bp. -42 to 
| +-36° F.) 87.3 12.7 15.8 4,000 119 Opaque _ 275 
| Butane, 50% iso- 
| butane, 50% 
| normal butane 
| (b.p. 14 to 
| 31°F.) 89.2 10.8 15.7 5,000 139 Opaque 1.107 295 
| Butane (b.p. 30 
| to 36°F.) 88.8 11.2 15.2 4,600 139 Opaque — 307 
| Pentane (b.p. 82 
| to 100°F.) 95.20 4.8 14.5 10,000 192 Opaque — 3ZU 
Hexane (b.p. 140 | 
to 156°F.) 98.0 2.0 13.8 15,000 208 Opaque — 325 | 
a Se FF en a SA Te, ES yar PEL: | 
| 
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ter from the highest grade Pennsy!- 
vania stocks to low grade asphaltic 
crudes. 

The refining of lubricating oil is 
fundamentally similar to the refining 
of other materials such as metals, 
sugar, etc. In all cases a definite end 
product is sought, and the procedures 
employed accomplish the elimination 
of undesirable constituents of the raw 
material. In lubricating oil refining, 
the impurities or undesirables, which 
should be eliminated, may be classi- 
fied as (1) asphalt, (2) wax and (3) 
unstable aromatic-naphthenic oils. 
Propane has unique properties which 
are found helpful in removing all of 
these undesirables from the crude 
stock, and therefore propane can be 
used to advantage in practically each 
refining step in the production of 
high quality lubricants. In the fol- 
lowing discussion, the uses of propane 
will be taken up in the order of the 
impurities enumerated above. 


Asphalt 


On account of the fact that liquid 
propane is purely paraffinic in compo- 
sition, and is in reality a_ liquefied 
gas, it was predicted to have little 
solvent power for asphalt but to be 
miscible with paraffinic hydrocarbons 
above their melting point. This was 
immediately found to be the case. 

In asphaltic crude oils or heavy 
residuums obtained from such crudes 


after removing the readily volatile 
fractions through the gas oil range, 
the asphaltic constituents appear to 
be held in solution by the oily frac- 
tions. Now then, propane is miscible 
with the oil fractions in all propor- 
tions, but is not miscible with the as- 
phalt except to a very limited extent. 
Therefore when propane is first added 
to an asphaltic residuum, the pro- 
pane simply dilutes the oily fraction, 
and as the amount of propane is in- 
creased, the oily fraction is diluted 
to such an extent that its solvent 
power is weakened to a point where it 
can no longer hold the asphalt in solu- 
tion. The result is precipitation of 
the asphalt as a _ separate tar-like 
phase which immediately agglomer- 
ates and settles to the bottom of the 
container. The amount of propane to 
be used depends on, first, the nature 
of the stock, and second, how com- 
pletely it is desired to separate as- 
phalt from oil. 


The effect of changes in volume 
ratio of propane to oil follows quite 
logically, but is important from a 
practical standpoint. The amount of 
propane required to cause precipita- 
tion of asphalt from any given stock 
depends on the necessary dilution of 
the oil components of the stock, as ex- 
plained above; the percentage of as- 
phalt to be precipitated being of less 
importance. It is in reality the ratio 
of propane to oil that is important, 
but for the sake of convenience, it is 
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customary to express the propane 
ratio in terms of the entire crude 
stock. The precipitated asphalt phase 
contains dissolved liquid propane to 
the extent of about 30 per cent of its 
own volume, which is sufficient to 
liquefy the asphalt or give the heavy, 
fluid, tar-like asphaltic phase com- 
monly observed This is indeed fortu- 
nate because the separation of the 
precipitated asphalt phase from the 
propane phase, in which the lubri- 
ecants and wax are in solution, be- 
comes quite simple. 


Asphalt Precipitation 


At the point where asphalt precipi- 
tation just begins upon the addition 
of propane to an asphaltic residuum, 
the fractionation between asphalt and 
oil is relatively inefficient; the asphalt 
phase containing considerable amount 
of dissolved lubricating oil, and the 
propane-oil phase likewise containing 
considerable asphalt remaining in so- 
lution. Further additions of propane 
result in improved fractionation by 
causing rejection of the respective 
materials from the two phases, until 
a propane ratio of about 10 or 12 to 
one is used, beyond which little im- 
provement in fractionation is noted. 

A point of interest in connection 
with the volume ratio of propane to 
be used in practical operations is the 
fact that the more paraffinic the oil 
components, the less is the concentra- 
tion of propane in the oil phase re- 
quired to cause precipitation of as- 
phalt, but as a compensating factor, 
the stocks whose oil fractions are 
quite paraffinic usually carry a high 
percentage of oil fractions. Thus with 
the Mid-continent or Pennsylvania 
type residuums, the oil fraction does 
not have to be diluted as far with pro- 
pane to cause asphalt precipitation, 
but the larger amount of oil in a 
given barrel of such stock is about 
sufficient to offset this advantage over 
a California stock in which the oil 
phase requires a greater amount of 
propane dilution to cause asphalt pre- 
cipitation but in which the amount of 
oil is smaller. As the result of this 
situation the practical propane ratio 
is generally in the neighborhood of 
about four or five to one, based on 
the crude lubricating stock regardless 
of its source. 

On account of the peculiar proper- 
ties of propane, the effect of temper- 
ature is very significant. When the 
crude residuum is mixed with pro- 
pane at an overall temperature of 
about 100° F., and the decanted, 
supernatant propane phase is allowed 
to refrigerate itself to its boiling 
point of-40°F. by releasing the pres- 
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U UD CUSTOMER-CONTROL 


STORAGE 
WATER HEATER FOR 
LIQUIFIED PETROLEUM 

GASES 


Made-to-measure, customer-con- 
trolled automatic hot water service 
—three heat speeds—quickly 
selective, either on basis of self- 
determined fuel cost limits, or ex- 
tent of hot water service desired— 
high in efficiency and low in 


operating cost — modern — attrac- 
tive in appearance—and genuine 


Ruud quality throughout. 


WRITE ror Futt inFoRMATION 
ON THE COMPLETE LINE OF 


RUUD GAS WATER HEATERS 


Ruud manufactures a complete line of 
quality gas water heaters—tfor all types 
of buildings—with sizes and models to 
fit every need—for manufactured, natu- 
ral, mixed and liquified petroleum gases. 
Write, now, for complete information! 


RUUD MANUFACTURING COMPANY - PITTSBURGH, PA. 
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sure on the vapor space, additional 
asphaltic or resinous bodies are pre- 
cipitated from apparently a simple 
temperature-solubility effect. On the 
other hand, if the propane phase 
which has been decanted at 100° F. 
is simply heated under its own vapor 
pressure, additional precipitation will 
occur until the critical temperature 
for propane (about 212° F.) is 
reached, at which point practically all 
of the oil will be out of solution as a 
heavy phase while the propane phase 
will contain only a few per cent of oil. 
In following the course of this be- 
havior, it is found that as the tem- 
perature is increased, the components 
are precipitated very much in the fol- 
lowing order; namely (1) the high 
molecular weight asphaltic fractions; 
(2) the high molecular weight aro- 
matic-naphthenic oily fractions, and 
(3) the high molecular weight paraf- 
finic fractions. This phenomenon ob- 
viously permits the fractionation of 
the crude stock into several cuts with- 
out the use of anything more than 
temperature. Advantage is. being 
taken of this fact in the operation of 
a large Pennsylvania refinery, where- 
in the Pennsylvania cylinder stock is 
made to yield an improved bright 
stock on the one hand and a very 
viscous cut on the other hand which 
is valuable in the production of cer- 
tain specialties, such as rocker arm 
lubricants for aviation engines. 
Usually the principles of- counter- 
current flow are employed in the de- 
sign of the deasphalting plant. This 
permits of economies in the propane 
ratio. Thus the outgoing asphaltic 
phase is washed with incoming pro- 
pane which, in turn, is used for pre- 
cipitating asphalt from the incoming 
feed. By this expedient propane ratios 
of four or five to one give practically 
maximum oil recoveries from asphalt. 
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The question naturally arises as 
to the utility of the other low boiling 
hydrocarbons for deasphalting. In 
comparing the action of the various 
homologs of methane on a residuum 
containing asphalt, it is found that at 
ordinary temperatures hexane preci- 
pitates only a small amount of bitu- 
minous material with a relatively high 
melting point, about 325° F.; pentane 
gives a somewhat larger precipitation 
of bituminous material, having a 
slightly lower melting point; butane 
precipitates appreciably more asphalt 
than the higher molecular weight 
homologs, but the asphalt precipita- 
tion is only about 50 per cent com- 
plete as compared with the amount of 
hard asphalt obtainable by distilla- 
tion. The asphalt precipitated by 
propane is practically identical in 
yield and melting point with that ob- 
tained by distillation. Ethane, on the 
other hand, not only precipitates all 
of the asphalt, but also a major por- 
tion of the intermediate and heavy 
grade lubricating oils. Table No. 1 
and Fig. 1 show the variation in yield 
and properties of extracted oil and as- 
phalt obtained with various hydrocar- 
bon solvents on a sample of Poso 
Creek residuum which yielded approx- 
imately 25 per cent asphalt of 178° F. 
melting point on steam distillation. 


Wax 


The removal of wax is always a 
problem in the production of high 
quality, paraffin-base lubricating oils, 
and the more complete elimination of 
wax to give oils of immediate pump- 
ability at very low temperatures was 
one of the needed improvements 
which became more apparent with im- 
provements in automobiles and high- 
ways, both of which encourage winter 


FIG. 2. 


View of plant using 
propane to process 
Pennsylvania stocks 
to pour points of 0° 
F. and lower. Out- 
> put, 11,000 barrels 
antl per day. 
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driving. In all dewaxing processes, 
advantage is taken of the fact that 
the solubility of wax in either the 
oil or a solution thereof is only very 
slight at temperatures below the melt- 
ing point of the wax. Thus the de- 
waxing operation consists of chilling 
a wax-bearing solution to a tempera- 
ture well below the melting point of 
the lowest melting wax fractions to 
cause precipitation or crystallization 
thereof, and to remove the separated 
wax by physical means such as filter- 
ing, settling, or centrifuging. To aid 
in the physical separation of the pre- 
cipitated wax, it is necessary in de- 
waxing motor oils to a low pour point, 
to dilute the oil with a nonviscous 
solvent, which gives a mixture of 
overall low viscosity. Prior to the ad- 
vent of the use of propane for this 
purpose, petroleum naphthas had been 
used for diluting cylinder stocks and 
gas oil for diluting low viscosity neu- 
trals during dewaxing. Cooling these 
respective mixtures gave noncrystal- 
line type waxes in the case of cylinder 
stocks which could not be filtered, and 
bulky crystals in the case of neutrals 
which could be filtered only under 
high pressures and at a very slow 
rate. Using propane as a diluent, the 
wax can be brought out of solution 
upon chilling in an easily filterable 
form regardless of the type of stock. 
This practically universal adaptabil- 
ity of propane to dewaxing consti- 
tutes one of its most valuable prop- 
erties. Furthermore, the refrigera- 
tion required for the precipitation of 
wax is obtained very efficiently and 
conveniently by simply allowing a 
portion of the liquid propane to eva- 
porate under continually reduced 
pressure. With propane exerting a 
vapor pressure of approximately 125 
lbs. gage at ordinary temperature and 
0 Ibs. gage at -40° F., it is obvious 
that the solution may be brought 
down along a predetermined cooling 
curve by simply releasing the pres- 
sure in a regulated manner. 


The waxy lubricating stock, at a 
temperature well above the melting 
point of the wax, is mixed with an 
appropriate amount of propane at or- 
dinary or slightly elevated tempera- 
tures. The wax is entirely in solution 
in the propane phase, but any appre- 
ciable amount of asphalt in the stock 
is precipitated and allowed to settle 
to the bottom of the hot mix tank, 
whence it is pumped continuously or 
periodically to appropriate recovery 
apparatus. The solution of waxy 
stock in propane is decanted to chill- 
ing vessels where the pressure is re- 
leased to accomplish internal refrig- 
eration. Approximately the maximum 
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RODER RANGES 


ndorsed By Bottled Gas Dealers 


a 


FOOT LOOSE 
Py rane FREE 


Geo, dD. 700s 
Rocktorg P*? Corporation 
Tllinois 


Known for their reputation as “Ameri- 
ca’s Finest Gas Ranges for Over 50 


, 3 how Our me 
: Years,” Roper Ranges have become factory © have enjoyed’ 9 fitting that Cite associati, 
as popular for use with bottled Pro- as onical servi. thet eiiM€ Your range Met! to tel 
line of Jears of ve giy the 
pane and Butane Gases as they far as gone TMEOS that one! 688 actinss; m with DRr~cus. |? 
: @3 the jin MY, effic; © 80 clos ®3, we hay 
have always been for use with the pase T8208 yon, POTfOman t0 achieving wanZet 0 find « 
‘ your lf=q ve b : at on, 
Manufactured, Natural and Mixed Our pesti@ for then seit: 1a shore, {PPIYing to ontotion inse 
1 outlets wil) wterica's P Pelieve tp 


Car us on: On +n7. ond 


Gases. Yes, Bottled Gas Dealers 
everywhere have found a ready 
acceptance for Roper. 

Read what Mr. B. D. Geroy, 


General Manager of the illinois Please accens - Pative serie ° ao 
wi or ° all 
| Bottled Gas Company, 343 South enjerng oT MD even monet? and exten, of onr 
r Z during 137. re Successty) to your @ntire 
H Dearborn Street, Chicago, has Year during ts, than womel car dest 


recently written concerning the 
success his company has expe- 
: rienced with Roper Ranges. The 
: company’s modern display 
room is shown above. 


ZO. D ° Kop ER conroraron 


GENERAL SALES OFFICE AND PLANT: ROCKFORD, ILL. 


WAREHOUSES: 
San Francisco Dallas Chicago Atlanta tos Angeles Kansas City U 3 E R 0 P E R oA L E 5 
Newark Boston Washington Cleveland Philadelphia Roanoke P R 0 M OT] 0 N P LAN S 


ROPER RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, INCLUDING BOTTLED GAS 
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— AMERICAN METER COMPANY 


ey INCORPORATED 
Established 1836 
TRADE NAMES: AMERICAN—METRIC—PACIFIC—RELIANCE—WESTCOTT 


Albany; Amarillo, Texas; Baltimore; Birmingham; Boston; Chicago; Denver; Erie; Huntington, W. Va.; Kansas City; Los Angeles; New York; 
Philadelphia; Pittsburgh; San Francisco; Shreveport, La. 


Steam, Air and Liquids. 
(See also Reliance Regulator advertisement, Page 77) 


| LIQUEFIED PETROLEUM 
GAS METERS 


American Meter Com- 
pany provides the special- 
ized instruments such as 
are essential to maintained 
accuracy in the measure- 
ment of Liquefied Petro- 
leum Gases — Butane, Pro- 
pane and others of sim- 
ilar constituency. These 
meters are the result of the 
painstaking groundwork of 
American Meter Company 
Engineers ... with the pos- 
itive efficiency check afford- 
ed by thousands of actual 
installations. A complete 
line is presented... meters, 

ee special indexes and regu- 

2-B-65 Meter for Liquefied lators. , 

Petroleum Gases Our experience covers a 
century of progress in gas 
measurement ... pioneering that includes practically 
every important advance in meter design . . . leadership 
—with standards of accuracy and maintenance set by the 
millions of our meters in general service. 
h American Meter Company co-operation offers not only 
the engineering and production service from six com- 
pletely equipped plants—plus engineering contact offices 
in eleven more cities—but also extensive facilities for lab- 
oratory research and testing. 

Special diaphragms necessary for the measurement of 
various gases, are the product of a continuous research 
program in our laboratories, to develop the best leather 
| and oils for specific gas conditions. In every respect, 
| these instruments for the measurement of liquefied petro- 
leum gases are produced to meet the most exacting re- 
quirements. Write for our informative Catalog PG-4. 


TINNED STEELCASE 
| METERS 


are utilized for the measure- 
ment of liquefied petroleum 
gases when operating pres- 
sure does not exceed 20” 
water column. Meters in 
sizes 2-B to 10-B (see table 
on next page) are available 
for this purpose. Formula 
for obtaining desired meter 
capacity for handling any 
| gas, appears on bottom of 


es sea 


next page. Catalog TG-4 
fully describes Tinned Steel- 
case Meter construction and 
the numerous advantages in 3-B-90 : 

: -B- Met f Liquefied 
operation. Fardiceey Ghose g 
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| C-6919 Index C-5642 Index 


WESTCOTT & GREIS, Inc. RELIANCE REGULATOR CORP. CANADIAN METER CoO., Ltd. 
Dallas, Houston, Tolsa Alhambra, California Hamilton, Ontario 
PRODUCTS PREPAYMENT 
Equipment for Measurement and Control of Gas, Oil, METERS 


Prepayment Meters have 
wide use particularly in connec- 
tion with the periodic utilization 
of liquefied petroleum gases. 
Our 5-B-150 Meter, standard for 
this purpose, is an AMERICAN 
B type, tinned steelcase, dis- 
placement meter equipped with 
Prepayment Device, specially- 
treated diaphragm and_ the 
special index required. 

The meter operates with a 
mua Paden Mahe 25c, 10c or 5¢ coin. Various 
with Padlock Type Coin Box Price rates for the gas passed 

by the meter are obtained by 
simply installing different-sized gears, or price wheels. 
Price rate may readily be changed at any time. 

Index C-4819—sometimes called the Acetylene Meter 
Index—is often specified. It is a 3 circle, 2 ft. proving 
head index, reading in small units, and used with single 
crank spiral. A special 1 ft. index, EE-11979, used with 
double crank spiral for 10c special meter, also its widely 
employed. 

In ordering, it is necessary to specify the prepayment 
type desired, and price of gas per thousand feet at which 
mechanism is to operate. Specifications of all types are 
given in our Catalog PG-4. 


IRONCASE METERS 


METRIC Ironcase Meter 5-B 
ordinarily is used for liquefied 
petroleum gas measurement 
when pressure is higher than 
20” water column. (See Speci- 
fication Table, next page.) The 
necessary special indexes are 
available. Diaphragm leathers 
are specially prepared and im- 
pregnated with such oils and 
greases as will best meet the 
specific gas conditions. Inside 
of meter case is processed for 
corrosion resistance. One-piece 
body construction eliminates in- 
ternal leaks. Many other fea- 
tures contribute to low-cost, ef- 
ficient operation. Detailed de- 
scription of Ironcase Meter construction is presented in 
our Catalog EG-40. 


SPECIAL INDEXES for High Value Gases 


The four indexes here illustrated are among those 
most commonly required in measuring liquefied petroleum 
gases, although we can furnish indexes to meet any spe- 
cial requirement. The dials provide easy visibility, and 
at the same time maximum durability of finish. Mechanism 
is made to high standards of accuracy on the most mod- 
ern precision equipment. The metals employed insure 
trouble-free operation. To supply the appropriate index, 
we must know the chemical constituency of the gas, the 
operating pressure, and the capacity in cu.ft. per hour. 
The indexes illustrated are designed for use on a specific 
meter or meters. For example, Index No. C-6919 is suited 


5-B ironcase Meter with 
front and top removed 
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AMERICAN METER CO., Incorporated 


aos 


only to the 2-B-65. There is, however, a wide choice of 
Dials for the particular meter in which you may be in- 
terested. 


RELIANCE REGULATORS 


such as Types “MR” and “MC” in reality are duplex 
apparatus—reducing extremely high pressures encoun- 
tered in the cylinders when first installed, to a uniform 
outlet pressure varying from 3 to 10 pounds; thereby 
enabling the secondary regulator—Type “B” or “BK”’— 
to work under normal, reasonable conditions, insuring un- 
interrupted service to burners or re. An auto- 
matic control brings the Reserve Cylinder into use when- 
ever the Service Cylinder is exhausted—or if an increased 
load calls upon both cylinders to help maintain sufficient 
operating pressure. Reliance Regulators that are devised 
expressly for liquid petroleum gas control, are fully de- 
scribed in Bulletin 40. (See also Reliance Regulator ad- 
vertisement, Pages 16 and 17). 


Type “MR” Reliance Regulator employed in conjunction with “BK’”’ 


Secondary Regulator 


GAS TESTING APPARATUS 


American Calorimeters are available in special types 
adapted to heating value determination of liquefied petro- 
leum bottled gas-air mixtures. Change from the regular 
type is effected primarily by the substitution of a special 
burner tip and flame spreader. The apparatus may be 
obtained chromium-plated—further increasing corrosion 
resistance. This improved American Calorimeter is ac- 
cepted as standard for B.T.U. determination, and is exten- 
sively used also to check Recording Calorimeters. For 
detailed description of the apparatus, write for Catalog 
AG-2. 


PROTECTOR SIPHON PRESSURE GAGES 


are manufactured in the Bent Glass Type and the Straight 
Glass Type, and are available in all required sizes. They 
utilize either water or mercury. Scales are graduated 
either for inches and tenths or for pounds and ounces. 
Protective shields to reduce glass breakage, can be sup- 
plied. Write for Catalog AG-5. 


HIGH PRESSURE DIFFERENTIAL GAGES 


All required sizes are available. Gages for use at 100 
pounds pressure or above are equipped with Pyrex Glass or 
its equivalent. The snialler gages are of the U-type; the 
larger sizes, of the straight tube type. Described fully in 
Catalog AG-5. 


WET AND DRY TEST METERS 


are available in all standard sizes. The Wet Test Meters 
are now equipped with a new type of gage glass and water 
line marker—so that the water line can be set more quickly 
a with greater assurance of accuracy. See our Catalog 
AG-3. 


* » * 


The meters, Reliance regulators and laboratory equipment 
here listed represent only a small part of American Meter 
Company’s products. Your individual specifications for 
pressure reducing regulators or for other types of instru- 
ments for measurement or control, will receive our prompt 
attention. 


TINNED STEELCASE METERS 


Rated ; : DIMENSIONS apes 
Capacity Connections Cubic Feet 
Size and Type Cubic Feet Threaded Width to Width to Width to ! Proving per Net 
Per Hour for Centers of Outside of Outside of Height Front to Back Circle Revolution Weight 
at 44 inch loss Iron Pipe Connections | Connections Caps Overall Cubic Feet Tangent Pounds 
dink ci erie aaa oicamneala 
2 B 65 compression 9146" 11214.” ble i 1/20 8 
fitting 
3 B 90 34"* 1014" 1154” 1414” 85,” 1/9 11% 
ee 150 le"* 114%” 1234” 1614” 9%" 2 1/6 15% 
10 6O=B 300 ai" 1334” 1514” 1814" 1114" ; | 5/17 2: 
*The 3-B size may be furnished with 14” connections and the 5-B,size with 34” connections, if desired. 
Model Width Overall _ _ Width Net Approximate | Connections 
and Height to Top Including Center to Center Greatest Weight Shipping Wt. Threaded for 
Capacity of Screw Mechanism of Screws Depth Pounds Pounds [ron Pipe 
5-B- 150 1614” i 15” | 114%” 95,” 1814 27% 4 
| INDEX 
Model Range of | Lowest 
and Prepayment Rates _ Rate Pinion Crank Type Unit Proving 
Capacity Type Per Th. C.F.) Interval Spiral Worm teading Head 
5-B-150 (1) Standard 25c $0.75-$ 3.00 5e Single Thd. Single Thd. StandarJ 3 Circle 100 ft. 2 ft. 
5-B-150 (2) Special 25c $7.50-$30.00 50c Five Thd. Double Thd. Special 3 Circle 1 ft. 1 ft. 
DIMENSIONS ‘ = 
Low Pressure Capacities 5 
Maximum | (cubic feet an hour) Cubie Feet, P 
Size Working Width to Type | Teeth per Shipping 
and Pressure Type and Size of Centers of Height Front to Overall of Proving | Axle Wheel, | Revolution Weight, 
Type (pounds) Connections Connections Back Width at 14” loss at 2” loss Index Head | Front Index| of Meter Pounds 
5-B 5 1” or 144" M. C.* 6” 14” 10” 834° 370 Front l 9 1/9 40 


*Galvanized malleable iron standard meter connections are required. Meters can be furnished for special connections on request. 


Recommended operating pressure on Tinned Steelcase Meters not to exceed 20" water column; lroncase Meters for higher pressures. 
Rated Capacities are based on .64 gravity gas, or 125% of air capacity. To obtain correct capacity for your gas, the following formula 


may be applied: Your gas capacity = Rated capacity x V 


64 


Specific gravity of your gas 
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FIG. 3. Deasphalting-dewaxing-solvent treating in propane solution. 


rate of evaporation which can be 
handled conveniently, without undue 
difficulty from priming, corresponds 
to cooling the charge at a rate of 
three to 5° F. per minute. This rate 
is found to give favorable wax crystal 
formation, although slower rates of 
cooling can, of course, be employed if 
more convenient. This is in distinct 
contrast to conventional cooling rates 
of a few degrees per hour for the 
orthodox methods of dewaxing. 

The chilled propane mixture, at a 
temperature of approximately -40° F., 
is then filtered in either leaf type 
semicontinuous filters, or drum type 
continuous filters. The earlier plants 
utilized the leaf type filters; whereas 
the more recently constructed plants 
use the continuous type of filter. In 
the leaf type filter, the leaves hang 
vertically, and the operation consists 
in building up about a one inch cake 
which is then shaken off the leaves by 
withdrawing the liquid mix from the 
filter vessel and flapping the canvas 
on the leaves by blowing with propane 
pressure in_ alternate’ directions 
through the canvas. The entire filter 
mechanism is enclosed in a pressure- 
tight cylindrical housing. The wax 
cake in both cases is discharged in the 
form of a slurry through a screw 
conveyor. Both the slack wax and de- 
waxed solution are distilled in separ- 
ate equipment for the recovery of 
solvent. 

As an illustration of the results 
being obtained with propane, the plant 
shown in Fig. 2 is processing over 


1,100 barrels a day of Pennsylvania 
stocks to pour points of 0° F. and 
lower. When operating on Pennsyl- 
vania cylinder stock, this plant is 
handling 1,100 barrels per day and is 
giving 86.0 per cent yield of zero pour 
point dewaxed oil. When operating 
on Pennsylvania neutral distillate, the 
plant handles 1,200 barrels per day 
giving a yield of 82.7 per cent of 
-8° F. solid point dewaxed neutral. 
In addition, when operating on cylin- 
der stock a resin cut is obtained 
which results in a material improve- 
ment in the quality of the dewaxed 
bright stock. 


Unstable Oils 


After removing asphalt and wax, 
the crude lubricating stock contains 
unstable oils which are inferior in 
oxidation stability and which contrib- 
ute to carbon formation, sludging, 
ring sticking, and other common lu- 
brication difficulties. These unstable 
oils may be further classified as (1) 
aromatic, and (2) naphthenic. The 
materials which are _ pre-eminently 
aromatic in character are border line 
components, being intermediate be- 
tween asphalt and viscous oil. These 
materials are very unstable, and 
should be definitely removed from 
high quality lubricants. Fortunately 
their removal is quite easily accom- 
plished. They are removed to a large 
extent by chilling the propane solu- 
tion during the dewaxing operation, 
or by heating the propane solution as 
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explained above. They are also easily 
removed by another group of solvents, 
commonly classified as selective sol- 
vents, of which sulfur dioxide, phenol, 
cresol, furfural, etc. are typical. 


The naphthenic oil fractions are 
more difficult to remove, and require 
the use of complementary agents such 
as sulfuric acid or selective solvents 
such as those enumerated above. 

One of the most effective ways of 
removing unstable oils from lubricat- 
ing stocks, especially when the pro- 
portion of such impurities is not very 
great, is to employ acid treatment in 
propane solution. This operation con- 
veniently follows a deasphalting oper- 
ation while the oil is dissolved in pro- 
pane. The acid is mixed in a manner 
similar to treating gasoline or naph- 
tha with sulfuric acid, except that in 
the case of propane lubricating oil 
acid treatment the acid phase assumes 
a greater viscosity due to the absorp- 
tion of the tar-like, viscous, unstable 
components from the dissolved lubri- 
eating oil. Sludge settling is rapid 
and complete. The acid-treated dis- 
tillate is then caustic-neutralized with- 
out the usual emulsion difficulties at- 
tending wet neutralization of lubri- 
cating oils. This process is now oper- 
ating successfully in the Mid-conti- 
nent. Experiments show that distinct 
improvements in quality can also be 
made in California and Pennsylvania 
oils by this process, and at the same 
time economies in clay treatment can 
be effected. 

Where the oil contains a large pro- 
portion of undesirable material, or 
where the greatest degree of refine- 
ment is desired, treating with selec- 
tive solvents, such as phenol or cresol 
in the presence of propane, has proved 
very efficient, as evidenced by the fact 
that many refineries have been con- 
structed during the last four years to 
operate on this process. In addition 
to the refineries operating in this 
country to produce some of the most 
popular brands of motor oil, several 
similar plants have been placed in 
operation in Europe. 


The peculiar efficiency of this pro- 
cess is due to the unique properties 
of propane, aside from the merits of 
the particular selective solvents be- 
ing employed. The selective solvent 
exerts an affinity for the undesirable 
material; whereas propane has a 
pushing or rejecting effect. The com- 
bination of these two gives high 
yields of refined oils of improved 
quality, particularly as regards oxi- 
dation stability and carbon formation. 
This process is particularly attractive 
where the long residuum type_of op- 
eration is preferred. 
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THE FACTORY AT 
LOS ANGELES 


THE 
DALLAS BRANCH 


THE 
CHICAGO BRANCH 


Agriculture— Butane has been used 
in California Agriculture for 4 years. 
Tractors operating on Butane normally 
cultivate 4 acres where they used to culti- 
vate 3—a 25% saving. 


BUTANE - PROPANE NEWS 


ENSIGN 


Corturretonr 
BUILT TODAY! 


More than a quarter-century of design, development and manufac- 
ture of precision and highest-quality products for the carburetion 
of internal combustion engines accounts for the efficient Butane 
Equipment made by ENSIGN today. 


Superior in principle, constsuction and workmanship, ENSIGN 


Butane Equipment” is standard with the majority of leading engine 
manufacturers for service in Agriculture, Industry, Transportation, 
Contracting and the Oil Industry. Wherever used, ENSIGN Butane 
Equipment has given reliable and economical service even under 


the most severe of operating conditions. 


General Contracting— Contractor's 
Equipment operating on Butane moves 
more yardage than with Gasoline and 
makes a further lorge saving because 
Butane cannot be pilfered. 


Oil Well Servicing—Butone is used 
extensively in the oil industry for portable 
units engaged in Oil Well Servicing. Ap- 
proximately 100 of these units are op- 
erating in California. 


« 


Oil Well Drilling—Bvtane-equipped 
portable Well Driling units ore widely 
used throughout the oil fields. A major 
producing company estimates a $2500.00 
monthly saving with Butane. 


Butane Equipment; Gas and Gasoline Carburetors and combina- 
tion Gas and Gasoline Carburetors. Be sure its ENSIGN—be SAFE! 


*ENSIGN Products are protected by Patents in the United States and Foreign Countries 


ENSIGN 


CARBURETOR CO., LTD. 


LOS ANGELES - DALLAS - CHICAGO 


Transportation—t he Spokane United 
Railway, since installing Butane for its 135 
Buses, has discarded electric cars. In Cal- 
ifornia, Butane is used extensively for 
miscellaneous hauling by truck. 


Industry uses Butane for Cotton Gins. 


Electric Generators, pumping Water, Gas 
oline, Crude Oil and many other applica 


tions. Butane stand-by equipment for Nat- 


vral Gas engines isa recent development 


THOUSANDS OF ENGINES ARE OPERATING 
ON BUTANE WITH ENSIGN EQUIPMENT 
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See sem 


68 


Fig. 3 illustrates diagrammatically 


a complete lubricating oil refining 
plant in which propane is used for 
(1) deasphalting; (2) dewaxing, and 
(3) removal of unstable oils in con- 
junction with phenol. 

In addition to removing all unstable 
and undesirable components from the 
lubricating stock, so that only the 
paraffinic liquid hydrocarbons remain, 
the oil can be further improved for 
use in modern passenger cars by dis- 
tilling under high vacuum to give nar- 
rower boiling range cuts from which 
both the low flash components and the 
highest boiling SAE 60 or 70 compo- 
nents have been eliminated. Limita- 
tion of the boiling range by complete- 
ly distilling the motor oil grades and 
thorough removal of asphalts, waxes, 
resins, and unstable naphthenic oils 
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by propane solvent treatment give 
lubricating oils worthy of the modern 
high compression automobile engines. 

In conclusion, propane has made 
possible the production of the highest 
quality lubricants from _ practically 
unlimited crude sources by improving 
the efficiency in deasphalting, dewax- 
ing, and elimination of unstable lubri- 
cating components. Those of a phil- 
osophical turn of mind may draw a 
lesson from the fact that prior to the 
development of the use of propane for 
this purpose, the petroleum industry 
has spent up into millions of dollars 
searching for chemicals and fancy 
processes which would remove the 
shackles from lubricating oil refining, 
while at the same time propane was 
in practically every refiner’s back 
yard. 


Propane Air Conditioning 


(Continued from Page 47) 


cooled condensers only. Most of these 
installations operate in territory north 
of Chicago. 

Combination No. 2 consists of the 
ice-engine equipped with air condens- 
ers, fuel supply and in addition an 
evaporative sub-cooler which is self- 
contained equipped with a fin type 
cooling coil, circulating water pump, 
sprays, and a 40-gal. water supply. 
The purpose of the sub-cooler is to 
provide maximum capacity and lower 
refrigerant pressures when operating 
under high temperature conditions, 
such as encountered when operating 
across the desert. 

Combination No. 3 consists of the 
ice-engine without air condensers, a 
fuel supply, and an evaporative con- 
denser with a 175-gal. water supply. 
This combination is designed for use 
in tropical and sub-tropical territories. 

The propane-operated unit for rail- 
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way air conditioning was first intro- 
duced and operated on railroads in 
1935. Since that time it has been se- 
lected for air conditioning service on 
17 railway systems in the United 
States, Canada and Mexico. 

Having provided an independently 
powered air conditioning unit for rail- 
way service, which eliminated a heavy 
power drag from passenger locomo- 
tives, Waukesha engineers have ex- 
tended the service of the automatic 
propane-operated, internal-combustion 
engine, by developing an engine-gen- 
erator unit which provides a constant 
source of electrical energy to passen- 
ger cars without imposing any power 
load on the locomotive. This unit op- 
erates on the same approved propane 
fuel system which was designed and 
developed for the railway ice-engine. 
If a car is equipped with both the 
ice-engine and the engine-generator 
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FIG. 4. The three-tank propane fuel supply, valved to assure sequence unloading of 
the cylinders. 
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unit, both units may be operated from 
a single fuel system, or each unit may 
have its own independent system. 

The railway engine-generator unit 
is a light-weight, compact unit, and 
has the same cushioned wheel mount- 
ing as the ice-engine. The engine is 
direct connected to the generator, and 
since the unit is operated as a battery 
charging set, the generator may be 
used as a starting device for the in- 
ternal combustion engine. The unit is 
automatic in operation, and is avail- 
able in 5-kw. and 714-kw. capacities, 
and in 32, 64 or 110 volts. 

Propane, in addition to providing 
air conditioning service with the Wau- 
kesha Ice-Engine and providing elec- 
trical energy with the engine-genera- 
tor unit, is also being used extensively 
on some railway systems for cooking 
service in dining, buffet and snack car 
service. It is also being used to operate 
refrigeration service in dining buffet 
and club car service. 

Considering the extremely varying 
and difficult operating conditions 
which exist in railway service and the 
satisfactory performance of propane- 
operated railway equipment, it is little 
wonder that the popularity of propane 
fuel continues to increase year after 
year. 

zz 8 


California Cities Replace 
Butane with Natural Gas 


Gas consumers of Suisun and Fairfield, 
California, are now users of natural gas. 
Formerly these two cities were supplied 
with butane gas by the Natural Gas 
Corp., but following the sale of the 
holdings of that company in Rio Vista, 
Suisun, Fairfield, Vacaville, and Isleton 
to the Pacific Gas and Electric Co., nat- 
ural gas replaced the butane-air gas. 
The next city in this region to make the 
change to natural gas will be Vacaville. 
The gas for these communities is piped 
from the Rio Vista field through the 
newly constructed $900,000 pipe line 
which the P. G. and E. recently com- 
pleted. 

According to reports users of the new 
natural gas in this region will save from 
385 to 59 per cent, according to the vol- 
ume of gas used. This saving is ac- 
counted for by the greater heat content 
of the new gas. 


= = 
Bottled Gas Firm Expands 


Hewgley & Summers, distributors of 
Hydrogas with headquarters at Del Rio, 
Texas, has opened a branch office in Sa- 
binal, Robert Layton is local manager. 
Hewgley & Summers serve customers in 
10 counties in the Del Rio territory. 


Edcouch Gets Natural Gas 


The Rio Grande Valley Gas Co. has 
completed construction of a distribution 
system in Edcouch, Texas, and is now 
serving natural gas in the community. 
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A PROVEN WAY TO... 


THE ONLY 
COMPLETELY AUTOMATIC 
FLOOR FURNACE 


The 1938 WARD FLOOR FUR- 
NACE is completely automatic. Self- 
contained, with all controls and acces- 
sories built ina WARD is easy to install. 
No external parts, no wires to run, no 
fragile connections. Nothing to wear out 
or get out of order. 


WARD’S BILT-IN THERMO- 
CONTROL is a part of the furnace. 
Adapted to bottled gas use, it automa- 
tically regulates fuel flow to assure even 
temperature, as desired. 


WARD’S AUTOMATIC PILOT 
has amazingly swift action. Shuts off 
main intake immediately if gas pressure 
falls or fame is extinguished. 


With orifice, burner, pilot and thermo- 
stat adjusted to serve efhiciently with your 
gas, WARD FLOOR FURNACES will 
give satisfaction among your consumers 
as they have under climatic conditions 
down to 40° below zero and with all 
types of gases in more than 325,000 in- 
stallations throughout the country. 


GUARANTEED TEN YEARS 
BUILT FOR A LIFETIME 


Suctease WN\ANC-PRUPANt scl 
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THROUGH EFFICIENT SPACE HEATING WITH 
WARD FLOOR FURNACES! 


Whether you sell bottled gas 
from a central plant or through in- 
dividual domestic installations . . . 
space heating with WARD 
FLOOR FURNACES offers an 
efficient, dependable way to in- 
crease distribution of your product. 

We sold the first WARD for use 
with butane gas nearly six years 
ago. Last year, with the amazing 
increase in bottled gas consump- 
tion, our sale of floor furnaces in 
this field increased greatly. 

And it is a pleasure to say... we 
have yet to receive our first com- 


plant on the service of any of these 
furnaces. More than that, most of 
our orders are coming from con- 
cerns whose previous installations 
of WARDS proved definitely their 
desirability for use with butane or 
propane fuel under all climatic 
conditions down to 40° below zero. 


The moral is . . . it is as economi- 
cal and efficient to use bottled gases 
for space heating, with a WARD 
FLOOR FURNACE, as it 1s to use 
them for cooking and water heat- 
ing. Why not turn this fact to 
PROFIT in your business? 


May we send you our catalog, price list and complete details? 


WARD HEATER COMPANY - LOS ANGELES, CALIFORNIA 


Ge 98 WARD FLOOR FURNAL 
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Employse Jrauung 


The Small Plant Employee Must 
Know All Phases of His Service 


HE problem of employee train- 
ing is considered important and 
is studied and discussed by those 
major gas utilities who are employers 
of large numbers of men. The larger 
gas utilities are departmentalized in 
operation and, 
while their methods 
of employee train- 
ing are basic, they 
do not suffice for 
the operators of li- 
quefied petroleum 
central plants. An 
analysis, based on 
the Directory of 
Central Plants, 
Handbook Butane 
— Propane Gases, 
second edition, in- 
dicates an average 
of three plus employees for each plant 
regardless of the number of plants 
operated by each company. An ap- 
proximate average of 300 customers 
is served by each plant. 

The majority of central plants are 
located in small communities. In most 
cases one employee is occupied with 
office procedure, billing, accounting, 
etc., one employee is in a sales man- 
agerial position leaving an average of 
one plus or less employees responsible 
for the every day operation of the 
utility. Hence the education of the 
serviceman must be in the vertical 
manner equipping him to handle all 
of the functions of operation. 

The employee in the managerial po- 
sition is responsible for sales, collec- 
tions, promotional activity, office rou- 
tine and general supervision of the 
duties of the serviceman, including his 
education and training. 

Therefore, the manager is best qual- 
ified when he has served his appren- 
ticeship as a serviceman. Many utility 
operators follow the practice of hir- 
ing servicemen with the idea in mind 
that all promotions to managerial po- 
sitions shall come from the ranks. 
In several instances familiar to the 
writer, this procedure has been fol- 
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*To be presented before the Service Men’s 
Training subcommittee of the Distribution Com- 
mittee under the Technical Section, Pacific Coast 
Gas Association at the Spring Technical Confer- 
ence, Los Angeles, Calif., April 7 and 8, 19388. 


J. K. KOENEMAN 


By JOHN K. KOENEMAN 


Southwest Gas Corporation, Lid. 
Barstow, California* 
lowed with good _ results. Before 


discussing the routine of the service- 
man, his personal qualifications should 
be considered. 

It is an axiom of the small gas com- 
pany that the smaller the community, 
the higher the type of employee the 
serviceman must be as, in the eyes of 
the consumers, he is the gas company. 
The man must be honest and depend- 
able and above all conscientious in do- 
ing his work in a correct manner. The 
serviceman is a constant visitor to 
the homes and establishments of the 
consumers, and his good deportment 
and neat appearance are important 
psychological factors in the formation 
of favorable public opinion towards 
the company. 

Many utilities find it good practice 
to subsidize the cost of work clothing 
for the employees so as to attain uni- 
formity and neatness. It is possible to 
buy uniforms of work clothing qual- 
ity at prices only a little higher than 
what the employees pay. With this 
problem, as with many others, the 
small utility is forced to do things in 
a big utility man- 
ner but at a small 
utility cost. 

To enlarge upon 
the qualification, 
“personality,” it is 
essential that the 


THE SERVICEMAN 
stresses neatness and 
thoroughness in dem- 
onstrating the com- 
pany’s service in a 
practical manner. 


serviceman have 
the ability to estab- 
lish pleasant rela- 
tionship with con- 
sumers with whom 
he is in constant 
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association. In short, he must be the 
type of man that, with experience and 
the eventual opportunity, can advance 
into a managerial position. 

A man so qualified should be able 
to represent the utility in a satisfac- 
tory manner in his associations with 
the consumer load. His education then 
proceeds to a one-by-one consideration 
of his multifarious duties. 


The first responsibility of the serv- 
iceman is the continued correct opera- 
tion of his plant or plants. The best 
procedure is to institute daily checks, 
one at the beginning and one at the 
end of each working day. All informa- 
tion for the office record should be 
secured, including gallonage, tempera- 
ture, pressure, vapor sendout, etc. It 
is imperative for good operation that 
the employee do this religiously. Once 
a week, preferably on Saturday, a 
complete plant check should be made 
in addition to the regular daily rou- 
tine check. 


In the storage and handling of high 
pressure propane - butane, leakage is 
an ever present enemy, and the serv- 
iceman is the “sentinel” of the com- 
pany. The practice of “soaping for 
leaks” all plant equipment once each 
week is strongly recommended, and 
it is helpful to furnish regular forms 
for all plant reports. Most plants and 
storage facilities are fenced for safe- 
ty. The serviceman should have in- 
stilled in him pride in his plant, call- 
ing for routine neatness, and cleanli- 
ness. Such regularity removes the 
chance for accidents to men and in- 
terruptions of gas service. 


The receiving and unloading of li- 
quid gas deliveries by tank car or 
truck deserves a particular course of 
instruction in “do’s and _ dont’s.” 


Due to several car-unloading acci- 
dents, in various parts of the coun- 


GAS- February 1938 


240 EAST ONTARIO STREET 


~*-BASTIAN-BLESSING-*"* 


BUTANE - PROPANE NEWS 


CHICAGO, ILL. 


Pioneers in Equipment for Using and Controlling High Pressure Gases. 


PRODUCTS 


VALVES, CYLINDER 

VALVES, for Propane and Butane Plants 

REGULATORS, PRESSURE 

OUTFITS FOR BOTTLED GAS, COMPLETE 

WELDING OUTFITS, TORCHES AND REGULATORS 
FOR USE WITH PROPANE, BUTANE, ACETY- 
LENE OXYGEN, ETC. 


ENGINEERING AND MERCHANDISING SERVICE 


Bastian-Blessing are pioneers and leaders in the manu- 
facture of equipment for the Liquefied Petroleum Gas 
industry. All Rego products are designed especially to 
meet the specific needs of the industry as to efficiency, 
economy and safety. The diagrammatic illustration indi- 
cates the general application of Rego regulators, valves, 
fittings and controls for underground installations. 
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REGULATORS 


Rego regulators are designed to 
operate in any position and to 
give large capacity over the en- 
tire range of tank pressures— 
holding accurate and constant 
outlet pressures. Simple and 
rugged construction minimizes 
wear of parts. The diaphragms 
are made of a material which 
has proved its resistance to the 
action of gases. An important 
feature of these regulators is 
that seat replacement is easily 
accomplished in the field—no 
special tools are required. A 
safety reuef valve, as required by the regulations, is 
built into the back of the regulator. This valve permits 
the escape of gas in the event that the regulator develops 
a pressure in excess of 1 Ib. per square inch. 


ADJUSTABLE EXCESS FLOW CHECK VALVES 


These valves can be adjusted to shut 
off at a flow slightly in excess of 
normal consumption. In the event 
that the flow should exceed that at 
which the excess flow valve has been 
set, it will automatically stop the 

“ i flow of gas. This valve can be ac- 
scat Silneted in the field, and may be used as an 
emergency temporary shut-off by turning the stem in all 
the way. 


EXCESS FLOW AND BACK PRESSURE CHECK 
VALVES 


The regulations require that 
all connections must be pro- 
tected at a point close to the 
storage tank with an excess 
flow check valve or back pres- 
sure check vaive. Excess flow check valves are designed 
to allow a given quantity of gas to pass through in one 
direction, under normal conditions, but close automatically 
when the flow goes beyond normal. Back pressure check 
valves are designed to prevent a reverse flow of gases 
in the event such a condition should develop in the system. 


LINE SHUT-OFF VALVES 

The construction of this valve is such 
that the diaphragm is fully protected 
from rough handling. Channels of am- 
ple capacity minimize resistance to 
the flow of gases. Sturdy forged 


construction assures long, dependable 
service. 
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QUICK FILLER VALVES 

These valves are particularly recommend- 
ed for filling connections into storage 
tanks. The thread permits a quick con- 
nection and disconnection to the coupling 
and the special cap guards against any 
possibility of the slightest leak. The valve 
is so designed that it opens with the flow 
of gas and immediately closes when the 
flow of gas into the storage tank stops. 


VAPOR RETURN VALVES 

The function of this valve is to equalize 
the pressure between tank truck and tank 
when being filled. As soon as the coupling 
is removed the valve functions as a check 


valve and automatically closes off. 
especially for the liquefied petroleum gas indus- 


SLIP TUBE GAUGES 
try and have proved their safety and reliability. 


Rego slip tube gauges are an ac- 

curate, dependable and safe device 

for determining the liquid level in 

storage or transportation tanks 

containing liquefied petroleum 

gases such as Propane and Butane. 

Standard lengths are 36, 42, 54, 60, 

66 and 72 inches. Special lengths 

will be made on order. 

RELIEF VALVES 

A relief valve is required on all containers in 

which liquefied petroleum gases are stored. The 

function of these valves is to relieve any danger- 

ous pressures that might build up in the storage 

tanks. Rego relief valves have been designed 
FLEXIBLE EXPANSION COILS 
The regulations require that in designing a piping system, 
provisions be made for expansion, contraction, jarring 
and vibration and for settling of a container. REGO ex- 
pansion coils are designed sufficiently flexible so that they 
may be bent in the field to any desired shape provided rea- 
sonable care is taken to prevent kinking. These coils are 
obtainable bent to the customer’s specifications if so de- 
sired. 
SPECIAL EQUIPMENT 
We also manufacture a large number of special units and 
assemblies to meet special needs of the industry. We 
would be very glad to have our sales engineers go over 
your problems and supply you with the equipment best 
suited to your local conditions. 
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try, extreme caution should be ob- 
served. The length of time for un- 
loading varies between gravity, 
pumping and pressure differential me- 
thods. However, the employee should, 
at all times, be in attendance during 
unloading operations. 

Most state utility authorities pub- 
lish sets of rules governing car un- 
loading, plant construction and opera- 
tions. This is good material for the 
serviceman to be furnished and for 
him to assimilate. In fact, every util- 
ity employee should be conversant 
with all general orders covering rules 
for utility practice. 


Installations 


No set rule can be given here for 
the education of all servicemen gov- 
erning the installation of services and 
new main extensions. However, the 
inherent high cost of butane-propane 
gas makes leakage a very important 
problem. And, of course, it is even 
more important to guard against leak- 
age to insure complete safety. 

Main extensions on individual jobs 
depending on length, size of pipe and 
the method of joining requires careful 
training in the procedures used by in- 
dividual companies. Service extensions 
from a live main present a more uni- 
versal plan of procedure. Whether a 
saddle, a welded fitting, or a provided 
coupling on the main is used, the serv- 
iceman should be educated to run the 
complete service and subject it to a 
high-pressure test before the main is 
tapped. The correct method of apply- 
ing hot or cold pipe protection should 
be taught, and the serviceman in- 
structed to obtain and observe the de- 
sires of the prospective consumer 
with regard to installing the line 
across the property. 

The serviceman spends many hours 
a month in setting and resetting me- 
ters and regulators. The workman 
should be taught to make a neat and 
efficient job of these installations. A 
standard setup for house meters not 
only makes a better appearance, but 
also tends to speed up the workman. 
Many small communities (without 
sanitary legislation) do not furnish 
inspection of gas lines; however, re- 
gardless of all required tests, the serv- 
iceman should high-pressure test all 
new domestic gas lines to his own sat- 
isfaction. In re-connecting an inactive 
account where appliances are already 
installed, a test with the working- 
pressure gas is advantageous, using 
a manometer or water column “U” 
gage. Employees making a meter con- 
nection should be cautioned against 
testing for leaks by relying on the 
cubic foot hand on the meter dial due 
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to the high B.t.u. gas served. 

When all lines are completed, tight- 
ness tests made, and the gas is turned 
on, the serviceman should enter the 
home and check all appliances for con- 
dition as well as starting all auto- 
matic equipment. 

The ever changing stream of com- 
plicated automatic gas burning equip- 
ment has made it a full time job to 
keep abreast of even the more popu- 
lar makes; yet it is the responsibility 
of the small utility serviceman to 
handle appliance adjustments along 
with his other duties. Liquefied pe- 
troleum gas burning equipment, when 
serving undiluted propane-butane in 
particular, has peculiarities all its own 
and the serviceman should be edu- 
cated to these differences. He should 
be instructed on burner adjustment 
with regard to gas and air mixture 
ratios. He should be enlightened on 
the value and on the use of the “U” 
gage, and the thermometer in appli- 
ance adjusting. He should know thor- 
oughly the process of putting the ap- 
pliance being tested through all of its 
own particular operating positions. 

After the rudiments of appliance 
adjustment are learned, the service- 
man is, by necessity, thrown on his 
own and meets various adjustment 
problems as they appear. Regardless 
of the length of service of the em- 
ployee, his education on appliances 
should be continuous. Appliance man- 
ufacturers make available operating 
data that should be secured for the 
serviceman and, whenever possible, 
those utilities merchandising appli- 


Weighing liquefied petroleum gas at a 
typical small tank loading station. 
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ances should handle only a limited 
number of makes as this practice sim- 
plifies the serviceman’s problem. 

Most large utilities conduct appli- 
ance adjusting laboratories and train- 
ing schools. Practically every small 
town utility is within acquaintance 
distance of such a larger company, 
and it is often possible for the small 
utility to make arrangements to se- 
cure published information from these 
schools for the use and education of 
their own adjusters. 

No discussion of serviceman train- 
ing with reference to mains, installa- 
tions and appliances would be com- 
plete without this thought. The man 
may be intelligent, well educated and 
able, but without adequate and good 
tools for all of his various jobs he is 
handicapped. He should be instructed 
in the correct use and care of his tools 
and be required to account for them. 


High Bills 


Many high bill complaints are well 
handled by discussion and explana- 
tion; but when equipment and meter 
checking is necessitated on the con- 
sumer’s premises, the serviceman 
plays an all-important part. As he 
goes about his routine inspection for 
leaks, testing equipment and adjust- 
ing appliances, he is in an excellent 
psychological position to win the con- 
fidence of the high bill complainer, re- 
celve an audience for his sales talk 
and arguments, and satisfy the con- 
sumer. This is often true even when 
the manager or office person who re- 
ceived the order was unable to adjust 
the complaint. 

Due to smaller customer saturation 
and higher first costs, the customers 
of a small propane-butane utility re- 
ceive much higher average bills. This 
probably accounts for the greater per- 
centage of high bill complaints. The 
serviceman should be apprised of this 
fact, stressing the importance of sat- 
isfactory handling of high bill com- 
plainers. He should learn the utilities’ 
answers to these complaints and be 
instructed in the methods of handling 
such consumers. 

Mandatory and serious high bill 
complaints requiring a meter test 
should be considered with care by the 
employee. Employees sometimes fall 
into the habit of voluntarily testing 
the meter on the least provocation, 
as a means of adjusting a high bill 
complaint. This policy, if carried to 
extremes, will often have a bad psy- 
chological effect on customers. 

Governmental utility authorities re- 
quire adequate meter testing and re- 
pair shops. A meter prover, “dia- 
phragm oil vat,” an air test submer- 
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MORE DETROIT JEWEL and GARLAND 
RANGES SOLD for BOTTLED GAS 
THAN ANY OTHER MAKE! 


Pioneers in the field of gas ranges and appli- 


ances for bottled gas, the Detroit-Michigan 


Stove Company has established and main- 
tained leadership in this field. 


Pictured at the right is a model which has received 
a splendid reception from bottled gas users. Included 
in the DETROIT JEWEL and GARLAND lines are 
ranges to fit all pocketbooks, and styles for all dis- 
criminating buyers. There are ranges with six top 
burners and two baking ovens, table top models in 
various sizes and styles—each range properly de- 


signed for efficient use with bottled gas. 


and for heavy service — 


GARLAND heavy duty hotel ranges and restaurant ranges, table 
ranges, broilers, toasters, deep fat fryers, hot plates and griddles 
are available for use with bottled gas in hotels, restaurants and 
public institutions requiring cooking equipment of larger capacity. 


A very complete line to fit all heavy service needs. 


Assistance in Merchandising — 


Our experts (qualified by many successful campaigns) will 
be glad to be of assistance in your merchandising problems. 


Write for Catalogs and Complete Information 


Detroit-Michigan Stove Co. 


Detroit Michigan 
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or Standby. 


Heat Treating 
Flash Boilers 


Standard Oil Products are exceptionally high 
grade and free from moisture and chemical 
impurities. 


We are the largest producer of Commercial 
Butane and Propane on the Pacific Coast. Our 
superior refining facilities and ample tank car 
equipment enable us to offer any quantity of 
Calol Industrial Gases when and where you 
want it. 


Use 


“STANDARD” 


CALOL 


Reg. U.S. Pat. Off. 


INDUSTRIAL GAS NO. 1 


(COMMERCIAL BUTANE) 


1. for Gas Manufacture, Enrichment 


2. for Industrial Fuel—(Permitting 
close thermal and chemical control). 


3. for Chemical and Metallurgical Processes. 


Or 
— 


INDUSTRIAL GAS NO. 2 


(COMMERCIAL PROPANE) 


l. for Industrial Fuel. 


Atmosphere Control 
Immersion Heating 


2. for Chemical and Metallurgical Processes. 


Our Laboratories, Engineers and Technicians 
are ready to work with you in the development 
of equipment and processes for proper utiliza- 
tion of these fuels. 


Ask any Standard Oil Representa- 
tive for full information. SURE 
SUPPLY—FAST DELIVERY. 


STANDARD OIL COMPANY OF CALIFORNIA 


Fede? Bi Sa RR A 
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sion tank and adequate meter repair 
tools should be provided for the em- 
ployee handling meters. In small util- 
ities it is of obvious value to use only 
one make of meters. Educating the 
employee in meter repairing should 
start with actual demonstration, but 
the subsequent trial and error method 
is invaluable experience. Meter com- 
panies furnish good service manuals. 
As is true with appliance study, a 
short course of study and demonstra- 
tion either in the shop of a larger 
utility or in that of the manufacturer, 
is excellent experience. 

The utility operators with two or 
more central plants are at a great ad- 
vantage over the single plant as they 
may maintain one meter shop for all 
plants and so give one man much more 
time and experience with meter work. 

The accuracy with which the serv- 
iceman handles all phases of meter 
work is of utmost importance. The 
periodic reading of meters should be 
done with great care as errors not 
only cause office difficulties but re- 
peated errors have a bad psychological 
effect upon the consumers. 

This effect is important, and the 
serviceman should so conduct his 
meter work as to impress the con- 
sumer with his ability. In a small 
utility it is not uncommon for one em- 
ployee to receive a customer high bill 
complaint, make the meter test and 
then report to the consumer the test 
results. It is necessary to keep com- 
plete records of all meter testing and 
repair work and the employee should 
be so educated. 


Tank Gas 


Almost all utilities, maintaining 
storage of liquefied butane-propane, 
have experimented with tank gas serv- 
ice. Statistics show that tank gas serv- 
ice possibly requires less capital in- 
vestment per consumer in comparison 
with a distribution system, but that 
the labor cost of tank gas service is 
much higher and carries also a psy- 
chological selling handicap. Not all 
small town central plant utilities are 
actively soliciting tank gas business; 
however, most companies use a tank 
set up to protect developing areas ad- 
jacent to their distribution systems. 

Bottle filling at the plant yard is an- 
other special job for the serviceman. 
It is well to provide a truck-high plat- 
form with counter sunk scales for this 
work as it enables one man to handle 
all sized tanks. Care and caution are 
of prime importance, as with the car 
unloading procedure. The handling of 
the tank gas service to the consum- 
er’s appliances is identical with the 
usual metered procedure. 

Everything that can be said with 
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regard to sales education of service- 
men applies to all men regardless of 
the size of the utility; but the small 
plant employee has more opportunities 
because of personal acquaintance with 
his actual or potential customers. 

The serviceman enters the consum- 
er’s home by request for the purpose 
of giving some sort of service. He is 
in an excellent position to present a 
sales talk and, while he does not usu- 
ally close the sale, he should be per- 
mitted to do so. 

In some cases servicemen are util- 
ized part time in the operation of the 
company office, placing them in a posi- 
tion for sales opportunities. It is ad- 
visable to have the employee convers- 
ant with the various forms of sales 
promotion such as financing terms, 
rental plans, down payments, trade-in, 
etc. Every day procedure familiarizes 
the serviceman with the sale prices of 
standard appliances. 

Service work, meter work and appli- 
ance work all place the serviceman in 
an excellent position to sell the com- 
pany’s rate structure and gas service. 


The small town utility manager is 
not only an accountant, a gas engi- 
neer, a salesman and a credit man; he 
must be somewhat all four. He is best 
equipped when he has experienced all 
of these phases of gas utility opera- 
tion. He is then better qualified to in- 
struct new gas company employees be- 
cause in the final analysis, he is the 


An interview between serviceman and 
customer, stressing the importance of a 
neat uniform. 


training school. The ability of the 
small gas plant to survive, to grow, 
to render proper service, and to earn 
a reasonable return on capital invest- 
ment depends on how well the man- 
ager fulfills these four jobs. 


Compressed Gas Manufacturers’ Group 
Holds Silver Jubilee: 450 Attend 


HE Compressed Gas Manufactur- 

ers’ Association, Inc., held its sil- 
ver jubilee at the Waldorf Astoria in 
New York City, January 17 and 18. 
Nearly 450 members attended, includ- 
ing a large Canadian delegation which 
represented practically every member 
company in the Canadian section of 
the association. 

The program sessions were devoted 
chiefly to a review of the work done 
by the association during the 25 years 
of its existence in meeting the techni- 
cal problems of the compressed gas in- 
dustries, with particular emphasis 
given to showing how the develop- 
mental history of these industries af- 
fects their present and future status. 
These phases of the liquefied petro- 
leum gas industry were presented by 
A. N. Kerr, Imperial Gas Co.,; Mercer 
G. Farrar, Carbide & Carbon Chem- 
icals Corp., and R. W. Thomas, Phil- 
lips Petroleum Co. 

At the banquet concluding the meet- 


ing, John Motley Morehead, former 
United States Minister to Sweden, 
served as toastmaster. United States 
District Court Judge Isaac Melson 
Meekins delivered an address entitled 
“The Law Makes the King,” in which 
he stressed the necessity of preserv- 
ing American political institutions. 

The final speaker, E. M. Allen, pres- 
ident of the Manufacturing Chemists 
Association and president of Mathie- 
son Alkali Works, Inc., chose as his 
subject: “Statesmanship in Modern 
Industry.” Industry, he said, though 
its objective is profit, must co-operate 
with government in its objective of 
service for the common good. 

At the business meeting the follow- 
ing new officers were elected: Presi- 
dent, John J. Crowe, Air Reduction 
Co.; first vice-president, P. F. Lave- 
dan, Liquid Carbonic Corp.; second 
vice-president, Frederick C. Zeisberg, 
E. I. duPont de Nemours & Co.; sec- 
retary-treasurer, F. R. Fetherston. 
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FIG. 2. Lowering the tank (left) and the (right) tank in the ground ready for the curb box—an underground system being installed in 


Pennsylvania by the Atlantic States Gas Company. 


Individual Consumer Bulk Systems 


acted by the Acts of the Third Called 
Session 1920, as follows, to-wit: 

“ARTICLE 6053. Regulation of Utili- 
ties. The Commission after due notice 
shall fix and establish and enforce the 
adequate and reasonable price of gas and 
fair and reasonable rates of charges and 
regulations for transporting, producing, 
distributing, buying, selling and deliv- 
ering gas by such pipe lines in this 
State; and shall establish fair and equit- 
able rules and regulations for the full 
control and supervision of said gas pipe 
lines and all their holdings pertaining to 
the gas business in all their relations to 
the public, as the Commission may from 
time to time deem proper; and establish 
a fair and equitable division of the pro- 
ceeds of the sale of gas between the 
companies transporting or producing the 
gas and the companies distributing or 
selling it; and prescribe and enforce 
rules and regulations for the government 


(Continued from Page 49) 


and control of such pipe lines in respect 
to their gas pipe lines and producing, 
receiving, transporting and distributing 
facilities; and regulate and apportion 
the supply of gas between towns, cities 
and corporations, and when the supply 
of gas controlled by any gas pipe line 
shall be inadequate, the Commission shall 
prescribe fair and reasonable rules and 
regulations requiring such gas pipe lines 
to augment their supply of gas, when in 
the judgment of the Commission it is 
practicable to do so; and it shall exer- 
cise its power, whether upon its own mo- 
tion or upon petition by any person, cor- 
poration, municipal corporation, county, 
or commissioner’s precinct showing a 
substantial interest in the subject, or 
upon petition of the Attorney General, or 
of any county or district attorney in any 
county wherein such business or any 
part thereof may be carried on.” 


Section 2. In addition to the duties 


FIG. 3. An underground system being installed in the State of Texas by the Hydro Gas 
Company. 


and powers of the Commission herein- 
above set forth, it is empowered and it 
shall be its duty to investigate the use 
of malodorants by persons, firms, or cor- 
porations engaged in the business of han- 
dling, storing, selling or distributing nat- 
ural and liquefied petroleum gases, in- 
cluding butane and other odorless gases, 
for private or commercial uses, or sup- 
plying the same by pipe lines or other- 
wise, to any public building or buildings 
to the general public, and the Commis- 
sion is empowered to require such per- 
sons, firms or corporations to odorize 
such gas by the use of a malodorant 
agent of such character as to indicate by 
a distinctive odor the presence of gas; 
such malodorant agent so required to be 
used, however, shall be non-toxic and 
non-corrosive and not harmful to leather 
diaphragms in gas equipment, the method 
of its use and containers and equipment 
to be used in connection therewith to be 
under the direction of and as approved 
by the Railroad Commission of Texas; 
the commission having full power and 
authority to prescribe such rules and 
regulations as in its wisdom may be 
deemed necessary to carry out the pur- 
pose of this Act. Nothing herein con- 
tained shall apply to gas transported 
out of the State of Texas. 

Section 2a. After the effective date 
of this Act all containers and pertinent 
equipment installed for use in this State 
for the storage and dispensing of lique- 
fied petroleum gases for the purpose of 
providing gas for industrial, commercial 
and domestic uses, shall be designed, 
constructed, equipped and installed as 
specified under the published regulations 
of the National Board of Fire Under- 
writers for the design, installation, and 
construction of containers and pertinent 
equipment for the storage and handling 
of liquefied petroleum gases, effective 
July 15, 1934, and amendments, modifi- 
cations or revisions thereto. All contain- 
ers used for the transportation of lique- 
fied petroleum gases over the highways 
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Kinds of Gas...... 
Types of Service... 
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For twenty-eight years Reliance Regulator Cor- 
poration has devoted its research, engineer- 
ing and manufacturing facilities exclusively to 
the improvement of conditions in gas distribu- 
tion systems. It has freely departed from tradi- 
tional Regulator designs when it could be 
shown that other designs would result in more 
accurate control of pressures, carry larger 
volumes without increasing weight or size, and 
give more positive lock-up. 


Reliance Regulators are available for all kinds 
of gas: natural, manufactured, liquid petroleum. 
propane and butane, in all practical sizes. 
They are made for all types of service: district, 
industrial and domestic. They provide for any 
range of inlet and outlet pressures. They are 
supplemented by a series of Dust Filters that 
will economically take care of any dust condi- 
tion. 


For simplicity, compactness, capacity and ac- 
curacy, Reliance Regulators are unequalled. 
Accessibility of parts while the Regulators are 
in the line reduces maintenance expense to the 
The following Bulletins with full description. 
sectional views and capacity graphs are avail- 
able without obligation: 


No. 35 Type “A” Filters. 


No. 37 Type “Z” and “ZB” Pilot Regulators and Relief 
Valves. 


No. 38 Type “H” Service Regulators. 


No. 39 Type “Y” and “YDC” Low Pressure Appliance 
Regulators. 

No. 40 Type “MR”, “MC”, “B” and “BK” Liquid Gas 
Regulators. 

No. 41 Type “K” Service Regulators. 


No. 42 Type “P” Pounds to Pounds Streamlined Regu- 
lators. 


No. 43 Type “A” Low Pressure or House Regulators. 
No. 44 Type “HPG” Pounds to Pounds Regulators. 


No. 45 Type “HPC” Compounding Pounds to Pounds Res- 
ulators. 


No. 46 Type “G” Service Regulators. 


RELIANCE REGULATOR CORPORATION 
1000 Meridian Avenue Alhambra, California 


RELIANCE REGULATORS 


77 


BUTANE - PROPANE NEWS 


Courtesy, Pittsburg Water Heater Co., San Antonio, Texas. 


FIG. 4. A typical bulk station or central loading plant. 


of this State, shall be designed, con- 
structed and operated in accordance with 
the published regulations for the design, 
construction, and operation of automo- 
bile tank trucks and tank trailers for 
the transportation of liquefied petroleum 
gases, adopted by the National Board of 
Fire Underwriters and the National 
Fire Protection Association in the year 
1935, and amendments, modifications or 
revisions thereto. Containers subject to 
the regulations of the Interstate Com- 
merce Commission and containers which 
are owned or used by the Government of 
the United States of America are ex- 
cepted from the provisions of this Sec- 
tion. Provided, however, that nothing 
herein shall be construed to alter, mod- 
ify, or amend the Motor Carriers Law 
of the State of Texas. 


Section 3. The failure of any per- 
son or persons, firm, or corporation, mu- 
nicipality, or otherwise, or any associa- 
tion, or manufacturing or distributing or 
storing system in this State handling 
such gases, or installing or using such 
containers and pertinent equipment, as 
set out in this Act, to, within sixty (60) 
days after the receipt of any order of 
the Railroad Commission, comply fully 
with the Act or any such order, rule or 
regulation, shall be a violation of this 
Act, subjecting such person or persons, 
and the officers and executives of such 
named concerns to a penalty of One 
Thousand Dollars ($1,000) for each day 
they shall fail to comply with such Act; 
and the Attorney General is empowered 
to bring suit for the collection of same 
in the District Court of Travis County, 
Texas. 


Section 4. Before the adoption or 
promulgation of any orders, rules, and 
regulations under the terms and provi- 
sions of this Act, the Railroad Commis- 
sion shall give ten (10) days notice to 
all utilities and other interested parties 
embraced within this Act, by mailing 
to such utilities and interested parties a 
copy of the orders, rules and regulations 
which the Commission proposes to adopt 
and promulgate, which notice shall state 
the time and place when the Railroad 
Commission will hear and consider any 
objections to any such orders, rules and 
regulations, and any person, firm or cor- 
poration affected by such orders, rules 


and regulations shall have the right to 
file written objections thereto and be 
heard in person or by counsel, and after 
such hearing the Railroad Commission 
shall, in its discretion, adopt and pro- 
mulgate any such orders, rules and reg- 
ulations as published in such notice, or 
shall make such amendments and modifi- 
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cations thereof as the Railroad Commis- 
sicn shall deem just and equitable, and 
if, as and when any such orders, rules 
and regulations are finally adopted, the 
Railroad Commission shall, within ten 
(10) days thereafter, cause the same to 
be published in at least three newspapers 
of general circulation throughout the 
State, and a copy thereof to be mailed 
to each utility and other interested par- 
ties. 


Section 5. The fact that in the past 
few weeks hundreds of lives have been 
lost* from causes apparently due to es- 
caping or accumulated gas explosions, 
and that numerous such accidents are 
constantly occurring by reason of the 
fact that butane liquefied petroleum gas 
is practically odorless and undetectable, 
creates an emergency and an imperative 
public necessity that the Constitutional 
Rule requiring bills to be read on three 
several days in each House be suspended 
in order that this bill may become a law 
immediately after its passage, and such 
Rule is hereby suspended, and said Act 
shall take effect and be in force from 
and after its passage, and it is so en- 
acted. 


*Author’s Note: The loss of life referred to in 
Section 5 was not caused by the use of butane or 
other liquefied petroleum gases or by bulk sys- 
tems. The accident that brought about immediate 
action was the Overton School explosion. 


Propane Air Standby Used 
By Los Angeles Firms 


WO units of a new type of pro- 

pane air standby plant were in- 
stalled in Los Angeles in December. 
Both units were identical and were 
installed at the Infant Service Co. on 
West 3rd Street, and the Superior 
Food Products Co. on Avenue 21. 
These units are designed to take care 
of small industries having special gas 
burning appliances that are difficult 
or impossible to change over to oil 
burning. 

The first installation is in a laundry 
that caters to a meticulous class of 
trade, furnishing a daily delivery and 
pick-up service for infants’ clothes, 
bedding, diapers and whatever else 
the baby has to have washed. Special 
gas appliances are used for sterilizing 
the finished work as well as the regu- 
lar gas appliances found in a laundry. 

A shut down due to a gas shortage, 
even for a 24-hour period would en- 
tirely disrupt the routine of the es- 
tablishment as well as of the custo- 
mers who have become dependent up- 
on it. To provide for such a contin- 
gency a small propane air standby 
unit was designed by the Ransome Co. 
of Emeryville, Calif., using inspirator 
type of air mixers operating from a 
battery of propane cylinders. 

The propane and air are mixed and 


delivered into a surge tank at 10 in. 
of water column pressure. The air mix 
is piped to the house side of the gas 
company meter. The plants are en- 
tirely automatic and can be put on 
the line at an instant’s notice with no 
changes necessary in any of the ap- 
pliance burners. The inspirators are 
in a dual parallel hook-up, either one 
capable of taking the entire plant load. 
A manifold is provided to hook up 12 
propane cylinders in parallel to as- 
sure sufficient tank surface to pre- 
vent unduly low temperatures due to 
vaporization. 

These units will take care of 200 
to 1,500 cu. ft. an hour equivalent of 
natural gas, and can be installed on 
relatively short notice. The use of 
propane cylinders makes it possible to 
install these units in many places 
where it would be uneconomical to in- 
stall bulk storage, as the cost of fuel 
used during a year is secondary to the 
initial investment. The simplicity of 
the operation makes it possible for an 
average plant employee to make the 
change-over with no hazard. The 
plants take up very little area, the en- 
tire unit including cylinder space oc- 
cupying a strip five by 15 ft. 

This type of standby is of benefit 

(Continued on Page 91) 
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THE AMERICAN BRASS COMPANY 
Ay 


ANACON DA 


General Offices: Waterbury, Conn. nt mapas hen Offices and Agencies in Principal Cities 


PAT. OFF 


REGUS 


Products: Anaconda Deoxidized Copper Tubes in Standard Sizes, Types K and L; 
Also Anaconda Solder Fittings and Cast Bronze Flared Tube Fittings 


In recent years copper tubes for threadless assembly with 
solder, flared tube and compression-type fittings have be- 
come widely used. Copper tube installations offer the fol- 
lowing advantages: They are rust-proof, flexible, ex- 
tremely easy to install and relatively low in cost; the long 
lengths available reduce the number of fittings required 
and the labor of installation. 


Anaconda Copper Tubes 


Anaconda Deoxidized Copper Tubes, together with Ana- 
conda Solder Fittings and Cast Bronze Flared Tube Fit- 
tings, are readily available from leading supply houses 
throughout the country. Specially deoxidized to increase 
strength and corrosion resistance, these precision-made 
tubes in sizes up to and including 1%” are finished soft 
in 30, 45 and 60-foot coils; also hard or soft in 20-foot 
straight lengths. Sizes over 1%” are furnished hard or 
soft in 20-foot straight lengths. 


Wall Thicknesses — Anaconda Tubes are made in two 
weights—Types K and L, both of which meet their re- 
spective requirements as issued in U. S. Government Spec- 
ification WW-T-799 and A.S.T.M. Specification B-88-33. 
Type K, the heavier, is recommended exclusively for un- 
derground installations, and is preferred to Type L for 
all other work. 


Listed by Underwriters’ Laboratories — Annealed (soft) 
Anaconda Type K Tubes in underground service sizes 
have been tested and listed under reexamination service 
by Underwriters’ Laboratories for connecting gas and oil 
appliances. 


Fittings—Anaconda Cast Bronze and Wrought Copper 
Solder Fittings are furnished in all standard types and 
sizes from %” to 4” inclusive. Anaconda “Flared Tube” 
Fittings, made of cast bronze are available in standard 
sizes and combinations of sizes from %” to 2” inclusive. 


Bottled Gas Installations 


Widely used for service connections and control unit tube, 
Anaconda Copper Tubes may be depended upon to serve 
efficiently—year in and year out. Complete freedom from 
rust provides true economy, reduces servicing and pro- 
motes good will. Soft coils in long lengths facilitate in- 


stallation, minimize waste and cut down the number of 
fittings required. 


Anaconda Type K Copper Tube assembled with Anaconda 
Flared Tube Fitting 


Anaconda Type L Copper Tube assembled with Anaconda 
Cast Bronze Solder Fitting 


Small Mains and Services 


Extensive investigation by leading utilities has revealed 
that the life of copper tubes in underground use varies 
up to and somewhat beyond ten times that of ferrous 
metal—depending on local conditions. Since the rate of 
corrosion and the thickness of tube walls combine to de- 
termine serviceable life, the heavier Type K tubes are 
recommended where soil is corrosive. As a result of the 
savings gained through greater durability, and because 
of their relatively low cost and obvious installation ad- 
vantages, copper tubes are being used by several large 
gas companies for all new services and for the replace- 
ment of existing lines as they rust out. For the same 
reasons, copper tubes prove worthwhile for small mains 
and have already been used to considerable extent for this 
purpose. 


0. D.—In. I. D.—In Wall—lIn. Lbs. Per Ft. 
Nominal 
Size Types K & L Type K Type L Type K Type L Type K Type I 
ys 250 .186 200 032 025 085 068 
4" .375 311 315 .032 030 134 126 
a4" 500 402 430 049 035 269 198 
4" 625 527 545 049 040 344 284 
$4” 875 745 785 065 045 641 454 | 
1” 1.125 995 1.025 065 050 839 653 | 
14" 1.375 1.245 1.265 065 055 1.04 882 | 
144" 1.625 1.481 1.505 072 060 1.36 1.14 | 
2” 2.125 1.959 1.985 083 070 2.06 1.75 
214" 2.625 2.435 2.465 095 080 2.92 2.48 
3” 3.125 2.907 2.945 .109 090 4.00 3.33 
= 314" 3.625 3.385 3.425 120 100 5.12 4.29 
4” 4.125 3.857 3.905 134 110 6.51 5.38 
Installing small gas main of Ana- 5° 5.125 4.805 4.875 160 125 9.67 7.61 
conda Type K Deoxidized Copper 6” 6.125 5.741 5. 845 192 140 13.87 10.20 
Tubes 
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FIG. 1. Plan of typical bulk station for butane showing installation of multiple containers. 


Using Multiple Containers 
at a Butane Bulk Plant 


Vice-president, Southern Steel Company, 
By L. J . WHITE San Antonio, Texas 


HE following is a description of 
a typical butane bulk station, de- 
details of which are shown in the 
sketch, Fig. 1. This design has been 
approved by the Texas Railroad Com- 
mission. 
The individual tanks are 20 ft., 
2 7/16 in. long, overall, and four ft., 
six in. in diameter, giving a capacity 
of 2266 gals. All joints are butt 
welded under A.S.M.E. Code for Un- 
fired Pressure Vessels, Par. U-69, and 
in accordance with the Southern Steel 
Co.’s welding specifications No. 2, as 
accepted by The Hartford Steam 
Boiler Inspection and Insurance Co. 


The tanks are given a hydrostatic 
test pressure of 164.48 lbs. per sq. in., 
and have a maximum allowable work- 
ing pressure of 103.17 lbs. per sq. in. 
head, and 82.24 lbs. per sq. in. shell. 
Each threaded joint is made up with 
Permatex, or some other joint com- 
pound that will remain pliable and is 
not affected by vibration or by chem- 
ical action from liquefied petroleum 
gases. 

In some respects this type of bulk 
station is similar in design and opera- 
tion to those employing large single 
containers. The smaller containers 
cost no more per gal. of capacity, are 
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more readily transported and handled 
and, in the writer’s opinion, are safer 
than single containers. If a large 
single container is accidently damaged 
while in use it must either be repaired 
while charged with liquefied gas or 
the gas must be transferred into some 
other container or allowed to escape 
into the air. Often there is nothing 
into which the gas may be trans- 
ferred. With multiple containers it is 
an easy matter to transfer the gas 
from any one of the tanks to the 
others. 

Another advantage of the multiple 
containers is the flexibility of the 
unit. If the purchaser desires to start 
in business with only two or three 
tanks and later increase the number 
to where he can handle carload de- 
liveries, he can do so by merely add- 
ing additional equipment. Finally, if 
for any reason the station is aban- 
doned, the smaller tanks have a much 
higher salvage or resale value, or they 
may be moved to another location with 
less expense than the large tanks. 

£ e 


National Butane Gas Co. 
Plans Expansion Move 


As the first step in the 1938 expansion 
program of the National Butane Gas 
Co., Memphis, Tenn., F. T. Delarzelere, 
sales manager, has announced that 40 
new salesmen were hired during the 
month of January. 

According to Mr. Delarzelere, these 
expansion plans are the result of 1937 
business growth. During 1938 the com- 
pany will operate in Middle and East 
Tennessee, in addition to its West Ten- 
nessee and Mississippi territory. 

One of the promotion projects included 
in the new expansion program of the 
National Butane Co., is a Gas Kitchen 
on wheels which has been touring the 
district in and around Trenton and Gib- 
son County. Conducted under the man- 
agership of Carlos Maxwell, the kitchen 
is complete in every detail with a con- 
veniently arranged gas range, radiant 
heater, refrigerator, water heater, sink 
with running water, work tables, and a 
full line of kitchen utensils for demon- 
stration purposes. Cooking demonstra- 
tions are conducted by Dorthea Crimm, 
home economics expert. 


Texas Cities Co. Erects 
Butane Storage Tank 


Texas Cities Gas Co. has erected a 
new 16,000-gal. storage tank in Waco, 
Texas, to hold New Stargas, Lone Star 
Gas Co.’s butane, for servicing the rural 
territory around Waco. The tank is filled 
to 14,400 gals. When the supply is low 
enough to receive a car load of approxi- 
mately 9,500 gals., there is still approxi- 
mately one-half car remaining in the 
tank. 

= 


Byer Bros. Expand 


Byer Bros., gas appliance dealers, re- 
cently opened a bottled gas dealership 
in Colorado Springs. 
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f) A 7 a * AG Vi PAC * | b S S VA LY r S Kerotest Packless Propane Cylinder 
Valve, as illustrated, with Automatic 
Spring Safety makes fusible plugs un- 


necessary. Triple metal diaphragms 
insure long gas-tight service. Seats 


The on ly PERMANENT propane ae ets ae SARE Se = 


may be individually serviced at a min- 
imum cost. Available with or without 


COn fr ol Va lves automatic safety and with or without 


handwheels 


Months and years after Kerotest Packless Valves have faith- 
fully served, the metal diaphragms can be quickly and easily 
renewed without interrupting the flow of gas through the serv- 
ice line—truly the valves of eternal youth—durable as only 
metals can be. 

The patented backseating design of Kerotest Diaphragm Pack- 


less Valves makes this possible and assures a propane gas 
control that is really permanent, dependable and always SAFE. 


Let your first valve cost be your last valve cost—specify 
Kerotest with metal diaphragm and be on the safe side. Send 
for the Kerotest Catalog on Diaphragm Packless Propane- 
Butane Cylinder Valves. Also our Catalog on Special Quality 
Flare Tube Fittings For Bottled Gas Service. You will find 


them a convenient refer- Kerotest Packless Globe Valves are of | 

Forged Brass, designed especially for ' 
Kerotest Standard S.A.E. Flare Tube ence and a valuable use where a quick-acting, serviceable 
Fittings for Propane Service source of information. valve with metal diaphragm is desired 
Made in %" pipe to 1” pipe sizes in- 
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National Bottled Gas Group 


Effects Name Change 


E National Bottled Gas Asso- 
*jation, at a meeting in New York 
City on January 19, voted to change 
its name to Liquefied Petroleum Gas 
Association and to adopt revisions of 
constitution and by-laws. Such changes 
were made in or- 
der to effect a mer- 
ger with Under- 
ground System 
Marketers, a group 
ef 39 companies 
having closely sim- 
ilar aims and activ- 
ities. 

Both groups of 
companies deal in 
liquefied petroleum 
gases, the differ- 
ence being one of 
installation prac- 
tice. Members of the National Bottled 
Gas Association make use of above- 
ground containers and _ regulating 
equipment, whereas members of Un- 
derground System Marketers employ 
a buried or underground installation. 

The first meeting of the Liquefied 
Petroleum Gas Association will be 
held in St. Louis, Mo., on March 21 
and 22, at which time an executive 
board for the combined group will be 
elected. The executive board will in 
turn elect the association’s officers 
from its own membership. 


The executive board itself has been 
expanded to 16 members to make it 
more representative of all the various 
business interests included in the as- 
sociation. Of this number, six will rep- 
resent producers of liquefied petro- 
leum bases, six will represent assem- 
blers and marketers of complete util- 
ization systems and/or resellers of 
liquefied petroleum gases, and one 
each will represent manufacturers of 
gas cylinders, tanks, utilization equip- 
ment and consuming appliances. 

Yearly dues will be determined by 
the member company’s gross sales for 
the preceding year. The dues will be 
one of four fixed amounts, ranging 
from $25.00 to $250.00. Each member 
will be entitled to one vote for each 

25.00 paid in dues. By this arrange- 
ment, according to Franklin R. Feth- 
erston, secretary - treasurer, smaller 
companies will have increased voting 
power as compared to the provisions 
of the former National Bottled Gas 
Association constitution. 


WALTER VERKAMP 


Associate memberships have been 
eliminated. All memberships will be 
active ones and entitled to vote. 


The Association has already organ- 
ized two regional sections, one in the 
Midwest and one in the Southwest. 
Plans are now in progress for organ- 
izing two more, one in the East and 
one in the West. 


The program for the March meeting 
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will be arranged by the following: H. 
W. Richdale, Vapyre Corp.; H. Emer- 
son Thomas, Phillips Petroleum Co.; 
H. S. Bunn, Carbide & Carbon Chem- 
icals Corp.; F. B. Boice, Shell Petro- 
leum Co. It is planned to make the 
technical papers presented available 
for further use at subsequent meet- 
ings of the regional sections. The pro- 
gram committee has asked for sugges- 
tions from the industry on subjects to 
be presented. 

Officers of the Association are W. 
F. Verkamp, president; F. B. Boice, 
vice-president; A. N. Kerr, vice-presi- 
dent, and F. R. Fetherston, secretary 
and treasurer. Headquarters are lo- 
cated at 11 West 42nd Street, New 
York City. 


L. A. Firm Installs Large 
Butane Standby Plant 


ate age to take care of the possibil- 
ity of emergency shut off of nat- 
ural gas from the Southern California 
Gas Co.’s main line from the San 
Joaquin Valley, the first large indus- 
trial butane standby plant in the Los 
Angeles area has been installed and 
tested out at the Gladding, McBean 
& Co. Glendale, Calif. plant. 

This unit is designed to take care 
of a normal requirement of 1,000,000 
cu. ft. per day of natural gas which 
can be increased to 2,000,000 cu. ft. 
per day by adding additional storage 
and compressor capacity. 

The plant has 30,000 gals. of butane 
storage with facilities to receive ship- 
ment by either rail or truck. Car un- 
loading is accomplished by use of 
steam for heating the car and raising 
the pressure over the pressure in the 
receiving tank. 

Due to local re- 
strictions it was 
necessary to coat 
and bury the tank 


HEAT EXCHANGER 

and controls on the 

butane-air standby 

plant at Gladding, Mc- 

Bean & Co., Glendale, 
Calif. 


underground. This 
required the re- 
moval of close to 
1,000 yards of ma- 
terial as the loca- 
tion was in what 
was once a part 


of the Los Angeles River bed. A 
20 ft. excavation was necessary to 
allow for setting foundations and a 
4-ft. cover over the tank. The tank 
was coated to meet the Industrial Ac- 
cident Commission specifications with 
one coat of Protececote Mastic trowel- 
led on cold and wrapped with Osna- 
burg cloth and a hot coat of asphalt 
enamel applied as the final finish. The 
tank, which weighed approximately 
25 tons, was lowered into the hole by 
a large revolving crane with planking 
under the sling to protect the coating. 

Vaporization is taken care of by a 
tube and shell exchanger using hot 
water from a Watrola flash type 


heater as the source of heat. This 
heater operates on undiluted butane 
gas, and the plant can be brought up 
to full load capacity in less than 10 
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OFFERS HEATING AND HOT  (@eiitieeam 
N A WATER WITH BUTANE, % 
PROPANE AND BUTANE-AIRGY oy > 


These Products Build Sales 
in Highly Specialized Field 


EM tc ee ered ee ee 


The AGP Clipper Auto- 
matic Storage Water Heat- 
er and AGP 6-column 26” 
Radiator are specially de- 
signed for Butane,Propane 
and Butane-Air. Features in- _ sess as well, all other features 
clude specially drilled ports, that have earned for AGP 
special burners and 100%- Equipment an enviable repu- 
shut-off safety pilot. They pos- _ tation as the world’s best. 
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AMERICAN GAS PRODUCTS CORPORATION 


DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


Automatic Gas-Fired Storage 


WATER HEATER 


UNVENTED 26° 
GAS-FIRED RADIATOR 


A special version of the famous 
AGP Clipper to burn Butane, Pro- 
pane or Butane-Air with utmost efh- 


Scientifically constructed to 


burn Butane, Propane or 
Butane-Air, the AGP Gas- 
FIRED Steam Radiator will 
prove a big seller. Specially 


ciency and dependability. Outside 


flue type heater with baked enamel 


SAINTS MOTE 


jacket and tank of copper bearing 
steel, galvanized. 5 sizes 15 to 40 gals. drilled ports and special 


controls provide for maxi- 


mum efficiency and safety. 


&) The Complete Line of 


AGP EQUIPMENT 
includes: 


AGP CONVERTORS to fit 
every type of boiler and fur- 
nace — and every budget re- 
quirement. 


NEW AGP FLOOR 
NEW AGP AIR CONDI- FURNACE — Pro- 
TIONER (Type K). A new vides excellent results in 
AGP EMPIRE IDEAL — the low-priced winter air condi- bungalow or one-story 
world’s most beautiful gas tioner with heavy steel heat- house, with or without 


oe - 
rv AGD 
7 . FANT | _ / 
Ay AMERICAN GAS | & 
PRODUCTS CORP | | 


boiler—in a full range of sizes. ing unit built to AGP quality. basement. 


| “ff WORLD'S LEADING MANUFACTURER OF 


\ GAS-FIRED EQUIPMENT ‘2:23:2%, 
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GAS REGULATORS 


Every Fisher Gas Regulator you buy is guaranteed to have been 
tested under the actual pressure and operating conditions of your service. 
Special Fisher manufacturing facilities and ingenious methods make prompt 
deliveries possible. Fisher maintains a complete engineering service for this 
Specialized industry. Write us regarding your regulator problems. 


Type No. 713. Small, compact all die Type No. 741C. Two Drum Regulator, with integral 
— regulator ag ee a changeover mechanism built in. No high pressure mani- 
built in. Suitable for all domestic Pro- fold or cross tee, thus several high pressure joints and 
pane installations. Fitted with POL con- iat 
potential points of leakage are eliminated. Most simple, 


nection as shown, which screws directly ref : 
into cylinder valve. Connections also fool-proof, positive operating regulator available for your 
major two-drum systems. 


available for special installations. 


Type Type No. S50C. 
No. 730. Gas Pressure Test 
Gas Regula- Set. For inches of 
tor. Stand- water column or 
ard in gas ounces pressure. Ac- 
industry. cepted standard for 
Ideal for pressure testing 
handling equipment. Gives to- 
large vol- tal reading at glance. 


umes of gas, especially butane where the 
inlet pressure is low. Outstanding fea- 
tures. Automatic loading maintains con- 
stant reduced pressure. Sizes %” to 2” 
and for all inlet pressures from 1 lb. to 
150 lbs. reduced pressure from 5” Water 
Column to 3% Ibs. Get complete details 
—Write for Catalog 32B. 


Fisher Sales Engineers in Every Principal City 


Accurate within %” 
water column. Elim- 
inates “U” gauges or 
manometers. No liq- 
uid to blow out or 
spill. No glass tubes 


to break. Available in several calibrations, with or without 
case as illustrated. Write for Folder 57 and prices. 


FISHER GOVERNOR COMPANY 


MARSHALLTOWN. 


IOWA 
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minute’s time. Water temperatures 
and liquid level in the heat exchanger 
are thermostatically controlled. 

The air gas mixture is controlled by 
a Foxboro Ratio Flow Controller op- 
erating on the differential across the 
plate in the gas meter run and con- 
trolling the amount of air through a 
diaphragm operated valve. Pressure 
in both the gas and air meter runs is 
held constant with Fisher Wizard 
Pilot Controls. The air mixed gas is 
piped 600 ft. through a 4-in. line to the 
house side of the gas company meter 
at 17 lbs. pressure. A hot tap was 
made into the main plant distribution 
header to eliminate a shut down. The 
plant was tested out using various gas 
air ratios and a 52-48 mix gave satis- 
factory burner characteristics in the 
boilers and the furnaces. 

The equipment was furnished by 
The Ransome Co. of Emeryville, Calif., 
and the installation was made under 
the supervision of John Herold, cera- 
mic engineer of the Gladding, McBean 
& Co. Harold W. Wickstrom of Pasa- 
dena was consulting engineer. 


New Butane Gas Co. Formed 
_In Franklinton, La. 


In Franklinton, La., J. E. Warren, po- 
lice juror, and Hackley, merchant, have 
organized a group of local business men 
to establish Modern Gas, Inc., a butane 
gas bulk plant. The new concern will 
sell and distribute the fuel through in- 
dividual service systems. 

The ordering of tanks and equipment 
for the bulk plant as well as warehouse 
and office construction took place the lat- 
ter part of December. Robert W. Bate- 
man will be sales manager for Modern 
Gas and F. H. Boekelmann will act as 
general manager. The area served by 
the new company will include Kentwood, 
Osyka, Tylertown, Poplarville, Picayune, 
and Franklinton. 


Republic To Merge Klamath 
With Southern Oregon Corp. 


Sale of Klamath Natural Gas Co., 
Klamath Falls, Ore., to Republic Electric 
Power Corp., San Francisco, Calif., 
(G AS, September, p. 48), has been ap- 
proved by the Securities and Exchange 
Commission. The new owners plan to 
merge the Klamath utility with Southern 
Oregon Gas Corp., a Republic subsidiary. 

Ernest Mullis of Klamath Falls will 
serve as manager. 

Natural gas has been used in Klamath 
Falls since 1930. During the past three 
years consumption has increased 125 per 
cent, according to Dr. W. Stearns, former 
owner of the company. 


= @ 
Gulf Cities Serves Silsbee 


With the completion by Houston Pipe 
Line Co. of a 7-mi. line from the Sils- 
bee Field, Hardin County, Texas, to Sils- 
bee, Gulf Cities Natural Gas Co. is serv- 
ing natural gas to domestic consumers 
in Silsbee. 
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FIG. 4. Cost of heating water with various methods. 


Bottled Gas Load Building 


(Continued from Page 42) 


approximately the equivalent of $1.00 
per 1,000 cu. ft. of 530 B.t.u. gas or 
le per kw. hr. electricity. The rate 
adopted (established on a _ thermal 
basis) was 2.2c per decitherm (equiv- 
alent to 4.73c per pound of propane) 
used for automatic water heating and 
refrigeration. A discount of 10 per 
cent was allowed for payment of bill 
on or before due date, making the net 
rate approximatly 4'4c per pound. 

The previously established general 
rate for cooking and miscellaneous 
uses was not changed and the new 
water heating rate was made avail- 
able only to customers using the pro- 
pane in a major cooking appliance 
under a general rate schedule and 
who, in addition, use the product for 
automatic water heating or refrigera- 
tion. 

During the first year that auto- 
matic water heating and refrigeration 
were actively promoted, the consump- 
tion of the additional appliances was 
measured separately from the cooking 
consumption by means of a meter in- 
stalled for this purpose. By this 
means, it was possible to accurately 
determine the cost of heating water 
and furnishing refrigeration service. 
Segregation of the cooking and water 
heating consumptions served to con- 
vince not only the users but the sales 
force as well that water heating and 
refrigeration costs under the new rate 
schedule were entirely acceptable. 
Subsequently, the installation of sep- 
arate meters on service lines to auto- 
matic heaters and refrigerators was 
discontinued, in order to reduce the 
necessary investment in meters. A 


new rate schedule, extending a net 
rate of 2c per decitherm on gas used 
monthly in excess of normal cooking 
requirements, was adopted for con- 
sumers who installed an automatic 
water heater or refrigerator in addi- 
tion to a range. Under the rate sched- 
ule applying to separately metered 
water heater or refrigerator consump- 
tion, the consumer agreed to pay an 
annual minimum charge of $12.00 for 
the gas used in these appliances. Un- 
der the later rate schedule applying to 
the usage of all appliances, a mini- 
mum annual consumption equal to an 
average of $1.95 per month for the 
12-month period between January 1 
and December 31 is guaranteed. 


Sales Campaign 


Coincident with the establishment 
of the water heating rate, it was nec- 
essary to institute an aggressive sales 
and advertising campaign to get a 
large number of customers to imme- 
diately install automatic water heaters 
on the new rate, so that the gas load 
could quickly be built up to the point 
where it was profitable. 

The first step in the sales plan was 
to make it easily possible for the cus- 
tomer to have an automatic heater in- 
stalled. A rental-purchase plan was es- 
tablished and made available to any 
old or new customer (using a major 
cooking appliance under the regular 
cooking or general rate) whose credit 
was satisfactory, and who was not a 
“seasonal” customer (such as sum- 
mer camp). Under this plan, rental! 
was as low as 4c a day on certain con- 
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FIG. 5. What 25 per cent of all propane customers say they would pay per month for 
automatic hot water service (1935). 


version type heaters and the rental 
period was uniformly 60 months for 
all automatic water heaters. When the 
customer had paid the total rental 
price of the heater, either at the end 
of the 60-month period or at any time 
he wished to before that, the heater 
became his property. However, in case 
the customer paid in full for the heater 
within 60 days from date of its in- 
stallation, a discount was allowed 
which was equal to the finance charge 
originally added. 

The total rental price of the heater 
included the connection of the heater 
to existing gas piping on the same 
premises, when not more than 30 feet 
of gas pipe was required; connection 
to the water lines, when not more than 
30 feet of water pipe was required; 
and also connection to a flue, when it 
was considered necessary by the com- 
pany, and when not more than 20 feet 
of flue pipe was required. The cus- 
tomer paid for any pipe required in 
excess of the above amounts and for 
extra material and labor occasioned 
by unusual conditions. 

The rental or rental-purchase plan 
was designed to place the largest pos- 
sible number of automatic water heat- 
ers in use in the shortest possible 
time. Being a rental plan it appeals to 
those who are interested in automatic 
hot water service, but are skeptical 
concerning operating cost, because it 
permits the user to discontinue use at 
any time without obligation to make 
further payments. The same feature 
also appeals to tenants who would like 
to have automatic hot water service 
but who would hesitate to commit 
themselves for the entire cost of the 
appliance because of doubt as to how 
long they will continue to occupy the 
rented premises. The very small down 
payment and small monthly rental 
charge are features of decided attrac- 


tion to anyone of limited means and 
serve to further facilitate placing a 
a large number of heaters in use. The 
fact that the rental payments apply in 
their entirety on the purchase price of 
the heater is a feature of particular 
interest to property owners, who de- 
sire to permanently improve the value 
of their property in addition to en- 
joying the convenience of automatic 
hot water service. From the stand- 
point of salability, a rental-purchase 
plan is certainly the most ideal which 
could be offered. The value of a plan 
of this type has been proven time and 
time again by aggressive gas utility 
companies bent on increasing load by 
adding new appliances to lines. 

Three water heaters were originally 
made available to customers under the 
rental plan: 


1. A low input type of conversion 
automatic unit which is attached to 
the customer’s existing water tank if 
suitable. The water tank is then in- 
sulated. This heater has a maximum 
input of 4,465 B.t.u.’s per hour and a 
maximum recovery of 6.7 gals. per 
hour through a 60-degree temperature 
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rise. It is suitable for medium size 
families (two to four people) where 
both hourly and daily demand is nor- 
mal. (Later the use of this low input 
conversion heater was discontinued, 
partly because of “liming up” diffi- 
culties in hard water territories and 
partly because of a fairly sizeable 
number of cases wherein the heater 
was incorrectly specified had arisen.) 

2. A medium input type of conver- 
sion automatic unit of the same type 
as No. 1, but with a maximum input 
of 12,600 B.t.u. per hour and maxi- 
mum recovery of 18.6 gals. per hour. 
This heater is suitable in cases where 
the financial circumstances of the fam- 
ily indicate the ability to pay for a 
more liberal use of hot water than 
the lower input heater provides. 

3. A complete insulated automatic 
storage heater with 30-gal. tank. This 
heater has a maximum input of 12,500 
B.t.u. per hour and will take care of 
the requirements of the average home. 

While the customer is allowed to 
select any one of the above heaters for 
installation, success in the use of such 
a plan requires that the customer be 
furnished the correct heater for the 
job to be done and that the heater be 
so installed as to produce the largest 
possible amount of hot water at the 
lowest possible cost. It is necessary, 
therefore, that the sales personnel be 
carefully instructed in the estimation 
of hot water requirements of various 
types of families and that they get 
the customer to install the most suit- 
able heater for the requirement. 


Advertising and Selling 


The next step in the sales plan was 
to immediately inform all customers 
of the new water heating rate and of 
the rental-purchase plan. This was ac- 
complished by direct mail advertising 
followed up by personal calls on all 
customer prospects. From the Cus- 
tomer Survey previously described, 
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FIG. 6. Comparison of gross income returned from various groups of customers. 
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data had been obtained as to the ex- 
act method, of water heating used by 
each customer. For the purposes of 
the rental plan, the customer pros- 
pects fell into two general groups: 

1. Those who were using a man- 
ually controlled, side-arm type of pro- 
pane water heater. 

2. Those who did not have any 
type of propane water heater. 

In order to induce the first class of 
customers to replace the manually- 
controlled heater with an automatic 
heater, a trade-in allowance of $6.00 
was offered for the manually - con- 
trolled heater, to be deducted from the 
total rental price (or cash price) of 
any of the three automatic heaters 
available. Then a series of three fold- 
ers were mailed at intervals of six 
days to all customers of this first 
class, describing the rental-purchase 
plan, the trade-in allowance, and the 
gas rate reduction. 

To the second class of customers, 
those having no propane water heater, 
a separate series of three direct mail 
folders was sent at six-day intervals, 
describing the rental - purchase plan 
and the rate reduction. 

As soon as the first folder in each 
series had been mailed, salesmen be- 
gan calling on all customers receiving 
them, and the personal calls continued 
until all customers had been contacted 
several times. Of course, recalls are 
still continuing. 

Both the rental plan and rate reduc- 
tion were featured in all of the com- 
pany’s customary advertising media, 
poster boards, monthly bill enclosures, 
truck signs, and dealer magazine. 


Results 


The water heater rental-purchase 
plan and water heating rate have had 
unusual customer acceptance. Prior to 
their inauguration, approximately 3.8 
per cent of the customers were equip- 
ped with manually-controlled side-arm 
heaters and approximately 0.8 per cent 
were equipped with automatic heat- 
ers. It has previously been shown that 
at that time the average annual rev- 
enue from a customer having a range 
and side-arm heater was only 2.8 per 
cent greater than from the average 
customer using a range only, and that 
many of the side-arm heaters were 
used hardly at all. 

At the end of the first year (1936) 
of operation under the new plan, ap- 
proximately 4.3 per cent of all cus- 
tomers were using automatic water 
heaters and the average annual con- 
sumption of the customers installing 
these heaters was increased to approx- 
imately 920 lbs. of propane per year 
or approximately 214, times the previ- 
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BUTANE 


FOR LIFE 


GIVE YOU AMAZING HEATING 
EFFICIENCY AND ECONOMY 


PACIFIC MAKES 
THIS COMPLETE 
LINE OF HEATING 
APPLIANCES FOR 
BUTANE GAS 


THERMOLATORS 


RADIANT CIRCULATORS 
WALL HEATERS 
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Each Pacific Multi-Tubular burner 
unit is a complete, independent blue- 
flame Bunsen burner, drawing its own 
air and gas supply in exactly the right 
om agg for correct combustion. 
Orifices are drilled at the factory to 
insure a permanent, scientific fuel-air 
adjustment. 


Complete safety at all times is 
assured by the Pacific safety pilot, an 
exclusive patented feature of all Paci- 
fic butane-propane heating appliances. 
This complete safety device shuts off 
the gas supply to the pilot as well as 
to the burners if there is any interrup- 
tion in the gas supply. 


Pacific manufactures a complete line 
of gas heating appliances for butane- 
propane, and all other types of gas. 
Whether your heating problems are in 
the residential, commercial or indus- 
trial fields —GET ALL THE FACTS 
ABOUT PACIFIC PRODUCTS. 


WRITE TODAY FOR CATALOG BG 238 


PACIFIC GAS RADIATOR CO. 


1740 W. WASHINGTON BLVD., LOS ANGELES, CALIF. 


Manufacturers of the Most Complete Line 
of Gas Heating Appliances in the West 
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ous average consumption with range 
only. Experience in the second year of 
the plan was equally satisfactory. The 
experience of the manufactured gas 
industry has been that the consump- 
tion of a customer with range and 
automatic water heater is approx- 
imately 2144 times that of a customer 
using a range only. This corresponds 
closely with the current experience. 


Complaints at Minimum 


Of utmost significance is the fact 
that practically no complaints have 
been received from customers, using 
automatic heaters under the water 
heating rate, about the cost of opera- 
tion. This furnishes good evidence 
that the rate established is the correct 
one to satisfactorily obtain the water 
heating load. 

The above experience is offered as 
an example of the possibilities which 
exist for the profitable expansion of 
the bottled gas industry, if the factors 
affecting the industry and the funda- 
mentals of rate structure are carefully 
studied. In the period just ahead, 
when greater and greater emphasis 
will be placed upon increasing the av- 
erage customer load to further benefit 
by existing facilities, aggressive de- 
velopment of the water heating market 
by the entire bottled gas industry will 
undoubtedly prove to be profitable. 
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Directory of Manufacturers 


(Liquefied Petroleum Gases) 


BARNSDALL OIL CO.—Petroleum Building. 


Box 2039, Tulsa, Okla. Commercial 
butane. Commercial propane. Butane- 
propane mixture (20 to 40 per cent pro- 
pane). 
Refineries: Earlsboro, Okla. (butane 
and propane). Avant, Okla. (butane 
only). 

BRADFORD GASOLINE CO.—Terminal 
Building, Bradford, Pa. Butane. Pro- 
pane. Butane-propane mixture (60 per 


cent butane, 40 per cent propane). 


CARBIDE AND CARBIN CHEMICALS 
CORP.—30 East 42nd St., New York, 
N. Y. Butane. Propane. 

Refineries: Carbide, W. Va.; East Chi- 
cago, Ind. 

THE CARTER OIL CO., MARKETING 
DEPARTMEN T—930 National Bank of 
Tulsa Building, Tulsa, Okla. Butane. 
Propane. Pentane. Butane-propane mix- 
ture (any desired). 

Refinery: Seminole, Okla. 

CITIES SERVICE OIL COt—Bartlesville, 
Okla. Butane. Propane. 

Refinery: Wichita, Kan. 

CUMBERLAND GASOLINE CORP. — 
Cleveland, Ohio. Butane. Propane. Bu- 


The SUPPLEMENT to the Handbook 
Butane-Propane Gases (2nd edition). . 
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Copy 


A record of the past two years of progress in the 
Liquefied Petroleum Gas Industry published March 1937 


HANDBOOK 


BUTANE 
PROPANE 
GASES 


SECOND EDITION 
375 pages 


$5.00 per copy, plus postage 


CONTENTS: Use in internal combustion ae wee Design & Installation of Stor- 


age: Supply from Petroleum Refineries: 


Eng 


neering Data on the Lower Olefins: 


Domestic Appliance Testing and Utilization: Economical Comparisons with Coal 
Oil, Electricity, Producer Gas, Manufactured Gas: Town Plants: Manufacture 


from Natural Gas: Special Uses: 


Volume Correction Factors: 


Supplements & 


Revisions: Transportation: Use with other Gases: Analysis & Testing: Properties 


of Mixtures: Bottled Gas Distribution: 


Catalogue Section. 


2nd Edition Handbook. . .$5.00 
2nd Edition Supplement. .$1.00 


Biblicgraphy: Central Plant Directory: 


BOTH 
NOW 


5% 


postage 


We pay the postage on orders accompanied by remittance. 


Published by publish- 
ers of OIL & GAS 


Equipment Review 


Bas 


810 S. Spring St. 
Los Angeles, Calif. 


The NATURAL Gas Magazine 


tane-propane mixture (any desired). 
Refineries: Fincastle, Ky. 


GENERAL PETROLEUM CORP. OF CAL- 
IFORNIA—108 West Second St., Los 
Angeles, Calif. Butane. Propane. Bu- 
tane-propane mixture (20 to 40 per cent 
propane). 
Refineries: Los Angeles and Kettleman 
Hills, Calif. 

GLACIER PRODUCTION CO.—Cut Bank, 
Mont. Butane-propane mixture (35 per 
cent propane; 65 per cent butanes). 
Refinery: Cut Bank, Mont. 

HOPE CONSTRUCTION AND REFIN- 
ING CO.—545 William Penn Way, 
Pittsburgh, Pa. Butane. Propane. Pro- 
tane. Butane-propane mixture (any de- 
sired). 

Refinery: Hastings, W. Va. 

HUMBLE OIL & REFINING CO.—Hum- 
ble Building, Houston, Texas. Butane. 
Propane. Butane-propane mixture (20 
to 40 per cent propane with normal 
butane). 

Refineries: Overton, Danciger, and Bay- 
town, Texas. 

IMPERIAL GAS CO.—4212 South Broad- 
way, Los Angeles, Calif. Iso-butane. 
Propane (6 grades). Iso-butane and pro- 
pane mixture (90-10; 80-20; 50-50). 
Refinery: Huntington Beach, Calif. 


LONE STAR GAS CO.—Dallas, Texas. 
Butane (90 per cent butanes; 10 per cent 
propane). Propane (97 per cent). Bu- 
tane-propane mixture (any specified). 
Refineries: Gordon, Texas (propane and 
butane). Ranger, Texas (butane). 

LOS NIETOS PRODUCING & REFINING 
CO.—714 W. Olympic Blvd., Los An- 
geles, Calif. Butane. Butane-propane 
mixture (butane, 80 per cent; propane, 
20 per cent). 

Refinery: Kettleman Hills, Calif. 

PETROLANE, LID.—2901 Orange Ave., 
Long Beach, Calif. Butane-propane mix- 
ture. 

Refinery: Long Beach, Calif. 

PHILGAS DEPARTMENT, PHILLIPS 
PETROLEUM CO.—7-101 General 
Motors Building, Detroit, Mich. Bu- 
tane. Propane. Butane-propane mixture 
(to specifications). 


Refineries: Lep, Okla.; Oklahoma City, 
Okla.; Borger, ‘Texas. 

SHELL OIL CO.—Shell Building, San Fran- 
cisco, Calif. Butane. Propane. Butane- 
propane mixture (various). 

Refinery: Wilmington Refinery, Watson, 
Calif. 

SHELL PETROLEUM CORP.—12th and 
Locus St., Shell Building, St. Louis, Mo. 
Butane. Propane. Butane-propane mix- 
ture (can be supplied). 

Refineries: East Chicago, Ind.;. Wood- 
river, Ill.; Norco, La.; Houston, Texas. 
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SKELLY OIL CO.—2534 Madison Ave., 
Kansas City, Mo. Butane. Propane. 
Refineries (Skelly Butane’): El Do- 
rado, Kan.; Cunningham, Kan.; Lyman, 
Okla.; Skellytown, Texas; Eunice, N. M. 


THE SLOAN AND ZOOK CO.—Box 481, 
Kane, Pa. Butane. Propane. Butane- 
propane mixture (according to require- 
ments). 


Refinery: Kane, Pa. 


SOUTHERN MINERALS CORP. — 411 
North Broadway, Corpus Christi, Texas. 
Butane. Propane. Butane-propane mix- 
ture (10 per cent propane; 40 per cent 
iso-butane; 50 per cent normal butane). 


Refinery: Clarkwood, Texas. 


STANDARD OIL CO. OF CALIFORNIA— 
225 Bush St., San Francisco, Calif. Com- 
mercial butane. 

Refineries: Richmond, Taft, Huntington 
Beach, Kettleman Hills, and Ventura, 
Calif. 

Distributors: Ransome Co., 4030 Hollis 
St., Emeryville, Calif. F. Hennessey, 
560 So. First St., San Jose, Calif. Geo. 
H. Barnett, 2130 Chester Ave., Bakers- 
field, Calif. Crook Co., 2900 Santa Fe 
Ave., Los Angeles, Calif. 


STANDARD OIL CO. OF INDIANA—910 
So. Michigan Avenue, Chicago, Il. 
Propane. 

Refineries: Whiting, Ind.; Woodriver, 
Ill. 


STANDARD OIL CO. OF NEW JERSEY— 
26 Broadway, New York, N. Y. Butane. 
Propane. Butane-propane mixture (any 
percentages required). 

Refineries: Hastings, W. Va.; Bayway, 
N. J. 

Disributors of Essotane (domestic pro- 
pane): Fuelane Corp., Liberty, N. Y. 
Protane Corp., Erie, Pa. Country Home 
Gas Service, Pamona, N. Y. Economic 
Gas & Equipment Corp., Wyandanch, L. 
I. New Jersey Northern Gas Co., Lam- 
bertville, N. J. 


THE STANDARD OIL CO. (OHIO) — 
Midland Building, Cleveland, Ohio. Bu- 
tane. Propane. Butane-propane mixture 
(10 per cent—30 per cent). 

Refineries: Toledo, Ohio (butane and 
propane); Latonia, Ky. (butane-propane 
mixture). 


TIDE WATER ASSOCIATED OIL CO., 
ASSOCIATED DIVISION — 79 New 
Montgomery St., San Francisco, Calif. 
Commercial butane. Butane-propane 
mixture (summer, 85-15; winter, 65-35). 


Refineries: Kettleman Hills and Asso- 
ciated, Calif. 


UNION OIL CO. OF CALIFORNIA—617 
West 7th St., Los Angeles, Calif. Butane. 
Propane. Butane-propane mixture (vari- 
ous percentages). 

Refineries: Wilmington and Orcutt, 
Calif. 


VIKING DISTRIBUTING CO.—Charles- 
ton, W. Va. Butane. Propane. Pentane. 
Butane-propane mixture (55-45 _ per- 
cent). 


Refinery: Clendenin, W. Va. 
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CONNELLY 


CALOROPTIC 


% * 
) An inexpensive, direct-reading, BTU Control 
* System specially adapted for Butane and 
}, Propane Plants. Simple, positive, accurate 
_and convenient. Caloroptic may be connected 
'to control panel to close down plant if the 
j STU's swing beyond high or low limits .. . 
sor may be used to operate motor vaive for 
) controlling the mixture or to ascertain desired 
'a BTU values. Diagram shows hook-up for re- 
emote control with distant signal lights and 
alarm units. 


Style GV Service Governor 


Simplified design with only two moving 
parts, easily accessible. Double guided 
valve gives perfect seating. Renewable 
streamline soft seat provides extra ca- 
pacity. Weight and spring loaded type, 
also mercury or ‘‘no-seal.’’ 


Back Pressure Valve 
For preventing reverse 
flow in gas lines. Pro- 
vides safety on industrial 
burners using beosted 
air pressure. Light weight 
check dise insures opera- 
tion on low differential. 


G 


Connelly New 


ype 
Single columna 
mercury gauge 
for pressure or 


Connelly U -Gauge 


differential use. Accurate, easily Gauge. Can be Pressure Relief Appliance Governor 
Glass or unbreak - readable and dur- carried in kit Valve Simple, rugged design 
able tube, lengths able (non break- bag without loss For line pressures with easily accessible 
from {8” up. able tubing). of mercury. up to 125 pounds. parts. 


CONNELLY covtingn Sie Avy 
pol diem. V. Pine, 2026 Tina Accina 


HYDRO-GAS SYSTEMS 


An uninterrupted gas 
service and the safety 
of your family, friends 
and the public assured 
by reason of proper 
construction and pat- 
ented features. Buy no 
substitute. Registered 


Hydro-Gas Co. 


M. E. McKAY, Pres. 


SAN ANTONIO, 
TEXAS 
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WARREN PETROLEUM CO. (Natural 


Gasoline Corp.) —- National Bank of 


Tulsa Building, Tulsa, Okla. Butane. 
Propane. Butane-propane mixture 
(varies as to season). 


Refineries: Galva, Kan. Eunice, N. M. 


WASATCH OIL REFINING CO.— Mc- 
Intyre Building, Salt Lake City, Utah. 
Butane-propane mixture (70 per cent 
propane; 30 per cent butane). 
Refinery: Woods Cross, Utah. 


WANTED TO BUY 


Propane gas storage tank to hold about 
15,000 gallons or Tank Car. Also, small 
propane tank, suitable for mounting on truck, 
about 1500 gallons propane. What have you? 
Write Post Office Box 130, Danbury, Ct. 


FOR SALE at BARGAIN 


Long established gas utility (butane) with 
tank gas and merchandise department. Gross 
business averages $85,000 per annum with 
approximately 1200 steady customers. Grow- 
ing community with large rural district guar- 
antees expansion. Every year has shown mate- 
rial increase in business. This property worth 
$100,000, but will sell for less to settle an 
estate. Financial statement and historical re- 
view furnished to interested parties. 


Reply GAS, Box 82381, 
810 So. Spring St., Los Angeles, California 


HAWKS 


BURNERS 


Heavy indestructible cast iron. Parts 
fit together tightly without threads. 
Lift apart for easy cleaning. Hooded 
ports prevent clogging. Arranged in 
clusters for industrial! use. 

Ideal for small industrial installa- 
tions, particularly coffee urns and 
steam tables. 


Tested and Approved by Bottle Gas 


Manufacturers 
The special construction of Hawks Burners 
for Bottle gas consumption provides for the 
proper mixtures of gas and air for efficient 


combustion 
Write for complete information 


HUGO MANUFACTURING CO. 
49th Ave. W. and Superior St., Duluth, Minn. 
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ABOVE: A VIEW of Cooper-Bessemer hori- 
zontal gas engines, driving liquid-butane 
charging pumps. AT LEFT: A Cooper-Besse- 
mer angle unit used for compressing propane 
gas for refrigeration in a refinery. 


Butane, Propane Pumped and. 
Compressed by Gas Engines 


WO recent examples of the util- 

ization of butane and propane by 
refineries are found in an installation 
of Cooper - Bessemer gas engines at 
Baytown, Texas, and in a compressor 
unit installed at Clarendon, Pa. 

In the first instance, liquid butane, 
used by Humble Oil and Refining Co. 
in their polymerization process, is 
pumped by a pair of horizontal gas en- 
gines, each rated 720 to 825 hp. at 
125 to 138 r.p.m. The pumps which 
these engines drive are said to be the 
largest gas - engine - driven charging- 
pumps in the United States. They 
work at a suction of 600 Ibs. and a 
discharge of 2,400 lbs. pressure, and 
are attached to ends of the Cooper- 
Bessemer. engines’ crankshafts just 
beyond the outboard bearings by 
means of No. 8 “Fast” Flexible 
Couplings.. The engines driving the 
pumps are four-cycle, and each is a 
single tandem, with power cylinders 
26 by 36 in. With these variable-speed 
units, the quantities of liquid butane 
being charged into the stills is deter- 
mined by the speed of the engines. 
Woodward governers, with Foxboro 
Stabi-Flo controls, regulate the en- 
gines through their speed range of 


from 65 to 138 revolutions per minute. 

In the second case, the three-cylin- 
der angle-type unit, rated 225 hp. at 
300 r.p.m. is used to compress propane 
gas in two stages from a suction pres- 
sure of approximately 15 lbs. gage to 
an average discharge pressure of 
around 200 Ibs. The propane is used 
for refrigeration in the lube-oil de- 
waxing process, by Penn-Kansas Pe- 
troleum Co. The unit is two-cycle, with 
two 10 by 14 in. compressor cylinders, 
and one 8%4 by 14 in. compressor 
cylinder. 

Gas engines were chosen for these 
services because gas fuel is conven- 
iently available and economical. 


Coast Counties Improves 
Yreka Butane Plant 


Coast Counties Gas and Electric Co. 
recently completed two major improve- 
ments in the butane distribution plant 
at Yreka, Calif. To supply the necessary 
heat for vaporizing the liquid butane 
to gaseous butane, a butane vaporizer 
has been installed. 

For use in case of power failure, a 
stationary engine, equipped to run on 
butane, driving a rotary compressor has 
also been installed. 
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Baso Announces Safety Unit 
for Bottled Gas Industry 


Milwaukee Gas 
Specialty Co., man- 
ufacturers of the 
Baso, automatic 
control device for 
gas burning appli- 
ances, reports that 
the model intro- 
duced last spring 
has met with marked 
success in “safety- 
izing’ bottled gas 
appliances. 

The new Baso is 
an application of the 
thermo-electric prin- 
ciple, in which a 
pilot flame provides the power to ener- 
gize directly a magnetic gas valve or 
actuate an electric switch. In Baso, a 
small thermocouple, placed in a small 
pilot flame, generates over an ampere 
of current. This current flows through 
a conductor, which may be as long as 
installation requires, and through a 
small coil wound around a _ horseshoe 
magnet. The magnet energizes and holds 
its armature with a force greater than 
eight pounds. If the pilot fails, the 
thermocouple cools and ceases to produce 
current. The magnetic energy is dissi- 
pated, the armature releases, and the 
mechanism actuated. 

Baso has no moving parts, and elim- 
inates bimetals, rods and tubes, and 
liquids-in-bulbs. The _ straight valve 
model comes in %-in., %-in., and %-in. 
sizes with detachable couple lead in 
18-, 24-, 30-, or 40-in. lengths. Valve 
faced with synthetic rubber for use with 
propane or butane gas is available upon 
specification. The valve is also available 
with manual release. 


= & 
Propane-air Standby Used 
By Los Angeles Firms 
(Continued from Page 78) 


to both the user and the gas com- 
panies. It makes possible the recom- 
mendation and installation of direct 
gas-fired appliances in many indus- 
tries that otherwise might have to 
design their equipment using a boiler 
that could be furnished with an oil 
standby for primary source of heat 
and using steam heated appliances. 

The user will consume no more than 
his minimum yearly purchase require- 
ment of propane due to a cost higher 
than that of natural gas, and the com- 
pany customer relationship during a 
gas shortage is materially improved. 

These units were installed under the 
direction of Consulting Engineer Har- 
old W. Wickstrom of Pasadena. 

a 6UCUm 


Oklahoma Accountants Unite 


The Natural Gas Accountants Asso- 
ciatiory was recently organized at Tulsa, 
Okla., to unite the accountants in the 
state who are identified with the natural 
gas industry. Oakah L. Jones, Oklahoma 
Natural Gas Co., Tulsa., was elected 
chairman. 
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“Service Proven” Appliances 
for Butane-Propane Gases 


= CG E ACORN, ORIOLE, VULCAN Domestic Lines. 

7 s s VULCAN Cooking Equipment for Restaurants, etc. 
Hundreds of thousands of dollars’ of S. G. E. appliances are 
giving economical, satisfactory and dependable service to 
users of tank, bottled or other gases. They are “service proven.” 
They are “sales proven” too, because dealers who switch to 


S. G. E. lines enjoy a substantial increase in sales, due to 


see eye appeal, more modern features and outstanding 
values. 


Ss. G. E. DOMESTIC LINES are sold under the wide 
and favorably known ACORN, ORIOLE and VULCAN 
trade-names. The line is complete, ranging from a three 
burner cooker, four burner compact, low-priced ranges 
tor price leaders or special promotions, semi-De Luxe 
ranges, center cook top ranges, up to De Luxe ranges of 
the finest type. The unusually wide range of sizes and 
- het enable you to meet all requirements with only one 
ine. 


Ss. G. E. HOTEL and RESTAURANT LINE, sold 


under the name VULCAN, is the best known and 


most complete line available....from massive ovens. 
ranges and broilers, down to junior ranges, restaurant 
ranges, deep fat fryers, bakers’ stoves, compact 
broilers, griddles, hot plates and burners. Every 


number represents the finest in construction and the 
latest developments in design, at reasonable prices 


_ i S. G. E-COMMERCIAL CREDIT LOW 
m COST FINANCE PLAN, enables you 
sell the 85% who buy on time, without ty- 
ing up your capital. 100% return. | 


COMPLETE ADVERTISING and SALES 
PROMOTION MATERIAL makes it pos- 
sible for you to capitalize to the utmost the 
—_— opportunities offered by the S. G. E 
ines. 


See for yourself the completeness and sales 
features of the S. G. E. lines by sending for 
catalogs, or asking representative to call. 


STANDARD GAS EQUIPMENT CORPORATION 


18 EAST 41ST STREET, NEW YORK 


Boston—Philadelphia—Baltimore—Chicago—Aurora, I|l_—New Orleans—Los Angeles. 


JOHNSON NO. 31 URN BURNER 


Here's a specially constructed Urn Burner that can be placed close 
to the bottom of the urn or steam table, thus utilizing the maximum 
burner heat. This patented burner is designed with Venturi Mixing 
Tube, adjustable primary air shutter and the Johnson Adjustable 
Gas Orifice. Recommended for use with any kind of gas and espe- 
cially propane or butane. Finished in black enamel with nickel 


shut-off valve and fittings. Write for free catalog. 


JES AS APPLUNE G, 
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TABLE No. 4 
1 3 3 8 Daily Propane Butane Feed 
319,200 gals. 152,000 gals. 
Daily Production 
Model 2,100 bbls. 1,000 bbls. (Est.) 
Direct Operating Cost (per calendar day) 
ee ge rar re ke Sick $ 80.00 $ 80.00 
The Cee GID 6 ke dc a tan Bee Sans’ = 5.00 5.00 
honter Maintenance (@ 4% per annum on in- 
WN nocd) saenete ee Oa ease ee 137.00 93.00 
that et Ee A eee: ees 243.00 162.00 
SMILES Steam, @ 30c per 1000 Ib............... 23.00 16.00 
wos Power, @ Me per Kw. BF... ....0 ieee. 412.00 274.00 
while it Water, @ Ic per 1000 gals.............. 117.00 78.00 
Wheieis SE TEOOR | és oa vs ned cad RAs 2s 30.00 20.00 
Total Operating Cost per Day...... $1047.00 $ 728.00 
Debit 
R S ER, Net Charge, on basis 37% net yield by 
weight, evaluating liquified propane- 
butane charge at lc per gal. fuel value 
« and cost of preparation.............. $3192.00 $1520.00 
Radiant Front Console Direct Operating Cost, as above........ 1047.00 728.00 
Fixed Charges, basis—Interest...... 5% 
Notice the modern streamline design and Obsolescence and Depreciation.... 20% 
the two-tone walnut finish. Made in five Taxes and Insurance............. 2% 
— — Fe i B.T.U.'s. Also % 
depen ee a Banged) og: Total Fixed Charges........... 27% 
2100 bbl. plant investment. $1,250,000— 925.00 
MANUFACTURED BY thant 
1000 bbl. plant investment. 833,000— 
FRASER FURNACE CO. . 616.00 
STOCKTON, CALIFORNIA I SU i a ae oa $5164.00 $2864.00 
in tmnt Gas Oil produced 232 bbls. @ $1.30 tage 301.00 
as Oil produce Ss. Mis wos 301. 
H. R. BASFORD COMPANY Gas Oil produced 110 bbls. @ 1.30...... 144.00 
425 Second St., San Francisco 
911 S. Grand Ave., Los Angeles Net Total Cost per Day............ $4863.00 $2720.00 
Net Cost per gal. of Poly gasoline.... .0551 .0648 


AUTOMATIC 
CONTACT PILOT 


Works equally well with every type of re- 
mote furnace control, whether thermostat or 
push-button. Makes every furnace installation 
modern. Moderate in cost—easy to install. 
Write for prices and details. 


¢ 


DOMESTIC MANUFACTURING CO. 
700 East Florence Ave. Los Angeles, Calif. 


Polymerization Processes 


(Continued from Page 52) 


through three of them in series, the 
fourth tower being available for re- 
generation while the other three are 
in operation. The piping and valves 
are so arranged that each tower in 
turn can be used for the first admis- 
sion of the hot vapor; in this way the 
operation of the towers can be rotated 
so that the tower containing the most 
highly spent catalyst can be taken out 
of service when the freshly regener- 
ated tower is put into service. 

From the catalyst towers the ma- 
terial, still in vapor form, passes 
through condenser (11) into distillate 
receiver (12). The liquid condensate 
is pumped by charge pump (13) into 
depropanizer column (14), where 
materials lighter than butane are 
separated from the product and are 
discarded. This column is refluxed in 
a conventional manner; reboiler heat 
is supplied by steam. 

The bottoms from this column pass 
through pipe (15) to stabilizer column 
(16), where materials too light to re- 
tain in the finished gasoline are taken 


over-head and returned to storage 
tank (1) for recycling through the 
entire process. 

The bottoms from stabilizer (16) 
aiid the bottoms from debutanizer (6) 
combined run to gasoline fractionating 
column (17), where the materials 
which are too heavy for the final 
product are separated as bottoms, the 
finished product being taken over- 
head, condensed and then run to 
storage. 

The process of regenerating the 
catalyst tower consists of passing 
through them products of combustion 
from a gas fire tower under controlled 
conditions of temperature, pressure, 
and water vapor saturation. This re- 
quires an air compressor for the neces- 
sary supply of air, a small pressure 
retort in which the combustion takes 
place, scrubbing equipment for remov- 
ing carbon dioxide from the products 
of combustion, and a small auxiliary 
air heating furnace for controlling the 
temperature of the air passed to the 
catalyst towers. 


adie Bihan “ es 


pis Tae a... ee ee 


GAS-February 1938 


Aa 
ATLANTA CINCINNATI DETROIT ————— “A LOS ANGELES PITTSBURGH SEATTLE 
BOSTON CLEVELAND EL PASO ae NEW ORLEANS ST. LOUIS TULSA 
BUFFALO DALLAS HOUSTON = AAAAAANSS NEW YORK ST. PAUL 
CHICAGO DENVER KANSAS CITY yy S yp WAAN —=—= PHILADELPHIA SAN FRANCISCO WASHINGTON 
te WI, 7 iS 


BUTANE - PROPANE NEWS 93 


"7 THE WORTHINGTON 
ANGLE GAS ENGINE 
COMPRESSOR 


LCE 


Sizes: 
75-hp., 150-hp., 


225-hp., 300-hp. 


HESE compact self-contained units are shipped with major ele- 
ments assembled, therefore cost less for initial installation and are 
on the job quickly. 


Readily relocated as complete units to meet changing conditions... 
no dismantling or disturbing original adjustments...hence prompt re- 
turn to service...a direct production value. 


@ Maximum accessibility of vital engine parts because of 
straight-line construction. 


A WIDE RANGE OF 
FUEL ADAPTABILITY 


Worthington Type LCE 
Compressors operate 


@ Twin ignition*. . . an exclusive Worthington feature. 


@ Force-feed lubrication . . . pioneered by Worthington. on a wide variety of 


fuels ... refinery, field 
@ Compressor cylinders quickly changed for changed conditions. and manufactured 


gases...thereby pro- 


@ Totally enclosed . .. dirt and dust proof. tecting continuous 


operation. | 
* At small additional cost | 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


Genera! Offices: HARRISON, NEW JERSEY - Branch Offices and Representatives in Principal Cities throughout the World 


ORTHINGTON 
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DURABILITY 


found only in CONCRETE 


Art Concrete 


Sectional Meter Boxes 


Furnished in combinations suitable for single and 
multiple set-ups, high and low pressure. Features: 
(1) Sections resist displacement when installed and 
are securely locked together by concealed rods. 
(2) Boxes may be lengthened without removal. 
(3) Knockouts are provided for pipe connections. 

. . We also furnish curb valve boxes with break- 
away pipe slots for varying depths. 


Originators and Manufacturers 


ART CONCRETE WORKS 


PASADENA—366 S. Fair Oaks Ave. 
OAKLAND—2400 Adeline Street. 
Jacksonville, Fla.—5S64 Stockton Street 
Birmingham, Ala.—4523 |5th Ave. South 
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NO'EX TP 
IRON: RUST 
| ial Rust Preventive 


,' 


Saves Wetal 


= 
NO-OX-ID has been in continuous service on this 
5,000,000 cu. ft. Gas Holder for many years. No 
metal is being lost and maintenance cost is reduced 
to a minimum. NO-OX-ID in suitable consistency 
is in use on gas holders, pipe and service lines 
under all climatic and soil conditions. 


Inquiries invited. 


DEARBORN CHEMICAL COMPANY 


Los Angeles: San Francisce: 
807 Mateo Street 421 Bryant Street 
Phone TRinity 3385 Phone SUtter 8688 


The product from any of these 
processes must be treated for gum and 
color stability, and for sulphur if 
present. Vapor-phase clay treatment 
has been found satisfactory for gum 
and color stability; sulphur can 
usually be controlled by a strong caus- 
tic wash, or by several of the. well- 
known standard sulphur treatments. 


Yields 


An analysis of yields for the Unitary 
Thermal Process is given in Carey’s 
article in the December, 1936, issue 
of the Refiner and Natural Gasoline 
Manufacturer. He presents two cases 
showing the results from feeding pro- 
pane-butane mixtures. Table No. 2, 
is based on his data. 


From the figures in Table No. 2 it 
is indicated that a net yield of some- 
thing like 35 to 40 per cent by weight 
of the feed can be expected from a 
fairly representative feed stock taken 
from a natural gasoline stabilizer. 
They also indicate that some appre- 
ciable conversion of propane must oc- 
cur in this process, since the feed 
stock containing the larger percentage 
of propane shows the larger percent- 
age of yield, relative to the quantity 
of butane in the feed. 

The Shamrock Dubbs plant is being 
operated on practically pure fraction- 
ated butane, substantially free of 
propane. Under the most favorable 
operating conditions the yield of 
finished product is about 0.35 gal. per 
gallon of raw butane charged, indi- 
cating a recovery of about 45 per cent 
on the weight basis. The conversion of 
propane is felt to be so low by the 
advocates of this process as to not 
warrant the additional plant capacity 
required to handle it. 


Table No. 3 presents in condensed 
form the principal properties of the 
product. Its chief value lies in the 
qualities of high octane value and high 
volatility. These properties make the 
poly product particularly interesting 
for the manufacture of aviation fuels. 
The blending value for raising the 
octane number of other types of gaso- 
lines depends, of course, on the nature 
of the base stock and on the blending 
ratio. In one case blending about 25 
per cent by volume of poly liquid with 
a straight-run gasoline of 40 octane 
number, the effective blending value 
runs from 105 to 110 octane number. 
In general, the higher the octane 
number of the base stock and the 
higher the percentage of poly liquid 
added, the smaller the effective octane 
number of the poly. 

It is difficult to give anything but 
quite general figures on the total in- 
vestment required for building a poly- 
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merization plant, on account of the 
large number of variables which may 
affect the cost of any particular 
project. 

Assuming a supply of raw material 
is available for the feed, the cost of 
a Dubbs plant to handle 1000 bbls. 
per day of raw feed will run around 
$300,000, exclusive of storage facilities 
for producing about 800 boiler h.p. of 
steam and for providing the com- 
pressed air required for the regenera- 
tion of the catalyst towers. The cost 
of a Polymerization Process Corp. 
plant will probably run about the 
same, although no definite figures are 
available covering such a plant to 
treat straight natural gasoline stabi- 
lizer discard. 

The cost of the installation required 
to provide the feed stock will, of 
course, vary widely with plant condi- 
tions. It may be necessary to greatly 
increase the oil-circulating capacity of 
the gasoline plant in order to get the 
necessary extraction of butane or 
butane-propane. This may mean dou- 
bling the gasoline plant facilities, or 
more. In any event, a considerable 
investment is necessary in equipment 
to capture and prepare liquid butane 
from the plant. vent vapors. In the 
case of the Shamrock Dubbs plant 
built a year ago, the cost of the plant 
modifications required to provide a 
feed of 1000 bbls. per day of frac- 
tionated butane was approximately 
equal to the cost of the polymerization 
unit itself. 

The cost for larger units, will, of 
course, not go up in direct ratio with 
the capacity—for example, a plant to 
handle 2000 bbls. per day of raw feed 
would probably cost not over 150 per 
cent of the very rough figures given 
above. 


Costs of Production 


A cost analysis for operation of the 
Unitary Thermal process is presented 
in Table No. 4. The figures for direct 
operating costs are based on a similar 
analysis given in Keith and Ward’s 
article in the November 28th, 1935 
issue of the Oil and Gas Journal. The 
figures in that article are for a plant 
producing 2100 bbls. per day of prod- 
uct, operating on refinery gas contain- 
ing 22.3 per cent of unsaturates; the 
same operating cost figures were used 
in the first column of Table No. 4. 
The figures for the 1000 bbl. plant are 
based on the assumption that most 
items of operating cost, also the plant 
investment, would be about two-thirds 
of the figures for the larger plant. 

In this costs analysis are two items 
which may be considered as being 
open to question. 
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ROBERTSHAW THERMOSTATS 


FOR DOMESTIC AND COMMERCIAL APPLIANCES 


More than 2,900,000 Robertshaw controls are now in use—conclusive proof that Robert- 


shaw is the oven-heat-control preferred by both dealers and consumers. 


Robertshaw's latest contribution to thermostat perfection is found in the Model AT 
series which has the new “Thermal Eye" and front-of-range adjustment features. 


The Thermal Eye signals when the oven reaches the pre-heat temperature called for by 
the dial setting. 


The new design of the AT series permits the oven-by-pass and independent pilot adjust- 
ments to be made by removing two spring clips on the bezel (B and P on illustration). 


Such practical improvements in design together with recognized accuracy and depend- 
ability have made Robertshaw the leading manufacturer of gas range thermostats. 


Models for application to additional home and commercial uses are shown below. 


Space Heater Thermostats (lllus- industrial Thermostats 


trated left) — Six models avail- (Illustrated right)— 
able for accurate control of room Robertshaw provides a 
temperature when installed with wide line of industrial 


thermostats for various 
applications. Write for 
Industrial Bulletin 


circulators, radiant heaters, floor 
furnaces, unit heaters, kitchen 
heaters, and gas steam radiators. 


Water Heater Thermostats (Illus- 
trated right) — Standard to the 
plumbing trade for a generation. 
Give accurate dependable serv- 
ice under all operating condi- 
tions. No storage type heater 
should be installed without one. 


FOR HOTEL AND 
RESTAURANT USE 


Robertshaw provides a complete line of automatic heat controls for 


commercial cooking appliances, including coffee urns, steam tables, 
deep-fat fryers, ranges, bake-ovens, rinse tanks, etc. More than eighty 
of the leading manufacturers of kitchen equipment now use Robert- 
shaw controls. A catalog showing this complete line and listing the 


manufacturers is now available. 


Other commercial equipment for which Robertshaw controls are avail- 


able are sterilizers, glue pots, corn poppers, hair dryers, and many others. 


ROBERTSHAW THERMOSTAT COMPANY 


Thermostats since 1899 


YOUNGW OOD, PA. 
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Fully Automatic 
INDUSTRIAL 


GAS ENGINE 
POWER UNITS 


10 hp to 375 hp 


For ALL [INDUSTRIAL 
PowER APPLICATIONS 


Generators, Pumps, Compressors, 
Air Conditioning and 
Ventilating Service 


* 
Deluxe Sound-Silenced Units 
for Homes, Apartment Hotels, 


Hospitals and Similar Service 


7 
GAS POWER DIVISION 


WAUKESHA 


MOTOR COMPANY 


WAUKESHA WISCONSIN 


The first of these is the value of lc 
per gal. placed on the charging stock. 
It is felt that this is a reasonable 
and conservative value based on aver- 
age operating conditions; however, if 
there is any market for the butane or 
propane-butane mixture as such, this 
value is likely to be much too low. 


The second item which may be open 
to question is the rather high charge 
of 20 per cent for obsolescence and 
depreciation. It is felt that, in the 
present state of the art, this rate is 
justified for two reasons. In the first 
place, a good deal of the equipment 
is required to operate under rather 
extreme conditions of pressure and 
temperature, which lead to rapid de- 
terioration. Secondly, it is felt that 
future developments are likely to make 
plants, built according to present 
ideas, obsolete to a greater or less 
degree in a comparatively short time. 


As shown by the final figures in 
Table No. 4, assuming the reasonable 
accuracy of the detail costs presented, 
the net cost at the plant of the finished 
poly gasoline is about 5%%c per gal. 
for a plant producing around 2000 
bbls. per day, and about 6'4c per gal. 
for a plant producing 1000 bbls. per 
day. These plants would require a raw 
feed of about 320,000 gals. per day and 
152,000 gals. per day, respectively. 


U. S. SUPER de LAVAUD 
CAST IRON PIPE 


“Cast without chill in a metal mold” 


U. S. PIPE AND FOUNDRY COMPANY 
Burlington, N. J. 


MUELLE 


GAS DISTRIBUTION 


EFQUIPMENT 


MUELLER CO., Los Angeles, Calif. 


Decatur Chattar 


nn . . Ange; La :? 
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It should be noted that the figures 
presented are based on the straight 
thermal process, where mixtures of 
propane and butane similar to those 
presented in Table No. 2, are charged 
to the unit. If substantially pure frac- 
tionated butane is charged, as in the 
Dubbs process, the amount of butane 
must be increased correspondingly to 
produce the same total final yields. I 
have shown that the yield from typical 
butane-propane mixtures is about 37 
per cent by weight, whereas the yield 
from straight butane feed through the 
Dubbs process is about 45 per cent by 
weight. This would mean that for an 
equal yield of final product, the total 
weight of straight butane charged to 
the Dubbs process would be only about 
82 per cent of the total weight of 
butane-propane mixture required for 
the thermal process; however, the 
amount of butane itself required for 
the Dubbs process feed would be just 
about double the amount of butane 
required in the mixed feed to the 
thermal process, for the same total 
amount of final product. 

The question of whether or not a 
polymerization unit will pay is purely 
a question of determining whether 
the value of the material produced at 
the time and place under consideration 
exceeds the approximate cost as indi- 
cated by the figures in Table No. 4. 

Considering the poly product itself 
for use straight as motor fuel, there 
are probably very few locations at the 
present time where a profit could be 
shown in competition with other 
methods of producing motor fuel. 
However, there may obviously be 
cases where the value of the poly 
product for blending purposes may 
be much greater than its value if used 
straight for motor fuel. This question 
must, of course, be worked out on the 
merits of each individual case. 

In the case of the Shamrock-Dubbs 
unit, the owner company had an oil 
refinery which produced gasoline of 
exceptionally low octane number, mak- 
ing a base blending stock which could 
use the peculiar properties of the poly 
product to greatest advantage. In spite 
of the fact that the value of the 
finished motor gasoline at the refinery 
was in the neighborhood of 41% per 
cent, the value assignable to the im- 
provement of octane number of the 
finished product obtained through the 
use of the poly gasoline indicates a 
very satisfactory profit on the opera- 
tion of the poly unit. 


References 


The following list of references 
covers some of the later articles which 
have appeared in publications regard- 
ing polymerization. As mentioned in 
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Profit-minded storekeepers are fast awakening to the selling power of modern lighting. 
Observe the thousands of new storefronts, the better lighted interiors, counters, showcases. 

Factory and office executives are likewise engaged in modernizing their lighting, tests 
having shown that better light improves the worker's efficiency, cuts down on accidents, 
reduces waste, lessens eye-fatigue and raises morale generally. 

If this suggests a possible solution to a problem of yours, don't hesitate to ask for a 
Sight Meter test. Phone us today! 


Pp-G- and JA: 


PACIFIC GAS AND ELECTRIC COMPANY 


Owned - Operated - Managed by Californians 
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the references, several of them, them- 
selves, carry more or less complete 
bibliographies, particularly the 3rd 
reference under the general heading 
of ““Process’’, which carries 145 refer- 


ences. 

Process: “Unitary Thermal Polymer- 
ization Process,” J. S. Carey, Refiner & 
Natural Gasoline Manufacturer, Dec. 
1936. (Full discussion of process and 
chemistry. ) 

“Motor Fuels of High Octane—Blend- 
ing Value produced by Thermal Proc- 
ess,” P. C. Keithe, Jr. and J. T. Ward, 
Oil & Gas Journal, Nov. 28, 1935. (Dis- 
cussion of process and economics. Con- 
tains a very complete bibliography of 
145 references.) 

“Polymerization a Major Factor in 
Tomorrow’s Super-Fuels,”’ Gustav Eg- 
loff, National Petroleum News, Oct. 14, 
1936, (Describes Dubbs Catalytic Proc- 
ess, discusses chemistry—3 References). 


Chemistry 


“Motor Fuel Isoparaffins by Thermal 
Gas Polymerization” F. E. Frey, 
C.N.G.A., 1936 (Discussion of experi- 
ments and chemistry.) 

Industrial and Engineering Chemis- 
try, Frey and Hepp, V-28, p. 1439 
(1936). 

“Products of Polymerization,” C. M. 
Ridgway, C. R. Wagner, H. R. Swanson, 
Natural Petroleum News, Nov. 4, 1936. 
(Discussion of thermal process modified 
for special products, five references.) 

Reactions of Pure Hydrocarbons, 
Gustav Egloff, Reinholdt Publishing 
Corp., 330 W. 42nd St., New York City 
(1937). 
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A Small Utility Advertises 


(Continued from Page 54) 


including “spot”? announcements the 
evening before and the day of the 
opening, a studio program, and a re- 
mote control program from the new 
building, with speeches by public of- 
ficials, and music. For these programs 
we imported a handsome and popular 
young baritone from one of the major 
Portland studios. His photograph was 
publicized, and the public (especially 
the women) invited to see and hear 
him in person at the remote control 
broadcast. Incidentally, we also offered 
a free gift (a set of of aluminum 
measuring spoons) to every woman 
who registered at the new office that 
day. 

This showmanship attracted one of 
the largest crowds in Medford’s his- 
tory, nearly 1,000 women registering 
in a few hours, and these represent- 
ing only a small portion of the turn- 
out. We made one mistake, in not 
installing a public address system out- 
side the building, as hundreds could 
not gain admittance! 

Summing up our advertising: Be- 


Trustworthy REGULATION 


28-40 Penn Avenue 


THE CHAPLIN-FULTON MFG. COMPANY 


CF 
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Weighted “Illu- 
minating”’ Regulators 
and Relief Valves are 
seen overhead on the 
Atmos-Gas Producers 
of the C. M. Kemp 
Manufacturing Com- 
pany, Baltimore. 
These are designed 
for reduction and pre- 
cise control of ex- 
tremely low pressures. 
Chaplin-Fulton regu- 
lating devices are 
adapted for every 
need of pressure con- 
trol, including yours. 
Made since 1884. 
Write for Catalog. 


Pittsburgh, Pa. 


sides conducting such special cam- 
paigns, with occasional institutional 
copy, the company advertises prac- 
tically every week in all the news- 
papers. Between insertions of larger 
two-column to five-column merchan- 
dise advertisements, featuring appli- 
ances according to the season, we now 
run small one-column advertisements 
at least twice a week in the dailies and 
every week in the weeklies. These 
little ads, placed near “local, so- 
ciety and personal” items, constantly 
publicize gas and gas appliances in 
powerful layouts with brief messages. 
They are signed, “Gas, the Modern 
Fuel,” and do not carry the company 
name (in the interest of simplifying 
the message), since ours is the only 
gas company serving these towns. 

During the present winter season, 
we are also running a one-column 
by eight-inch advertisement, headed 
“Weather Forecast,” which includes a 
space for the newspaper to add the 
local forecast whenever it predicts 
“Storms or Colder.” Under the fore- 
cast is the word “Prepare,” and a 
sales message on gas radiant and cir- 
culating heaters. Under certain re- 
strictions, the newspapers are permit- 
ted to insert this “weather” adver- 
tisement whenever the forecast justi- 
fies. 

We have found billboard (outdoor 
poster) advertising very effective and 
use a comprehensive showing of 24- 
sheets in strong color, during spring 
and fall months; when it is possible 
to obtain space for at least two con- 
secutive months. 

Frequently, we prepare _ special 
mailing pieces or envelope enclosures, 
and make generous use of bill-stickers 
printed in several colors. We produce 
several of these at once, for economy. 

Floor and window displays also en- 
ter into our advertising program. In 
fact, one principle that every sales- 
minded utility executive learns sooner 
or later is that “everything is adver- 
tising’’—-the appearance of the office 
and display windows, the signs, the 
company trucks, the attitude of the 
girl at the counter, the impression 
made by the salesmen and service 
men. Everything is advertising, and 
we try to reflect success, enterprise, 
businesslike methods, public spirit, 
good service and friendliness in every 
contact with the public, whether print- 
ed or personal. (This involves of 
course, careful selection and training 
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P.C.G.A. COOPERATIVE 
ADVERTISING CALENDAR 


POG. A. COMMITTEE 
Norman R. McKee, President FEBRUARY A.C. Joy (Chairman ), P. G. & E. 
Clifford Jobnstone, Managing Dir. , ss. Spaulding, So. Calif. Gas Co. 
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TRADE JOURNAL SCHEDULE 
Aen acres, BUILDING 


APPLIANCE DEALERS 

West. Home Furnisher . , 12 Pgs. 
West. Plumb. & Htg. Jrnl., Pg.; 
11 26-pegs. 

COMMERCIAL COOKING 

Pac. Coast Record & West. 
Restaurant 12 24-pgs. 
Western Hotel Reporter 6 26-Dgs. 
Keelers’ Pac. Hotel Rey. 6 26-pgs. 
Pac. Coast Rest. Journal 2 26-Dgs. 


COMMERCIAL BAKING 
Western Baker . . - + 12 pgs. 


MANUFACTURING 


West. M achinery & Stee] 12 24-pegs. 


CANDY RS 
Western Confectioner & ND BUILDE 
Ice Cream News + + 12 26-pgs. RCHITECTS A 
BEAUTY SHOPS TO A 
“Beauty”’ Magazine .. 6 24-pgs. 
-AUNDRIES, DRY CLEANERS is addre Enginee! 
Pacific Laundry Journal & in Architect oes Paensing 
Dry Cleaner ) & goer warty eee designe 
MISCELLANEOUS Pasadena | ornia archite 
California, Magazine of known Ca ave it nation 
Pacific Business. - 8% : and Garden & test. 
Building Standards Mo. recent con 


11 
Code Book—Pac. Coast 
Plumb. Insp. Assoc. 
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of employees, fair treatment of them 
and the building up of loyalty and 
esprit-de-corps. ) 

Finally, the company invests sub- 
stantial (but pre-determined) funds 
in its advertising, realizing that it is 
like everything else—productive in di- 
rect ratio to what is put into it, both 
in money and intelligent planning. 
Advertising is regarded not as an ex- 
pense, but as a profitable investment. 
It is taken seriously, and a competent 
metropolitan advertising agency 
(members of whose staff frequently 
visit our territory) is employed to 
handle every detail, including sales 
letters, folders, bill stickers, news- 
paper advertisments, publicity, post- 
ers, radio events, etc. We believe this 
to be the most economical method, 
since we obtain capable advertising 
service at lower cost than we would 
incur for a less experienced, less com- 
plete advertising department of our 
own. 

Art work and cuts have been found 
to be a good investment, and semi- 
humorous or “cartoon” treatment 
very effective in the communities 
served. Especially important are sin- 
cerity, conservatism, and truth, as 
well as “selling-power,” in the written 
or spoken message. 


In the case of the “small town”’ util- 
ity, “direct” advertising usually means 
copy set by newspapers, and details 
supervised by an inexperienced girl 
or clerk. The general result is a mess, 
with something being thrown together 
at the last minute to meet closing 
dates, and with no definite plan or 
sales tie-in. The money spent for 
space is likely to be wasted unless 
some sales-minded person who knows 
advertising, determines what goes 
into the space. 

Speaking from our own experience, 
and according to the methods we use, 
I can answer the original question 
in the affirmative—it does pay a small 
gas company to advertise. 
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Gulf Cities Gas Co. Makes 


New Service Extensions 


Gulf Cities Natural Gas Co., Houston, 
Texas, has completed service extensions 
along Market Street Road to serve many 
new residential additions. The exten- 
sions consist of about 20,000 ft. of 2-in. 
pipe and 29,000 ft. of 3%-in. 

Immediate service to about 150 meters 
is anticipated, but the extensions will be 
able to serve an ultimate of about 2000. 
The new additions are scattered the 
length of the extension along Houston- 
Goose Creek highway, known locally as 
Market Street Road. 


HIGH CAPACITY—SMALL SIZE! 
LOW PRESSURE REGULATORS 


Built in THREE Sizes 


¥%,” Size 

Capacity 
90,000 BTU 
Dimension 
5” Overall 


Small 3,” 
Capacity 
115,000 BTU 
Dimension 
5” Overall 


Exceptional high output—perfect regulation at all pres- 
sures—low lockup. A small size—low cost regulator 
with highest capacities for all types of gas appliances. 


The H. M. Thermo Control Co. 
SI4E. 108th St. Los Angeles, Cal. 


AGA—LISTED 
Write fer more information. 


G-3!!1 — Flathead Extra Pattern 
Gas Stop, Male and Female 


KITSON COMPANY 


240-15 Westmoreland St 


Kitson Safety Devices 
(Lovekin Patents) for 
Domestic Water Heaters 


G-204B—Tee 
Head Standard 
Gas Stop 
Boston Key 


Philadelphia.Pa 


Quality Brass Goods 
for Gas, Water 


and All Plumbing Uses TRADE MARK 


ESTABLISHED /897 
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General Controls Introduces 
New Domestic Valve 


The General Controls Co., has just 
introduced a new slow-opening gas valve 
for domestic applications. Marketed 
under the trade name, the General 
B-55-1, this compact valve can now be 
mounted within a domestic conversion 
burner or furnace casing. Similar in ope- 
ration to the B-55, used in industrial fur- 
nace control, the new B-55-1 is electric- 
ally operated, two-wire, current-failure 
and does not require oiling or servicing. 

Its function is the automatic control 
of gas flow and damper opening. Gas is 
bled into the furnace only during the 
opening period, which gives a flare pilot 
effect to ignite the main gas flow. The 
operation of the damper arm is separate 
from the main valve stem. The main 
valve closes even when an external ob- 
ject may hold up the damper arm. 


Washington Firm Installs 
Butane Stand-by Units 


The Utilities Development Co., Long- 
view, Wash., has just completed the in- 
stallation of three 5000-cu. ft. Gasairs 
(complete with direct-fired vaporizers, 
mixers, compounding attachments, etc.) 
for the Northwestern Natural Gas Co. 
of Toppenish, Wash., according to word 
—_ John K. Heller of the Longview 

rm, 

The units are used to make 1000 B.t.u. 
butane-air gas to take care of peak 
loads on the Toppenish company’s nat- 
ural gas system. The company has also 
completed the installation of two sim- 
iliar units for the Western Gas Co. of 
Washington in Longview to replace a 
carburetted water gas service. 

Paul P. Austin is now affiliated with 
the Utilities Development Co. with head- 
quarters in San Francisco. 


To Spend $2,500,000 in Ohio 


The East Ohio Gas Co., Cleveland, 
Ohio, is planning to spend $2,500,000 
during this year for new mains and ex- 
tensions. A new $50,000 service cen- 
ter will te built by the company for 
Cleveland Heights. 
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: No chimney can escape dew-point danger. Hot corrosive acid-bearing 
i gases, generated by combustion from the furnace or heating plant, always 
‘ meet cold air in the chimney. There they condense and begin their work 
« of destruction. No chimney or wall construction can resist this ruinous 
process of condensation. There is only one protection. .. . 


VITROLINER 


: (The Permanent Chimney Liner of Vitreous Enamel 

: Inter-Coated Pipe) 

: —with the CONDENSATION ELIMINATOR increasing basement 
4 temperatures from 5 to 7 degrees. 


—with the HOWLE HEAT EXTRACTOR for greater fuel economy 


3 and increased basement temperatures—10 to 22 degrees. 


In this way scientifically perfect home heating installation can be 
Guaranteed with maximum fuel economy, 10 to 22 degrees warmer base- 
ments, more even heat in every room, permanent protection against the 
destruction of the chimney. 
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Utility companies throughout the Chicago area and in the larger centers 
throughout the United States and Canada include the products of the 
Condensation Engineering Corporation, Pioneers in Condensation Control, 
in their recommendations as standard for efficient home heating plants. 


BE INFORMED—Send for free descriptive literature. You cannot afford to 
be without the facts. 


Condensation Eliminator Trade Mark Howle Heat Extractor 


Pat. Pat. 
Address all Canadian inquiries to 184 Horton Street, London, Ontario, 


Canada. 


CONDENSATION 
ENGINEERING 
CORPORATION 


TELEPHONE MONAOE 1031 


35 South Western Avenue, Lhicago 


HOIZONE 


A LEADER IN ANY PARADE 


Enlist this Veteran to help 
your salesmen win in the 


1938 PRIZE PARADE 


Welsbach Automatic 
Gas Water Heaters 
are scientifically de- 
signed to give perfect 
hot water service... 
Built by pioneers in 
the manufacture of gas 
burning appliances 


since 1887. 


Write for Details of 
Our Complete Line. 


— 


COMPANY 


Gloucester City. N. J. 


BRANCHES IN CHICAGO AND SAN FRANCISCO 
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Water Heating Prize Parade Drive 
Now Has 180 Utilities Enlisted 


ITH gas company registration 

figures steadily mounting, offi- 
cials of the 1938 Automatic Gas 
Water Heating Prize Parade are look- 
ing forward this month to a final en- 
rollment far in excess of last year’s 
record mark. Since the announcement 
of the campaign early in January, 180 
gas companies have filed registrations 
enrolling 1500 salesmen, and new reg- 


istrations are being received daily. 
The first automatic gas water heater 
sales drive sponsored by the Water 
Heating Committee of the American 
Gas Association and the Gas Water 
Heater Division of the Association of 
Gas Appliance and Equipment Manu- 
facturers, back in 1936, was supported 
by gas companies representing 54.6 
per cent of the country’s gas meters. 


Air Conditioning 


WRITE FOR ATTRACTIVE DEALER PROPOSITION 


ELECTROGAS FURNACE CO. 


ICRANE 


CRANE CO., GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 


NATION-WIDE SERVICE THROUGH 134 BRANCHES AND MORE THAN 500 WHOLESALERS 


For UNCOMMON QUALITY in Valves, Fittings, Pipe 
and Piping Accessories specify Crane-Equipment. 


Backed by 80 years of manufacturing experience. 


VALVES * FITTINGS * PIPE 
PLUMBING * HEATING + PUMPS 


FURNACES 
BLOWERS 
FILTERS 
WASHERS 
"dhs Equipment 


2575 BAYSHORE BLVD. 
SAN FRANCISCO, CALIF. 


The Goodman Stopper 


The Reliable Shut-off for Street Mains 
Equipped with Improved Patented Locking Sleeve, 


which locks both handles to the pipe. Stopper can- 
not slip. Gas cannot pass. 


Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Brooklyn, N. Y. 


Pac. Coast Rep.: 


C. B. Babcock Co. 
475 Eleventh Street 
San Francisco, California 
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The Golden Faucet Contest last year, 
under the same sponsorship, included 
70 per cent of the total gas meters. 

Much of the popularity of this 
year’s program is attributed to its 
unique prize plan by R. E. Williams of 
the Binghamton (N. Y.) Gas Works, 
chairman of the American Gas Asso- 
ciation Water Heating Committee. 
Smaller companies are especially en- 
thusiastic about the feature wherein 
“everybody wins a prize.” 

In addition to the heavy enrollment 
of gas companies, upwards of 15,000 
selected plumbers: and retail water 
heater dealers are expected to partici- 
pate in the prize parade, according to 
H. N. Ramsey of the Welsbach Co., 
co-chairman with Mr. Williams of the 
National Automatic Gas Water Heater 
Sales Committee which is directing 
the campaign. 

Gas companies which have not yet 
registered may still enter the Prize 
Parade, the committee states. From 
the day of registration, all sales of 
automatic gas water heaters produced 
by sponsor manufacturers will count 
toward the array of more than 300 
merchandise awards. To _ register, 
write to the Water Heating Commit- 
tee, American Gas Association, 420 
Lexington Avenue, New York, N. Y. 
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Gale is Public Service Co. 
of Illinois Vice-president 


Through an editorial error in the 
January issue of GAS a confusion of 
company names occurred. Attention is 
ealled to correction in the announce- 
ments on pages 48 and 65. Willis D. 
Gale is vice-president in charge of fi- 
nance and accounting for Public Serv- 
ice Co. of Northern [llinois. 

The promotions of W. P. Crowley, 
I. F. Witt, Edward D. Sheean, and 
Charles Auringer were announced by 
the Public Service Co. of Northern 
Illinois. 


W. A. Meiter Is Worthington 
Manager in Buffalo 


Worthington Pump and Machinery 
Corp., of Harrison, N. J., has announced 
the appointment of W. A. Meiter to the 
position of manager of its sales office 
in Buffalo, N 

Mr. Meiter has been a member of the 
Worthington organization since his grad- 
uation from Ohio State University in 
1927, and has served the major portion 
of his time as a salesman in the cor- 
poration’s Cleveland territory. 


Oklahoma Natural Budgets 
$366,000 for Okla. City 


Oklahoma Natural Gas Co. will spend 
$366,000 for pipe line expansion in the 
Oklahoma City district during 1938, ac- 
cording to a company announcement. 
About $20,000 will be spent for_six new 
regulator stations in Oklahoma City. 
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with the CLEVELAND 
BABY DIGGER Model 95 


Compact, flexible, toagh, fast and with minimum weight — modern, correctly 
designed and quality built—that's the Cleveland Baby Digger Model 95 — the 
complete answer to gas line trenching requirements. 

Its distinctive construction enabling it to cope quickly and efficiently with sur- 
face and subsurface obstructions, requires small working space while its extreme 
ease and speed of transportation on its own individual trailer, from job to job, 
assures maximum machine trenching. 

lf you would save trenching dollars in 1938 put a “Baby Digger” to work and 
you'll get most trench in most places at least cost. Let us give you a demonstration 
on your own work. Write today. 


THE CLEVELAND TRENCHER COMPANY 


“Pioneer of the Small Trencher” 


20100 St. Clair Ave. Cleveland, Ohio 


Illustration at left shows 
Baby Digger in action 
—one at right shows it 
loaded on its trailer 
ready for truck speed 
transportation. 


BABY DIGGER Model 95 


GREENLEE 


rence how the unde rground installation 

been made, in order that the Greenlee Hydrauli Pusher 

a saving. It does away with extensive trenching, it saves 

tearing up lawns and pavement, and it shows a labor saving over 


pushers that require sé veral 


men to operace them 

All that is necessary with the Greenlee is to make a trench long 
enough to accommodate the. pusher with a section of pipe, and one 
man cafi send it where it ts wanted, simply by pumping the handles. 
It is easily set up and there are several speeds provided for varying 
soil conditions [he power! unit operates on a notched steel base, sO 
that the pipe clamp is reset only every 4 to 7 feet, depending on the 
length of base used 

It will pay you to investigate this tool for pushing pipe for any 
purpose Ask tor complete information No obligation, of course. 
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Southern California Meter Men Plan 
llth Annual Hi-Jinks Meeting 


XTENSIVE plans have been for- 

mulated for the holding of the 
Southern California Meter Associa- 
tion’s 11th Annual Hi Jinks, which 
is scheduled to take place at the 
Riverside Breakfast Club in Los An- 
geles on Saturday, February 26. At 
the event last year, which was held 
in the same place, 250 members and 
friends were present. An even larger 


BURRELL-MASE 


ENGINEERING COMPANY 
Petroleum and Gas 
Engineers 


Design—Construction—Reports— 
Valuations 
Suite 2900 
50 Broadway 
New York City 


1936-42 5th Avenue 
Pittsburgh, Penna. 


turn-out is expected for the forth- 
coming occasion, according to James 
Dunn, chairman of the Association’s 
entertainment committee. 


The regular monthly meeting of the 
association was held January 27, at 
the Van Matre Inn, Huntington Park, 
Calif. Feature offering of the evening 
was a paper, “Positive Displacement 
Meters for Liquids,” by P. W. Hill of 
the Smith Meter Co. The lecture was 
illustrated by models of the units. 


An entertaining feature of the pro- 
gram was a discussion by John H. 
Hanson, special agent in charge of the 
Federal Bureau of Investigation at 
Los Angeles, who described some of 
the operations and experiences of the 
“G” men in their war against crime. 
Entertainment during the dinner pe- 
riod was furnished through the cour- 
tesy of the Smith Meter Co. 

An extra Southern California 
Meter Associaton event of the past 
month was a field trip inspection of 


Drip!! 


condensing. 


Dnrip!! 


Gas heating engineers and installers of gas appliances have wrestled with 
the problem of eliminating condensation within a flue or vent ever since 
gas has been used for heating. It is no longer a problem if METAL- 
BESTOS is installed as this insulated aluminum gas vent and flue pipe 
keeps the burnt gases hot so that they exhaust in the outer air without 
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Sole Manufacturers 


WILLIAMS WALLACE COMPANY, San Francisco, Calif. 


We shall be glad to send fully descriptive booklet on request 
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BUILD YOUR HOUSEHEATING LOAD 
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These two advanced Klixon devices 
give exact automatic temperature 
control and assure positive pilot pro- 
tection for your gas-fired space heat- 
ers... provide sales features that 
make it easy to sell gas heating. 


Write today for descriptive bulletins. 


SPENCER THERMOSTAT COMPANY 


trols Corporation 
87 FOREST STREET ° ATTLEBORO, MASSACHUSETTS 
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the Union Pacific’s newest stream- 
lined train, “City of Los Angeles.” 
Over 275 members and friends of the 
association were present to gather 
first hand information on the trans- 
portation unit’s three Diesel power 
cars and to inspect the latest improve- 
ments and comfort advancements in 
rail transportation. A. E. Hensler, 
Diesel engineer of the Union Pacific 
Railroad Co., who spoke recently be- 
fore the Association, conducted the tour. 
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Welsbach Co.’s 1938 Sales 
Plans Listed in Portfolio 


The 1938 Sales Promotion Plans of 
Welsbach Co. are now available in port- 
folio form, R. R. Rhoad, Sales Promotion 
Manager, announced recently. 

Divided into five sections, the 1938 
Portfolio presents a comprehensive digest 
of all promotion material available on 
each individual line of Hotzone heaters. 

Welsbach’s new sales promotion plans 
as prepared in the portfolio include six 
booklets which outline successful meth- 
ods designed to meet the needs of sales 
executives. The booklets cover the fol- 
lowing subjects: “Plumber Cooperative 
Plan,” “Sales Contest Plan.” “Trade-in, 
Finance and Rental Plan,” “Radio Broad- 
casting Plan,” “Letters to Customers,” 
and “Newspaper Publicity.” 
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A. I. Wallace Visits West 
Coast in January 


During the month of January A. I. 
Wallace, vice-president of the American 
Gas Products Corp., accompanied by 
Mrs. Wallace, made a tour of the utility 
offices of the West. The Wallaces re- 
turned to Chicago by way of Oklahoma 
and Texas where inspection tours were 
also made. 

Recently appointed vice-president of 
the American Gas Products Co., located 
in New York City, Mr. Wallace con- 
tinues to make his headquarters in the 
company’s Chicago office. 
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Crane Co.Names Hendrickson 
Manager of Oil Sales 


R. A. Hendrickson, who has been in 
the employ of Crane Co., Chicago, for 
20 years, has been appointed manager 
of the oil sales section by W. H. Pape, 
manager of the valve and fitting de- 
partment. 

For many years Mr. Hendrickson had 
charge of the design of steel products 
to meet the developing conditions of 
increasing pressures and temperatures, 
particularly in the oil industry. Supple- 
menting this, Mr. Hendrickson has been 
a special engineer in the oil sales sec- 
tion for the last three years. 
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Coquille, Ore. has Natural 
Gas from Local Well 


Natural gas has been turned into the 
mains of the Coquille Gas & Power Co., 
Coquille, Ore., from the well in the Fat 
Elk area, two miles southwest of Co- 
quille. The Coquille well is the only 
gas producing well in the State of 
Oregon. 
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URING the current year, 11 great national 

magazines will carry the story of gas refrig- 
eration to more than 28,000,000 readers a month. 
Among those 28,000,000 will be your customers and 
your prospects. They will be impressed with the ad- 
vantages of Servel Electrolux. They will, in short, 
be unusually receptive to your sales activity. 


Here is a splendid chance to build business for 
years to come. More families than ever before are 
alive to the value of Servel Electrolux’ “‘no-moving- 
parts’ freezing principle. They want the silence of a 
gas refrigerator; they want its renowned economy 
and lasting satisfaction. 


RUNS ON ANY 
TYPE OF GAS 


© Vianufactured 
e Natural 


The Greatest Advertising Program ever run on this 
Famous Silent Refrigerator is Backing You — NOW! 


And, remember, from every Servel Electrolux sale 
you make you derive two important benefits: First, 
by its own consumption, the gas refrigerator stimu- 
lates steady gas sales. Second, by its efficiency in 
your customer’s home, it demonstrates the advan- 
tages of an all-gas kitchen and thus perks up the 
sale of other appliances. 


Servel’s dramatic advertising campaign has al- 
ready begun. The big gas refrigeration year is under 
way. So plan to make the most of it. Organize at once 
for aconcerted drive on the prospects in your territory. 


Servel, Inc., Servel Electrolux Sales Division, 
Evansville, Indiana. 


Sill the Refugeriltr yyy weven WEAR 


Engineers in the liquefied petroleum or bottled 
gas industry fully realize the advantages of dis- 


tributing undiluted propane and butane gases thru 


a metered service because:— 


Ist. A meter accurately records the gas consumed 


and serves as a basis for settling accounts to 


the entire satisfaction of the consumer. 


2nd. Partially exhausted containers may be re- 
moved at will and “short tanks” may be de- 


livered without injustice to the consumer. 


3rd. A meter eliminates the objectional peak-de- 


livery of tanks each month. 


ACCURACY 
DEPENDABILITY 
LONGER LIFE 
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< The problem of metering petroleum gases re- HOUSTON, TEXAS 
eS quired study and experimentation to perfect a me- DAVENPORT, IOWA 
© ter that would meet the rigid requirements de- MELBOURNE, AUSTRALIA I pr: 
= manded. The Sprague Meter Company met the re- PARIS, FRANCE .. 
quirements thru their wide experience in fabricating 4 
» meters for manufactured and natural gas fields. Sprague Bottled Gas Meters are supplied 
— They have built a special meter which has been with either the No. 1A standard hub, taking ' 


adopted successfully by distributors thruout the a %/,"" female swivel or with special hus 

*) : 
country, as a means of accurate measurement and tapped for a standard %” bottled gis 
satisfactory servicing. connections. 


